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The biggest sto" 
gn earth 


Around the world, American planes and 
American fighting men are staging the “biggest 
show on earth.” Everything we've got must go 
into this gigantic battle for freedom. 

We at home can help by making the things 
we buy and use and sell last longer. This im- 
portant truth applies to carbon papers and 
typewriter ribbons, too. 


The F. S$. Webster Company has prepared a 





special leaflet for distribution to your customers. 
It explains in simple language how to make 
long-lasting Webster products give even better 
service. Won't you do your part by giving even 
wider distribution to these booklets? By doing 
so, you will be gaining the good will and 
friendship of your customers — and you will 
be making one more contribution to the war. 


Write today for additional free copies. 


F. S. WEBSTER COMPANY 


13 Amherst Street, Cambridge, Mass. 
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journal, serving the entire 
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It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
They do, however, offer their services in resolving any disagreements which result from relations established 


customers. 
through the journal. 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 

are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 

communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 
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Loose Leaf Books & Systems 
Aigner, G. J Co on 
Amberg File & Index Co 14° 
National Blank Book Co 146 
Sheppard, The C. E., Co 142 
Wilson Jones Co 47 
Loose Leaf Sheet Covers, Celluloid 
Markilo Co 146 
Wilson Jones Co 47 
Loose Leaf Metals and Devices 
Sheppard, The ¢ I Co 142 
Wilson Jones Co i7 
Mail Distributors 
Globe-Wernicke C« The 60 
Victor Safe & Equip. Co 119 
Map Tacks 
Graff, Geo B. ¢ 149 
Maps 
Cram, The George I Co 14° 
Matched Office Suites 
Art Metal Construction Co 63 
General Fireproofing Co The 52 ; 
Globe-Wernicke Co., The 60 
Leopold Co 57 
Royal Metal Mfg. (« 150 
Shaw-Walker Co 98 
Sloane Ww. & J 115 


Memorandum Books 
Book 
ts 


National | 


lank 


Rockwell - Barnes 


Wilson 


Mending Tape 


Warshaw 


Metal 
Dayton 
Meyer & 


St 


Moisteners 
Rivet-O 


Badges, 


Mfg 


encil 


Jones Co 


Checks, 


Tokens, 


Works 


Wenthe 


Mfg. ¢ 


Numbering Machines 
wis to 


Melind, La 
Roberts Ni 


imbertr 


Office Partitions and 


Globe 


Pads, Figuri 


Wernicke 


National Blank 


Rockwell-B 
Wilson Jor 


Paper 
Eaton Pap 
Rockwell-B 


Pager Clamp 
Automatic 


arnes 
es Cc 


eT ‘ 


arnes 


is 


Pencil 


Oakville Co 


Paper Clips 


Cook, H. C 


Graff 
Vail 


Geo 


m., Oe 


orp 


Manufacturing 


Macl 


Railings 


I 


Paper Fastening Machines 


Pencil 


Automati 
Markweil 


Mfe 


Oakville Co 


Speed 
Victor Safe 


Paste 


Pencils, 


Blaisdell 


Pencils, 
Carter's Ir 
Parker Per 
Rite- Rite 


See Inks 


Products 


Sharpener 


& FEqu 


Pencil 


Mechanical 


Paper Wound 
{ 


ik Company 


i Co 


Mfg 


Sheaffer, W \ 


Welty Pen 
Pencil 
Automatic 


Pencils, 
Slaisdell 


Staedtler 


Sharpeners 


Pencil 


rs 


| 


Shar 


‘ 
Tn 


Pins and Pin Containers 


Oakville ¢ 


pene 
I 


Wood Cased Lead 
Pencil 


Vail Mfg s 
Platens, Typewriter 
Amer. Writing Ma 
Ames Supply Co 
Postal Scales 
Hanson Scale Co 
Presentation Covers 
Amber File & Index 
Ellingsworth Mfg. Co 
Oxford Filing Supply 
Publishers 


Britist 


Punches 
Globe-Wernicke Co The 
National Blank Book ¢ 
Wilson Jones Co 
Push Pins 
Oakville ¢ 
Ribbons and Carbons 
Allen & Co 
Allied Carbon & Ribbor 
Corp 
Amer. Writing Mach. S 
Ames Supply Co 
Buckeye Ribbon & ¢ 
Carter's Ink Compar 
Codo Mfg. Cs 
Columbia R. & ¢ Mf ( 
Frankel Carbon & Ribbor 
Manifold Supplies ¢ 
Mittag & Volger, In 
Old Town Rib. & Carb. Cx 
Pacific Cart & Rit Mfg 
Peerless Key-Imperial Mfg 
Phillips Process Co 
Royal Typewriter ¢ Ir 
Shipman-Ward Mfg ( 
Storms, H. M 
Underwood Elliott Fisher 


Stationery 


I 


Exporter 


Mi 








U. 8S. Typewriter Ribbon Mfg. Co._141 
146 Waters & Waters Branct 137 
110 Webster, F. 8S. Co 2 
‘7 
Rubber Stamps 
ie Melind, Louis, Co 75, 86 
Meyer & Wenthe, Ir 139 
144 Safes 
129 Art Metal Construction C r 
Diebold Safe & Lock ( 12 
General Fireproofing Co The 52, 453 
14 Globe--Wernicke ¢ The 60 
Meilink Steel Safe ¢ 116 
Shaw-Walker © 98 
oy Victor Safe & Equip. ¢ 119 
Yawman and Erhe Mf ( 1! 
Scrapbooks 
60 Globe-Wernicke ( fn 
Wilson Jones Co 17 
j Secretary Desks 
1f Art Metal Construction Co 63 
17 General Fireproofing Co., The 5 
Globe-Wernicke Co The 60 
Peerless Steel Equip. Co 111 
129 Shaw-Walker Co 98 
110 Wabash Cabinet Companys rt) 
Shelving 
12 Art Metal Construction Co 63 
147 Browne-Morse Co a2 
Corry-Jamestown Mfg. Co 91 
General Fireproofing Co., The 53 
a Globe-Wernicke Co., The 60 
v4 Shaw-Walker Co 98 
8] 
Stamp Pads 
Carter's Ink Company 121 
: Melind, Louis, Co Q5 Rf 
ie Mever & Wenthe Ir 139 
: Phillips Process Ce 124 
ae Rivet-O Mfg. Co 144 
. Rockwell-Barnes Co 110 
’ Victor Safe & Equip. ¢ 19 
Stands for Office Machines 
Ames Supply Co 62 
Anderson-Hickey (¢ 69 
Art Steel Sales Cory ;, 78, 79. 80 
General Fireproofing Co The 2? 453 
Globe-Wernicke (C The an 
12 Harter Corp 147 
Ro Metalstand (« 112 
144 Peerless Steel Equip. ¢ 1 
5] Shipman-Ward Mfg. ¢ 127 
144 Sturgis Posture Chair ( 61 
Toledo Metal Furniture ¢ 130 
Wells Office Furniture Co 04. 10 
Staples and Stapling Machines 
Markwell Mfg. Co 135 
Oakville Co 147 
Speéd Products Cory a2 
Vail Manufacturir Co 8] 
Stencils, Brass 
Da mn Stencil Work 
Stenographers’ Note Books 
National Blank Book ¢ 14 
tockwell-Barnes Co 110 
Stools 
Harter Corp 147 
Metalstand Co 112 
. Toledo Metal Furniture ¢ 130 
: Wells Office Furniture ( 104, 1 
Storage and Transfer Cases 
Art Metal Construction ¢ f 
{7 Art Steel Sales Corp...77, 78, 79, 80 
tarkley, C. L., & ( 107 
Browne-Morse Co a2 
Corry-Jamestown Mfg. Co 91 
, General Fireproofing ¢ The 9 
7 Globe-Wernicke ¢ The 0 
Guide System & Supply Co 92 
Imperial Methods Cc 127 
Peerless Steel Equip. Co 111 
Rockwell- Barne Co. 110 
Shaw-Walker Co 98 
Wagemaker Co 138 
Yawmar ind Erbe Mf ( 11 
Strong Boxes, Fire Protected 
Diebold Safe & Lock ¢ 2 
' Meilink Steel Safe Cx lf 
Tables 
19 Art Metal Construction ( ‘ 
94 Browne-Morse Co 82 
37 Corry-Jamestown Mfg. Co 9} 
Farber, Louis H 128 
68 General Fireproofing ( I 52, 5 
) Globe-Wernicke ¢ The 60 
ot Mutschler Bros. ¢ 141 
124 Peerless Steel Equiy ( 
St Johns Table (¢ 
Shaw-Walker Co 8 
Victor Safe & Equ ( 119 
Wells Office Furn ‘ 04, 10 


OFFICE 


APPLIANCES, 


Telephene Accessories 








Victor Safe & Equip. Co 119 
Telephone Stands 
Art Metal Construction Co 63 
Art Steel Sales Corp...77, 78. 79, 80 
General* Fireproofing Co., The .52, 53 
Globe-Wernicke Co., The 60 
Peerless Steel Equip. Co 111 
Shaw-Walker Co. 98 
Yawman and Erbe Mfg. Co 41 
Thumb Tacks 
Graff, Geo. B., Co 142 
Oakville Co 147 
Tieket Holders 
Oakville Co 147 
Vail Manufacturing Co 81 
Trimming Boards 
Amer. Photo Laboratories 145 
Precise Developments Co 145 
Type, Typewriter 
Amer. Writing Mach. Stores Div 70 
Ames Supply Co 62 
Shipman-Ward Mfg. Co 127 
Typewriter Cleaning Material 
Amer. Writing Mach. Stores Div 70 
Ames Supply Co 62 
Bainbridge, Kimpton & Haupt 
Ine 134 
Clarotype Co 134 
Gies, Walter G Co 147 
Martens Type Cleaner Co 148 
Mittag & Volger, In 133 
Red Feather Products, Ltd 100 
Rivet-O Mfg. Co 144 
Shipman-Ward Mfg. Co 127 
Webster F. 8 or 2 
Typewriter Cushion Keys 
Amer. Writing Mach. Stores Div 70 
Ames Supply Co 62 
Peerless Key-Imperial Mfg. Co 126 
Shipman-Ward Mfg. Co 127 
Speed Key Mfg. Co 144 
Speed Products Co 93 
Typewriter Cushion Knobs and Bases 
Amer. Writing Mach. Stores Div 70 
Ames Supply Co 62 
Peerless Key-Imperial Mfg. Co 12¢ 
Shipman-Ward Mfg. Co 127 
Typewriter Parts and Tools 
Amer. Writing Mach. Stores Tiv val) 
Ames Supply Co 62 
Shipman-Ward Mfg. Co 127 
Typewriter Tables 
See Stands for Off Mach 
Typewriters, Mfrs. of 
Royal Typewriter Co. 43 
Smith, L. € & Corona Type 
vriter 39 
Underwood Elliott Fisher. Back Cover 
Typewriters, Rebuilt and Used 
Amer. Writing Mach. Stores Div 70 
Shipman-Ward Mfg. Co 12 
Visible Systems Equipment 
Acme Visible Records, Inc 131 
Aigner, G. J., Co 9 
Art Metal Construction Co t 
Diebold Safe & Lock Co 12 
Globe-Wernicke Co The 60 
National Blank Book Co 146 
Postindex Visible Files Div 63 
Shaw-Walker Co 9X 
Sheppard, The ¢ E Co 142 
Victor Safe & Equip. (:¢ 119 
Wilson Jones Co 47 
Yawman and Erbe Mfg. Co 11 
Wardrobe Racks 
Biow Associates a7 
New England Woodworking Co 114 
Waste Baskets 
Art Steel Sales Corp..77, 78, 79, 80 
Cole Steel Equipment Co 5 
Corry-Jamestown Mfg. Corp i) 
General Fireproofing Co., The..52 7 
Globe-Wernicke Co The 60 
Peerless Steel Equip. Co 111 
Shaw-Walker Co IR 
Wholesale Stationery 
tainbridge, Kimpton & Haupt 
Ine 134 


August, 


1943 








WANTS AND FOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


SALESMAN ABOUT TO RELOCATE in the South desires to hear from manu- 
facturer of office supply or equipment line seeking southern representation. 
Will confine efforts to Tennessee, Louisiana, Alabama, Mississippi, or, if 
product warrants larger area, will include Texas and work east to Florida. 
Has excellent record. Well acquainted with many of the leading dealers. Can 


give some manufacturer first-class sales coverage of an important market. 
Address H-90, care Office Appliances, Chicago 
CHICAGO REPRESENTATION WANTED by salesman with seven years’ experi- 


years with retail stationer Interested in 
one full time line Prefers to continue working through dealers Will handle 
Chicago alone or include surrounding area Has worked north to Twin Cities, 
south to Louisville Capable and conscientious producer Well known among 
the dealers. Address H-86, care Office Appliances 


ence in Chicago area following five 


Chicago 


SALESMAN OPERATING IN CHICAGO, northern Indiana, northern Illinois and 
southern Wisconsin, seeks a desirable line to sell either direct to user or to 
dealer according to policy of manufacturer Has been specializing on dupli- 
eator supplies but will consider any office product offering suitable sales pos- 
sibilities Well known among large buyers in Chicago metropolitan area. 
Address H-89, care Office Appliances, Chicago 


SALESMAN with approximately twenty years’ calling upon station- 
ers in Illinois and Indiana is open for new connection. Interested in any line 
which offers a reasonable sales potential Well established with the trade 
Best of references. Address H-S84, care Office Appliances, Chicago 


experience 


REPAIRMAN—41 years’ experience, first class man, rebuilding and overhaul- 
ing all standard makes and portables—17 years with present corporation 
Married—desires change August 15th Address H-82, care Office Appliances, 
Chicago. 


SALESMAN WITH REMARKABLE RECORD both direct and dealer field, now 
in the West, seeks sales agency or other opening. First preference is So. 
Calif. but will consider other location West or South. Good sales producer 
and a good organizer with wide recognition among dealers and manufacturers 


References confirm all statements. Address H-93, care Office Appliances, 
Chicago 
TYPEWRITER MAN AVAILABLE: 28 years’ experience, mechanic, salesman, 


shop foreman. Can repair any make typewriter, trained Ditto mechanic, work- 
ing knowledge most adding machines and other office machines Age 47, good 
health, now employed, desire change Will exchange references Address 
H-94 care Office Appliances, Chicago 


TYPEWRITER MECHANIC—Six years’ experience on all makes Interested in 
sales and service; prefer location in Northern Ohio or Michigan Address 
H-92, care Office Appliances, Chicago 


SALESMEN WANTED 


for systems sales 
us, Detroit, Houston, 


TYPEWRITER or BUSINESS MACHINES 

work. Exclusive territory in Cincinnati, Cleveland, 
Los Angeles, New York, Pittsburgh, and San Francises Opportunity in 
branches of large, well established manufacturer. Salary and commission 
Our salesmen average approximately $10,000 Each application will receive 
attention of the management Give full information and enclose 
(which will be returned) Address W-210, care Office Appliances, 


WANT 





personal 
snapshot 
Chicago. 


AAA1 MANUFACTURER of most complete, fine quality line of hectograph and 
spirit duplicating materials, printed forms and supplies, inked ribbons, carbon 
papers, etc., has territory openings for steady, reliable type of salesmen who 
are workers. New exclusive products have created an unusual opportunity for 
able representatives. Permanent post war employment. Opportunity for excel 
lent earnings. Salary and expenses paid See display ad in this magazine 
Write Old Town Ribbon & Carbon Co., Inc., 750 Pacific Street, Brooklyn, N. Y 
SALESMAN WANTED—By old established anufacturer, to sell extensive line 
of office equipment and supplies to dealers in Ohio and adjacent territory 
Young or middle age man with knowledge of business systems and some dealer 
experience preferred. Salary and expenses. Write Box W-213, outlining your 
experience and qualifications, and send photograph Excellent opportunity 
offering permanent connection for the right man 


REAL OPPORTUNITY for men selling commercial stationery and office equip- 
ment trade: Wood filing equipment line, unique features, established with the 
most exacting purchasers of office equipment in the I S Formerly sold 
through other channels, now open to dealer Prompt action will get choice of 
everal good territories mostly east of Mississipp including New England 
Address W-208, care Office Appliances, Chicago 


WELL KNOWN TEXAS printing and stationery company desire 
salesman to take charge of the ribbon and carbon department in the 
State Salary, traveling expenses and profit arrangement 
W-212, care Office Appliances, Chicago 


experienced 
entire 


sharing Write 


opportunity for 
photo Schooley 
Missouri 


SALESMAN to sell Office Furniture and Equipment Excellent 
aggressive man State complete qualifications and submit 
Printing & Stationery Company, 1434 Walnut Street, Kansas City 6, 


SALESMEN CALLING on office trade for local or larger territories. A good 


sideline Write Lewis Co., 413 W. State St., Milwaukee, Wi 


EXECUTIVES WANTED 


ASSISTANT STORE AND SALES MANAGER wanted t 
and equipment store in town of 15,000. Permanent 
climate. Clovis Printing Co., Box 690, Clovis, N. M 


y progressive office supply 
situation, healthful 






MECHANICS WANTED 


adding machine mechanic 


WANTED ANOTHER COMBINATION typewriter and 











If you are not making what you think you are worth, wire or write us. Knox- 
ville is the best part of the U. S. A. to live and work in Ww AA. Johnston, 
Allen-Wales & L C Smith & Corona Agents arket Street Since 1908, 
Knoxville, Te 1 
TYPEWRITER SERVICE MAN, Experienced out of draft permanent position 
in California's ideal home city with leading Royal dealer Salar and bonus, 
send complete record to I. A. Cleveland, Business Equipment ¢ pany, 735 
Broadway, San Diego 1, Calif. 
TYPEWRITER MECHANIC (Adding Machine experienced preferred) $50.00 
per week; permanent Write giving experience and references Excellent op- 
portunity for sincere and honest party Louisville Typewriter C¢« 106 S« ith 
St., Louisville, Ky 
ADDING MACHINE MECHANIC also Typewriter Addressograph, Mul raph 
Mechanic Good salar Pruitt Office Machines, 425 N. LaSalle, Chie 
REPRESENTATIVES AVAILABLE 
OFFICE FURNITURE SALESMAN working ostly in and around Chicago, also 
Wisconsin, the Twin Cities and Duluth, is open for an additional line of 
furniture or accessories At present se mz « airs nd b kcase Interested 
n desks, posture chairs, files, desk pad and tray or an ther goods sold 
n office furniture departments. Plan o add st one line Will give care 
ful consideration to all proposals Top references Address H-&87, care Office 


Appliances, Chicago 


OFFICE APPLIANCES, August, 1943 


ADDITIONAL LINE WANTED FOR BUFFALO, Salesman specializing in mechan- 
ical office equipment seeks additional line to sell direct to users in Buffalo 
and vicinity. Prefers mechanical specialty but will consider anything which 
offers suitable sales possibilities. A good sales producer. Convincing refer- 
ences. Address H-88, care Office Appliances, Chicago. 


SPECIALTIES WANTED for Washington. Well established organization accus- 
tomed to the sale of high-class merchandise to government offices is open for 
agency for some high type of office equipment, machinery, system, method or 
device. Can give some manufacturer first-class representation before the 
country’s leading buyer. Top references. Address H-85, care Office Appliances. 


MANUFACTURERS’ REPRESENTATIVE established in San Francisco Bay area 
is open for an additional line to sell to stationers in California, Oregon and 
Washington. In a position to give intelligent and aggressive representation. 
Dun & Bradstreet as well as trade references. Address H-&83, care Office 
Appliances, Chicago. 





REPRESENTATIVES WANTED 








WANTED—Salesman to sell utility labels and seals as side line. 
located manufacturer with complete printing facilities in own plant seeks men 
now calling on office trade. Liberal commission. Intensive advertising program 
to the trade. Address W-211, care Office Appliances, Chicago. 


Centrally 


ESSE ey 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 
etc. Repaired at standard prices. We especially feature “CONKLIN,” 
SWAN, WATERMAN, WAHL, PARKER, WELTY, SHEAFFER, MOORE, 
etc., but can repair all other makes. We feature Gold Pen Points and 
Repairing. Mail all makes to ONE place for better service. (Est. 1904.) 
ASK ABOUT NEW WELTY PENS, $1.50 TO $10.00 LIST. 
Welty Pen and Repair Co., 38 S. State Street, Chicago. 


SS 


SALES LETTERS 


LETTERS WILL BUILD SALES: For years I have built letters that pull sales. 
You need them more than ever now Send me your data for new letters, or 
unsuccessful letters for reshaping Particulars on request. Address H. M. 
Goldthwait, 1659 Broadway, Denver, Colo o. 


oo = 





SSS 


TRADE SCHOOLS 


WEBER TYPEWRITER-MECHANICS 


SCHOOL. A _ simplified Practical Home- 
study Course. Our students now i 


operating their own business. Division 2, 


ee er 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding and Calculating Machine Parts avail- 
able. Quotations furnished on specific parts upon request. I. / Dehn, Jr., 
1643 101st Ave., Oakland, Calif 


= =— = ees aE = <3 


WANTED TO BUY RETAIL BUSINESS 


WANTED TO BUY office supply and office furniture store in city of approxi- 
mate 15,000 to 50,000 population. Please give detailed information in first 
letter Address W-209, care Office Appliances, Chicago 


FOR SALE AND T 





= a 
WANTED TO BUY, USED EQUIPMENT 
ELLIOTT-FISHER, Burroughs, Moon 
Dictaphones, Ediphones, bought and sold 
S. Wells St., Chicago. 


Hopkins, Adding-Calculating Machines, 
Chicago Office Appliance Co., 529 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and sold. 
Teeter-Warsh Co., 849 N ird St Milwaukee, Wis. 


ELLIOTT-FISHER machines, calculating machines, adding machines—all office 
equipment, bought and sold V ‘ Crowley Company, 434 Caswell Bldg., 
Milwaukee, Wis. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comp- 
tometers, all makes calculators bought and sold Dorrell-Markel, 93 S. 11th, 
Minneapolis, Minn 


BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, Kardex All 
types office machines bought and sold. Fort Pitt Typewriter Co., 644 Liberty 
Ave., Pittsburgh, Pa 


BURROUGHS, MOON HOPKINS 
chines, and everything in the 
number and we will 
pliances, Inc., 326 Broadway, New 


Elliott-Fisher, Remington Accounting Ma- 
machinery line State model, serial 
quote highest cash prices International Office Ap 
York City 


office 


DICTAPHONES——-EDIPHONES——Foremost specialists in 
purchases of dictating equipment Write for catalog 
Machine Co., 235 Fifth Ave., New York, N. Y 


sales and 
Dietating 


rebuilding, 
American 


ADDRESSOGRAPHS, Duplicators, 
Typewriters, Adding Machines 


Sealers, Folders, 


Dictaphones, 
" Making Circular. 


Multigraphs, 
Write for LE 


Money 


Pruitt Office Machines, 52 Pruitt Bldg., Chicago 

KARDEX, ACME, POSTINDEX, et isible filing equipment of all types 
bought and sold. We specialize in this field and offer full co-operation to 
dealers. Commercial Card System, 135 Grand St., New York City. 





KARDEX, ACME, all makes ed visible filing equipment Thousands of 
reconditioned cabinets, ] books, always on hand Special service and 
prices to dealers for purchase or sale Get our quotations. Chas. S. Nathan, 


Inc., 548 Broadway, New York 


VISIBLE EQUIPMENT bought old and exchanged. We specialize in rebuilt 
Kardex, Acme and Internationa Visible Factograph cabinets, as well as 
other makes. Have available credit authorization equipment in one line tube 
panels, and 5x1! pocket panels, for reasonable prices. Write and tell us 
what Visible Equipment you need or have for sale. Special prices to Dealers. 
E. H. Heineman, 4 North Eighth Street, St. Louis, Mo 


GUARANTEED REBUILTS, KARDEX, other 
finished, thoroughly rebuilt for years of 


visible systems, 
additional 


attractively re- 
service, moderately 


priced. Used equipment also bought and exchanged. Universal Office Equip- 
ment Co., 561 Broadway, New York, 

18,000 ADDRESSOGRAPH FRAMES, Type B, Notched for latest equipment. 
Also 150 drawers with lock compresso r and 150 with friction compressors. 
Best cash offer takes all or any part of them Arthur Gibson Company, 


303 Fountain St., Providence R. I 


Sundstrand mode ( 


attachment 


FOR SALE 1 
carriage with payroll Serial N« 
idding machines—8& column hand operated, with 12” 
Silvers, 135 Grand St., New York 1 F 


Bookkeeping Machine—18” Front Feed 
» 287TRO2Z Burroughs portable 


carriages. David C. 


75 ACME INSITE CABINETS—S8x5, in 


iwetern Co 


Commercial Card Sy 


i and 23 drawer units. Equivalent 
2 . Y. 


to new $5 Grand St., New York 13, 


7 

















PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





322,259 Line Indicating Copyholder. Fred W 
Thurston, Carme 7 





Calif. Application October 27, 1941 


















Serial Ne 116,724 Granted June 943 

2 280 Typewriter Combination. John S. Edi 
son , Calif Application 14 1939 
Serial No. 290,025 Granted June 2 

2,822,524. Typewriting Machine. John Joseph Kittel 
St Albans N y assignor to Royal Typewriter 
Company, Ine New York, N. Y a corporation of 
New York Application August 27, 1940, Serial No 
4,431 Granted June 22, 1943 

2,322,595 Loose Leaf Book Construction. John 
Schade, Holyoke, Mass assignor to National slank 
Book Company, Holyoke Mass a corporation of 
Massachusetts Application November 24, 1941, Seria 
No 120) 179 Granted June 22, 19438 

2,322,596 Ring Binder Construction. Frank 
ley § Holyoke Mass assignor to Nati 
Blank is Company oe Mass a corporation 
of Massachusett Application December ; 64942 
Serial No, 467,673 Grante i June 22, 1943 

2,322,648 ~~: ~~ Support for Business Ma- 
chines and the Like. arl Brynolf Lundstrom, Little 
Falls, N Y Appiiestion October 22, 1942, Serial 
No. 2,974 Granted June 22, 1948 





3 8. Automatized Accounting Medium. George 
L, Whitehead Huntingdon, Pa Application October 
i 1942, Serial No, 463,217. Granted June 22, 1943 
2 7 Ink Fountain Typing Machine. George 
E Pelton Mi idleburg, Va., assignor to Ida S. Pelton 
Middleburg, Va Application May 21, 1940, Serial N« 
{36,443 Granted June 22, 1943 
2,322,920 Key Holder Henry H. Campbell, Cleve 
land Ohio Application November 24, 1939, Serial No 
05,992 Granted June 29, 1948 
2,322,983. Sales Book. Washburne, New 
York, N. Y assignor to T Register Company 
Dayton, Ohio, a  corpor atic m of Ohio Applicatior 
September 28, 1942 Serial No 159,929 Grante 











June 29, 1943 

$22,996 Calculating Machine Storage Device and 
tadleaker Therefor. Robert Anschutz, Zella-Mehlis, and 
Richard Groschel, Suhl, Germany; vested in the Alien 











Property Custodian Application July 13, 1938, Serial 
No. 9,077 Granted June 29, 1943 
2,323,004 Envelope and Stamp Moistener. Charles 
Saylor Sigourney lowa Application October 1, 
Serial No. 413,171 Granted June 29, 1943 








3,012 Carriage Operating Mechanism for Ac- 
cantatas Machines. John T. Davidson, Oakwood, Ohio 
assignor to The National Cash Register Company 


Dayton, Ohio, a corporation of Maryland Application 


March 28, 1941, Serial No. 385,770 Granted June 

29, 1943 

043 Manufacture of Visible Index or Record 
l 









) 
Strips. Harry J. Hopkins ll assignor t 
Acme Visible Records, In Chicago ii! 1 corpora 
tion of ilinots Application July 24 1942, Serial 
15: Granted June 29, 1943 

2 Office Desk Bertha ¢ Wils Evans 
ville Ind Application May l 1941 Serial No 
95,905 Granted June 2%, 194 

2,323,205 Listing Calculator loring Pickerin 
Crosman South Orange J issignor t« Monroe 
Calculating Machine Company Orange, N. J 1 cor 
poration of Delaware Application December 5, 1941 
Serial No, 421,803. Granted June 29, 1943 

2,323,285 _ Binder. Clarence D. Trussell, Pough 
keepsie N assignor to Trussell Manufacturin 
Company Poukitkeepels N. Y., a corporation of New 
York Application January 25, 1943, Serial No. 473, 

Xs Granted June 2% 943 

2,323,287 Paper Cup. Walter KE. Amberg, Chicago 
Ill ‘assignor to Universal Paper Products Company 
Chicago, Ll a corporation of Illinois Application 
August 14, 1939, Serial No. 290,107 Granted July 


"2,323,302 Attachment for Pencils and the Like 
k, Philadelphia, Pa Application De 
il, Serial No, 425,215 Granted July 


Samuel 1 Bloc 
cember 





Binder Folder Paul Hartmanr New 
Application December } 194 Serial 
Granted July 6, 194 

2 ee Machine. Gustav Tauschek 
New York, N assignor to International Business 
Machines ¢ tS New York, N. ¥ a corporatior 

of New York Application May 21, 1940, Serial Ne 








6,409. Granted July ¢ 194 
2 3,448 Filing Equipment. Daniel A. Brennan 
deceased, late of Chicago, UL, by Elmer L. Zwickel 


executor, Chicago, Ill., assignor to Acco Products, Ine 
Long Island City, N, ¥ a corporation of New York 
Application November 20 1940, Serial No 66,448 
Granted July ¢ 1943 
3,402 Bookkeeping or Accounting Aid Stanley 
B. Freiberg, ( incinnati, Ohio Application December 
31, 1940, Serial No ' Granted July ¢ 1943 
2 3,552 Paper Clip Harry Marion, Jesse A 
Perlstein, and Frank J. O'Donnell, Newark N J 
Application November 14 1942, Serial No. 165.608 











Granted July 6, 1943 

3, Fold-over Check Form Daniel F 
Dienna, Jr Allentown, Pa assignor to Remingtor 
Rand Inc., Buffalo, N. Y a corporation of Delaware 


April 20, 1942, Serial No, 439,687 


Application 

Granted July ¢ 194 
2 2 Combined Typewriting and Computing 

Machine. Henry LL. Pitmar Hartford, Conn as 














signor to Underwood Elliott Fisher Company New 
York, N. ¥ 4 corporation of Delaware Applicatior 
June 22, 1939, Serial N 280 537 Granted July ¢ 
1944 

2,323,632 Drawer with Tilting Back Wall Clar 
ence W. Straubel, Youngstown, Ohio, assignor to The 
General Fireproofing Company Youngstown, Ohio 
corporation of Ohi Application November 2 42 
Serial No. 465,39 Granted July f 194 

2,323,633 Typewriter Actuating merhention for 
Counters Russell G. Thompson, Elm ir a \ aw 
signor to Remington w abd Inc tuffalo a ‘ i 
corporation of Delaware Application May 22 4 
Serial No. 394,661 Granted July 6, 194 

2,323, 76¢ Accounting Machine Irvin G t 
Washington Db. ¢ assignor to Underwood Elliot 
Fisher Company, New York, N. Y., a corporation of 
Delaware Application June 29 1939, Serial Ne 
281,780. Granted July 6, 1943 


2,323,816 Tabulating and Accounting Machine. 
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2,324,008 o— ) 
2,324,204 524,246 
a ee 2,324,289 2,324,260 
ue V ous 
2,324,349 135,890 
2,324,460 
Ww 1 W. Lasker, decease late of Brooklyn, N. Y $24,247 Portable Table. Henry K Ullman 
y WwW am W. Laske Ir executor, Brooklyn, N. ¥ Washingt or Dp. Cc Application April 27, 1942, Serial 
ind John Mueller, Nor Bergen, N. J assignors to No. 440,69: Granted July 13, 1943 
Del ste re ie I hut men ~ 3 19 7 merial | * 2,324,259. Loose Leaf Construction. Victor Havel 
eer ert a "194: = . eerie ’ Chicago, IIL, assignor to L Paper Products, Inc 
, = dieses oe, Chicago, Ul, a corporation of Mlinois Application 
2 82 Tabulating Machine. August H. Masel September 7, 1942. Serial No. 457,627 Granted July 
reyer Port Jeffersor Statior N Y assignor 1943 
Remington Rand Ine tuffalo, N. Y a corporati 94S 
. . ta ; “ 24,260. Paper File. John Arthur Johnson, James 
2 , Delaw a ADI “pe pe ervey ), 1940, Serial Ne N. Y., assignor to Art Metal Construction Com 
oe acing y a pany, Jamestown, N. Y a corporation of Massachu 
2,323, 836 Computing oe Accounting Machine. Joly set Application November f¢ 1942 Serial No 
Mueller, North Be J assignor to Remingtor 164,698 Granted July 13 1943 
_ : Inc , B - alk N r a corp wath a f eK 194 349 Tape Dispenser Walter W Atkins 
fiskutaa tale a yeas. stares ei catenins . hat Erlanger, Ky assignor to The Gummed Products 
inves — ’ . Company, Troy, Ohic a corporation of Ohio Appli 
2,323, 97¢ Tape Printing Machine Raymond W » May 11 1942, Serial No. 442,483 Granted 
Chalmers, Detroit Mict Applicatior September 28 13, 1943 
40 serial S814 ' tec 3, 194 ’ , 
40, Serial N i. Granted July 1 ’ 2,324,438. Statistical Machine. Arthur Thomas, 
2,324,004 Paper Fastener Edwir Kriegsmar Wallington, and Norman Geoffrey Holden, Carshalton, 
Scarsda a assignor to Green-Kriegsman Paper England assignors t« Powers Accounting Machines 
‘ In New York, N \ i corporation of New Limited, London, England, a company of Great Britain. 
York Application September 2 1942, Serial N Application December 30, 1938, Serial No. 248,500 
{ ) Grante luly 1 194 Gr July 13. 1943 
2,324,008 Fountain Pen Clinton } Marshall 160 Ring Binder. Clarence D. Trussell 
Bronx. N. Y¥ Application December 1942. Seria ikeepsie, N. Y assignor to Trussell Manufactur 
N 170.877 Gr ed July 194 mmpany, Poughkeepsie, } Y., a@ corporation of 
2,324,204. Tape Dispenser. Howard L. Fischer, St New York. Application November 11, 1942, Serial No 
Paul. Ming Apr tion August 19. 1940. Serial N 289. Granted July 1 194: 
3 241 Granted J l l 
2,324,244 Loose Leaf Binder. Charles V. St. Louis DESIGN PATENT 
Chicago, II issignor to Wilson Jones Co., Chi { xo0 Design for a Fountain Pen and Pencil 
Il a corporatior f Massachusetts Application De — or the Like. David Kahn, Woodcliff, N. J. Ap 
ember 12 438, Serial No. 245,141. Granted July tion October 20, 1942, Serial No, 108,581. Granted 
194 J 9 1943 
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NEW TRADE LITERATURE 


Alexander Brown, 9 West Illinois Street, Chicago, Ill., has just released 
dealers’ catalog for 1943, featuring all the most widely used 
Actual sizes and colors of the labels are illustrated, 
and numbers plainly and carefully arranged for immediate identification 
of designs, sizes and list prices. The catalog also carries an announce 
ment that the company operates a modern printing plant and art studio 
for the design and manufacture of special seals and labels desired by 
the trade. Copies of the new catalog may be obtained by dealers by 
addressing the company at the above address 





a 2s8-page 


labels and seals. 


The Clarotype Company, Inc., New York City, N. Y., has just released 


1 unique, new merchandising aid for distribution by stationers, and type 
writer and office supply dealers under their individual imprint. Printed in 
two colors, it is titled “10 Hints for the Efficient Stenographer,’’ and 


offers a five-dollar prize to the stenographer submitting the best efficiency 


hint each month 


Comfort Printing and Stationery Company, St. Louis, Mo., has pub 
lished an interesting 16-page, plastic-bound booklet, “‘P.S.,”" built around 
the theme of carrying on business during the difficult, 
abnormal war conditions now prevailing The booklet, 6 x 9 inches in 
size and attractively printed on good enamel stock paper in a patriotic 
color combination, contains plenty of good, earthy advice presented in 
an adroit manner, with a minimum of ‘“‘shop talk” for the reader. The 
last page is appropriately devoted to a list of names of former workers 
now serving in the armed forces 


successfully 


The Cramer Posture Chair Company, Kansas City, Mo., is now well 
ilong in the second volume of its interesting little house organ, Cramer 
Clippings. This little four-page, mimeographed publication is an inter 
esting combination of inspirational common sense, plant news, and humor, 
ill blended with a skill that invites reading from beginning to end by 
every employee. 


The General Fireproofing Company, Youngstown, 0., has just issued a 
new catalog of ‘‘Wood Business Furniture,’’ depicting and describing its 
line of wood desks, tables and filing equipment. The new catalog, which 
measures Sto xX 11 inches and contains 24 pages, is attractively printed 
on a good grade of enameled stock paper. The catalog contains full speci- 
fications for the company’s new, wood flat-top typewriter and calculating 
machine desks, and describes in detail its full line of filing and indexing 
equipment. Copies may be obtained by interested dealers by writing the 
company at Youngstown, O. 


The Sikes Company, Inc., Buffalo, N. Y., has just released an attractive, 
new &-page three-color folder picturing and describing in detail the com- 
plete line of Sikes VELVETURN All-Wood Chairs. Complete specifica- 
tions for all chairs in the Sikes line are given, with special emphasis on 
the PLASTICAP plastic bearings, exclusive with Sikes. Featured also are 
construction details of Sikes adjustable back rests, full dowel construction 
ind bakelite scuff plates and snubbers 


Victor Adding Machine Company has recently released a free booklet, 
4 Simple Method of Figuring Payroll Income Tax Deductions’’ which 
promises to take much of the bookkeeping labor out of the preparation of 
pay rolls. The new accounting aid, prepared by Victor's Systems Division, 


provides an inexpensive and effective method of incorporating the with 
holding requirement into present pay roll systems 
The computation is exact, in contrast to that obtained by using a 


“bracket’’ chart, and the pay roll routine does not require reference to a 
chart or other information each payday—all of the information required 
will be available to the pay roll operator, right on the pay roll itself 

Eight exclusion charts are provided: daily, weekly, bi-weekly, semi-month- 
ly, monthly, quarterly, semi-annual, and annual 

Copies of the new booklet, for which the demand has been heavy, may be 
obtained from the Victor Adding Machine Company, 3900 North Rockwell 
Street, Chicago, Ill 





CORPORATION REPORTS AND 
FINANCIAL NOTES 





Underwood Elliott Fisher Company and domestic subsidiaries For the 


quarter ended June 30, 1943 Net income, $416,433, after all charges 
including the provision of $1,132,943 for taxes, equivalent to 57 cents a 
share. This compares with net income of $243,263, or 33 cents a share, 
for the quarter ended June 30, 1942, after taxes of $1,129,831, and net 
income of $444,921, or 60 cents a share, for the March, 1943, quarter. 
For six months ended June 30, 1943, net income was $861,354, after 


ill charges including provision of $2,276,465 for taxes, equivalent to $1.17 
a share. This compares with net income of $636,845, or 87 cents a share, 
for six months ended June 30, 1942, after taxes of $4,296,166 

Attainment of more normal operations by the company in the June 
quarter in contrast to the 1942 period, when the company was in process 
of converting facilities to war production, boosted net income for the 
period well over a year ago 

Sales for the first half of 1943 were approximately the same as in the 
corresponding six months last year, with shipments of war products showing 
1 sizable increase and those of regular products a corresponding decline 
in line with the government ban on the manufacture of typewriters 
Revenues of the repair and maintenance division of the company for 


the year to date are substantially more than a year ag (New York 
Herald-Tribune, Juiy 10) 
Wilson Jones Co.—Net earnings of the Wilson Jone ar Chicago, 


ind other 


Ill., manufacturers of loose-leaf books, ledgers, equipment for 
offices, schools and homes, for the first nine months of its fiscal year ended 
May 31, were $240,960 after all charges and provision for Federal income 
and excess profits taxes, as against a net income of $434,677 in the same 
period a year ago, Fred D. Pitt, president, told stockholders late in June. 
These earnings are equivalent to 91 cents a share on 263,500 shares of com 


00 shares in the same period of 
ind excess profits taxes for the 


mon stock as against $1.63 a share on 265, 
the previous fiscal year. Federal income 


first nine months’ period this year were estimated at $358,000, as against 
$576,000 in the previous nine months’ period 
Sales for the first nine months were about the same as for the pre 


+ 


period, which showed an increase of about 36 per cent 
1941, Mr. Pitt reported 
5 cents per share on Novem 


ceding comparable 
ver the nine months’ period ended May 

The company paid a year-end dividend of 
ber 10, 1942, and an interim dividend of 371. cents on May this year. 
(Chicago Daily News, June 28.) 
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This Month’‘s Special Features 











THE ADVERTISING CLINIC. For the office appli- 
ance dealer or stationer who needs advice on making 
his advertising program more effective, the terse and 
timely article by Stanley Moss on page 25 can prove of 
real value. Such phases of the problem as how to save 
money, when to advertise and how to get the reader to 
act are treated practically by this experienced advertis- 
ing consultant. Best of all, the clinic offers a free analy- 
sis of your current advertising. 


* 

METHODS OF CONTROLLING ABSENTEEISM. 
The Number One industrial problem in the nation today 
is absenteeism. What you can do about combating this 
costly enemy of production is treated in an interesting 
article on page 19 summarizing the experiences of 200 
well-known industrial organizations throughout the coun- 
try. Written expressly for OFFICE APPLIANCES by 
the Division of Labor Standards, U. S. Department of 
Labor, the article is packed with valuable suggestions for 
curing this industrial malady. 


* 

DIRECT MAIL PROGRAM DOUBLES DUPLICA- 
TOR SUPPLY VOLUME. The ban on the manufacture 
of duplicating machines doesn’t barricade the avenues 
of profits or supplies. Read on page 22 the highly- 
effective method used by an enterprising Alabama dealer 
in boosting his business from 45 to 200 per cent. 


* 

PAY-AS-YOU-GO INCOME TAX LAW ANA- 
LYZED. After several months of congressional bicker- 
ing and procrastination, the new withholding tax has at 
last become law. But with it go a multitude of problems 
for pay roll departments that must be “ironed out” to 
get the system functioning smoothly in your business. 
Fred Merish points out the salient features of the new 
law on page 11. ir 


THE DEALERS’ MARKET FOR VISIBLE REC- 
ORDS. Visible records, as emphasized by R. E. Stephen- 
son on page 13, is one of the newest and most fertile 
fields of opportunity in office equipment. The dealer who 
is “sold” on visible can add much to his fund of mer- 
chandising and selling experience by applying the sound 
practical advice passed on by Mr. Stephenson. 


* 

MASS REPAIR JOBS BRING VOLUME BUSI- 
NESS. It’s just as easy and much more profitable to 
repair a dozen machines on one call as to fix one and 
leave without further inquiry, says Jack Kerns in his 
interesting article on how Typewriter Dunn operates his 
repair department. The system, described on page 24, 
is one that all dealers might follow profitably. 


* 


NSA CONVENTION. Don’t overlook the preliminary 
announcement of the NSA Convention in Chicago, Octo- 
ber 4, 5 and 6. You'll find it on page 15. 
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The Bonds You Buy 
Speeds Jts Coming 
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The Trade Soumal of the Office Eynipment Industry 






Primary Provisions of the 
PAY-AS-YOU-GO INCOME TAX LAW 
New Revenue. Act. Analyzed. for Doalors. 


HE current tax payment Act 

of 1943, known as the “Pay- 
As-You-Go” income tax law, does 
not impose new taxes on individu- 
als but provides for the collection 
of tax on income as earned and 
designates the proper procedure. 
It does not touch any previous 
regulation covering business op- 
eration, although it adds new sec- 
tions to the Code to provide for 
withholdings from payroll and the 
partial forgiveness of the 1942 
tax. The benefits of this Act are 
limited to individuals, not to es- 
tates, trusts or corporations. 

Twenty per cent of wages and 
salaries in excess of exemptions 
must be withheld from the em- 
ployee’s pay by the employer. 
Tax-rate tables with instructions 
are provided by the Internal Rev- 
enue Department in Circular WT, 
which you should read carefully, 
and inasmuch as payroll with- 
holdings went into effect July 1, 
1943, all employers should be fa- 
miliar with the general deduction 
practice by now, so we shall not 
take up space detailing the meth- 
od of computing withholdings, 
but rather discuss the features of 
the Act that office appliance deal- 
ers have queried us about. 


Wages Defined 
Wages are any form of remu- 
neration paid, percentage of prof- 
it, salaries, bonuses, overtime, 
commission on sales, hourly, daily, 
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weekly or monthly compensation 
paid in cash, stocks, bonds or 
other property. Wages paid in any 
other medium than cash must be 
computed at fair market value at 
the time of payment. The tax on 
such wages must be paid in cash 
and it is up to the employee and 
employer to see that cash is made 
available. If an employer pays an 
employee’s tax liability, without 
deducting it from his wages, un- 
der a state unemployment com- 
pensation law, the amount must 
be included in wages. Dismissal 
payments, vacation allowances 
and deductions from the em- 
ployee’s pay for taxes, social se- 
curity, war bonds, pension funds, 
and so on, are wages. 


The Act does not specifically 
cover traveling and other ex- 
penses but it appears that the 
same rule will follow that of the 
Victory Tax, which states that 
“amounts paid or reimbursements 
made to employees specifically for 
traveling or other expenses in- 
curred in the business of the em- 
ployer,” are not subject to with- 
holding. In certain cases, there 
may be a doubt as to whether the 
individual is an employee or not 


1943 


and this must be determined by 
an appraisal of the relationship. 
Generally, an employee is subject 
to the will and control of an em- 
ployer, not only as to what shall 
be done but how it shall be done. 
The right to discharge is also an 
important factor, indicating that 
the person possessing that right 
is an employer. A director is not 
an employee, but an officer of a 
corporation is an employee. A di- 
rector is only an employee if he’ 
gives services other than those 
required as a member of the board 
of directors. An employer may be 
an individual, corporation, part- 
nership, trust, estate, joint-stock 
company, association or other un- 
incorporated group. 


Computing the Tax 


There are two methods of com- 
puting the withholding tax, the 
“exact percentage calculation,” or 
“prescribed percentage rate,” as 
Circular WT describes it, and the 
“wage bracket” method. The em- 
ployer may use either one, and he 
may exercise this option between 
one employee and another, using 
one method for one employee, the 
other method for the next. Wages 
may be computed to the nearest 
dollar under the “exact percentage 
calculation,” when figuring the 
amount to be withheld, but this 
provision is new and apparently 
does not apply if the wage pay- 
ment ends in an even dollar. 


W 





If wages are rounded off, a 
fractional part of a cent may 
be disregarded in the computation 
unless it is % cent or more. The 
employer must collect 20 per cent 
of the excess of each wage pay- 
ment over the “family status 
withholding exemption,” as listed 
in a table, which is part of the 
law. The office appliance dealer 
should have a copy of this law on 
hand to make sure his withhold- 
ings are correct. The 20 per cent 
figure includes 3 per cent of the 
net Victory Tax and 17 per cent, 
calculated to approximate the 
normal] tax yield of 6 per cent and 
the first-bracket surtax of 13 per 
cent on wages. 


Employee Exemptions 


The withholding exemption is 
determined by reference to the 
employee's payroll period (the pe- 
riod for which a payment of 
wages is ordinarily made), with- 
out regard to the time the em- 
ployee works during the period 
and without regard to the basis 
used in computing compensation. 
The same rule applies whether 
the “exact percentage calcula- 
tion” or “wage bracket” method 
is used. For example, a dealer 
has a biweekly payroll period. An 
employee, single with no depend- 
ents, whose wages are determined 
on an hourly basis, works 16 hours 
and earns $24 during the biweekly 
period. The withholding exemp- 
tion will be that for the biweekly 
period ($24 is the minimum) and 
no withholding is required. Where 
a payroll period is less than a 
week or where wages are paid 
without regard to any period and 
the elapsed period used in com- 
puting the exemption is less than 
a week, the Commissioner may 
permit the employer to total the 
wages paid during the calendar 
week, Sunday to Saturday, and 
then use a withholding exemption 
applicable to the weekly payroll 
period. A schedule showing with- 
holding exemptions by payroll pe- 
riods is given in the law. 

Where payments additional to 
wages are made, prior regulations 
decreed that only one withholding 
exemption was allowed for the 
total payment, and this rule would 
apply, for example, to a salesman 
paid a salary plus commission on 
sales, a mechanic paid a specific 
hourly rate with a bonus for pro- 
duction where the payroll period 
is weekly, or an office worker paid 
a fixed wage plus time and a half 
for overtime during the period. 

Under the “wage bracket” 
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method, the government supplies 
five tables— weekly, biweekly, 
semimonthly, monthly and daily, 
or miscellaneous, payroll periods. 
These tables are part of the law. 
A “miscellaneous payroll period,” 
not defined under the Victory 
Tax, means a payroll period other 
than daily, weekly, biweekly, 
semimonthly, monthly, quarterly, 
semiannual or annual. If it is an 
employer’s customary practice, 
for example, to pay for periods of 
ten days, these are considered 
“miscellaneous payroll periods.” 
The tax to be withheld under the 
“wage bracket” method is a single 
amount corresponding to the 20 
per cent figure used in the “exact 
percentage calculation,” and takes 
into consideration the status of 
the taxpayer as reported in his 
withholding certificate exemption. 

If in doubt as to whether a 
withholding complies with the law, 
consult the Internal Revenue of- 
fice if there is one near you; 
otherwise, see your banker, audi- 
tor or the local Chamber of Com- 
merce. Remember that withhold- 
ing does not affect the liability 
for income (including Victory) 
tax. All existing provisions for 
figuring taxable net income re- 
main the same. The new Act re- 
lates solely to the method of pay- 
ment and collection of tax. The 
fact that certain individuals are 
not subject to withholding, such 
as an office appliance dealer be- 
cause he is an employer, does not 
exempt him from tax. 


Simplified Forms 


The withholding feature, how- 
ever, concerns the dealer only as 
a temporary collector for the gov- 
ernment. It will create more 
bookkeeping work for him, and in 
this connection, he should be sure 
to open an account called “Pay- 
As-You-Go” tax collections, or 
preferably use a payroll form spe- 
cially prepared for social security, 
wage and hour, withholding, Vic- 
tory tax and other deductions 
from the wages of employees. No 
doubt, office appliance dealers are 
already selling these forms. We 
know from our contacts in this 
field that they are in big demand 
because they simplify the record- 
ing of payroll deductions. There 
are so many deductions from 
wages today that a special form is 
a big time-saver. Someday, let’s 
hope the government will combine 
all Federal taxes into one, so that 
just one deduction is necessary 
from wages and likewise when 
computing the tax on income. 
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The Act concerns withholdings 
from wages. The office appliance 
dealer doesn’t receive a salary in 
the eyes of the income tax office. 
His income is the net profit. From 
the standpoint of good account- 
ing, the dealer should continue to 


consider he receives a_ salary, 
otherwise, this expense will not 
be included in overhead and he 
would short-change himself when 
computing selling prices. From an 
accounting standpoint, his net 
profit is what is left after his sal- 
ary and other expenses have been 
deducted from sales and this pro- 
cedure should still be followed, 
but when filing a return, the deal- 
er cannot include his salary as 
part of overhead expense. As an 
employer, under the new Act, the 
dealer does not withhold any part 
of his own compensation but esti- 
mates his income on September 
15th and then files an adjusted 
return in March. 


1942 Tax Liability 


This Act also forgives the lia- 
bility of any individual for 1942 
taxes as of September 1, 1943. 
Where the 1942 tax is not greater 
than the 1943 tax, the 1942 tax is 
completely forgiven, if not more 
than $50. If more than $50, the 
1943 tax must be increased by 25 
per cent of the 1942 tax. 

Where the 1942 tax is greater 
than the 1943 tax, including the 
Victory Tax, the amount to be 
added to the 1943 tax is the sum 
of (1) the excess of the 1942 tax 
over the 1943 tax and (2) if the 
tax for 1943 exceeds $50, an 
amount equal to 25 per cent of 
the 1943 tax, or the excess of the 
1943 tax over $50, whichever is 
lesser. The amount in (2) shall 
in no case exceed 25 per cent of 
the 1942 tax or the excess of such 
tax over $50, whichever is the 
lesser. 

The Victory Tax as a separate 
levy will be collected from few 
employees—only those who owe no 
regular income tax—and the tax 
withheld should be at least three 
per cent on the excess over the 
prorated Victory Tax exemption 
of $12 weekly. A married man 
earning $25 weekly with one child 
would get $24 exemption for his 
marital status and $6 for the 
child, giving him $30 weekly ex- 
emption, thus he would pay no in- 
come tax but his exemption for 
Victory Tax is only $12 weekly so 
he would pay this tax on $18, the 
difference between $30 wages and 
$12 exemption, figured at three 
per cent, which is 54 cents. 
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DEALER MARKET FOR VISIBLE RECORDS 


HE fact that dealers and sales- 

men have been only partially 
rewarded in a financial way for 
their study and work relative to 
visible equipment has caused the 
writer to suggest that this field is 
hardly touched and to convey an 
optimistic attitude for the future 
as well as the present. 


An Unharvested Field 


There is nothing more thrilling, 
I believe, to a salesman, than to 
recognize a field of opportunity 
while it is new and not overrun. 
That field of opportunity now is 
visible equipment; either cabinet 
or binder types. The very fact that 
a salesman is selling an important 
article or service to the customer 
means the renewing of inspiration 
and ambition within that sales- 
man. 

Since businesses have never been 
through a more trying period than 
the present from the standpoint 
of knowing where to place each 
dollar of assets, keeping facts 
about expenses at the finger tips, 
and setting aside sums for various 
taxes, it is very necessary that the 
correct system be used. There are 
no apologies to be made when the 
system has been tried and proven 


Visible Record as a System 


The visible record method will 
furnish detailed facts in the most 
complete manner, with the least 
confusion and with the speed and 
accuracy of a time clock. It is no 
mistake that every business, small 
or large, must have costs, selling 
prices, inventories, wages, deduc- 
tions and purchase orders in easy 
reach at all times to support their 
governmental reports, priorities 
and ratings. 

There has been a time when this 
system could have been sold to 
anyone who felt the need, but re- 
strictions on materials and diffi- 
culties in obtaining priorities have 
caused the opportunities in this 
field of work to be somewhat less 
than in normal peace times. 
Nevertheless, there are many fac- 
tories turning out essential prod- 
ucts which deserve and can ex- 
tend the necessary rating to in- 
stall a streamlined system of rec- 
ord keeping. 

Also, the fact that steel has 
been prohibited in the making of 
non-essential items has caused 
manufacturers to turn their atten- 
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o 





tion toward wood to solve prob- 
lems of this nature. Let it be re- 
membered, however, that the cabi- 
net does not affect the purpose 
and working principles of its con- 
tents, and is talked about the 
least 


Talk System and Service 


Impress upon the prospect the 
value of visible record systems by 
making a chart of comparison be- 
tween time used in the old method 
and time used in the new, showing 
definite saving by using visible. 
Point out the service being ren- 
dered which old methods cannot 
compete with, such as arrange- 
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ment of sheets in a manner so the 
eye can view many accounts at 
one glance, including names, ad- 
dresses, dates, and signals to indi- 
cate the past, present and future 
status of an account. Emphasize 
that these features are for the 
safety, convenience and speed of 
the user. 


Use Demonstrator 


It is a wise idea for each store 
to obtain a portable demonstrator, 
including cards and signals. A 
supply of cards should be kept on 
hand so a demonstrator may be 
arranged for any particular busi- 
ness. The person making the dem- 
onstration should have used his 
imagination to the limit in plan- 
ning all this information so vital 
in the efficiency of the system to 
the satisfaction of the user. No 
better way could be found to edu- 
cate oneself in the use of a thing 
than by disjoining and replacing 
the parts to see how it works. 


Value of Signaling 


There is much to be said about 
signaling since the user must rely 
on signals to tell the history or 
experience with an account, or 
give detailed information on costs, 
stock on hand, material in proc- 
ess, and amounts of some manu- 
factured article to be sold. The 
operator must be made to under- 
stand the flexibility of the signal- 
ing feature, varying from several 
colors which indicate various 
stages an account passes through 
to the different degrees of progress 
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in manufacturing, or when a cus- 
tomer was sold last, how much, 
and a date set for future contact. 


Create Desire 


Just remember at all times; “It 
is the drip, drip, drip, that wears 
away the stone.” If the potential 
buyer is obstinate and expresses 
his objections to price, capacity or 
Style, you have the answer by of- 
fering a system years ahead of 
anything in record keeping, a spe- 
cial service and a method to be 
had for any size business, ranging 
from fifty to thousands of ac- 
counts in either of two styles. Let 
him shuffle through the demon- 
strator, insert some figures, names, 
addresses and data to arouse in- 
terest. 


To attract attention to store 
windows the following plan has 
been used with good success. Place 
a visible cabinet in a window close 
enough for the contents to be vis- 
ible from the outside. Run stream- 
ers of crepe paper or ribbon from 
various parts of the cabinet and 
contents to cards placed on the 
window. The cards on the window 
should have the most important 
features printed or typed on them 
Some of the features are as fol- 
lows: 

A World of Information at a 

Glance 

Control Costs and Expenses 

Increase Profits 

Stock and Inventory Records 

Records for Payroll and Deduc- 

tions 





A Style and Size for Any Busi- 


ness 

Ask for Demonstration 

For the benefit of those in the 
store, as well as outside salesmen, 
a meeting once a week is sug- 
gested, preferably in the early 
morning and on a day when there 
are few interruptions. Place a 
cabinet with all necessary acces- 
sories in the center of the group, 
allowing each person to handle 
and ask or answer questions about 
the cabinet and contents. It is 
good training for each organiza- 
tion to work in pairs, one trying 
to sell the other and vice versa. 
Use this or some similar method 
until all concerned have complete- 
ly mastered all features of the 
system. 


Profitable Merchandising of 
CABINET VISIBLE RECORD EQUIPMENT 


E ARE neophytes in the sale 
of cabinet visible record 
equipment and have not, as yet, 
uncovered any magic formula that 
will guarantee installations. How- 
ever, with two years experience 
behind us, we know that we like to 
sell cabinet visible and we likewise 
know that it can be sold. 
Perhaps we have been more for- 
tunate than some dealers with a 
visible cabinet franchise. We have 
enjoyed some intensive co-opera- 
tion from our factory representa- 
tive and a good measure of our 
sales have been due to his spe- 
cialized knowledge. However, all 
dealers can request this assistance 
and ‘all factories are usually more 
than willing to co-operate. 


Training Visible Salesmen 


Visible cabinet sales are not 
closed in a few minutes. Station- 
ery salesmen in the habit of writ- 
ing orders for faster moving staple 
items have to readjust their time 
schedules if they want to sell vis- 
ible. This fact is well known to 
any specialty house, but the sales- 
men themselves must be sold on 
taking the necessary time to be- 
come business “doctors.” In most 
cases this necessity for taking 
more time should be, and usually 
is, compensated for by larger unit 
sales and extra commissions. Some 
salesmen will not take the time 
and others cannot adapt them- 
selves to specialty selling. This 
must be accepted with the idea of 
concentrating your efforts on the 
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men who will take the time or can 
be taught the advantages of spe- 
cialized knowledge. 

We like to use the definition of 
an expert which describes this 
supposedly hard-to-find gentle- 
man as one who knows at least 
one per cent more than his pros- 
pect about the item that he is 
selling. Too often a Salesman is 
actually afraid that he is not well 
enough acquainted with the appli- 
cations of visible to offer any 
constructive suggestions to his 
prospect. If he keeps in mind the 
one per cent formula and then 
in turn acquaints himself with 
some typical installations he can, 
even with this elementary infor- 
mation, qualify as a near-expert 
at least. 


Planning the Installation 


A visible record prospect usually 
knows if something is wrong with 
his record keeping. Frequently he 
is aware of inadequacies and has 
some idea of what should be done 
to correct them. Therefore it is 
the visible salesman’s job: 

(1) To let the prospect Know in a 
broad way that visible cabinet 
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equipment is and what it can 
do. 

(2) To get the prospect talking 
about any troubles he may 
have in his record keeping. 

(3) To get the prospect to outline 
his own ideas for correcting 
these difficulties. 

(4) To then correlate all this in- 
formation with or without the 
help of a factory representa- 
tive. 
To draw up a proposed card 
for submission to the prospect 
along with any similar stock 
or special cards that have been 
used by other companies in 
like situations. 
To let the prospect OK or 
change the cards as he sees 
fit. 
To then submit a final draft 
of the proposed card along 
with a recommendation on 
the entire installation includ- 
ing cards (the most important 
item) and then cabinets, sig- 
nals and prices. 

As mentioned above, the card is 
the most important part of the 
installation. It is well to remem- 
ber that the cabinet may be the 
most expensive part of the pro- 
posal as far as the prospect is con- 
cerned and this cost will become 
less important in proportion to 
his reaction to the card and what 
he feels it will‘do for him. So sell 
the cards and their applications, 
their accuracy and time-saving 
features, and the cabinets will 
take care of themselves. 


or 
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NSA WARTIME COUNCIL NEXT OCTOBER 
Fhirty-Gighth Annual Assembly Scheduled for Chicago 


HEN the first week in Oc- 

tober rolls around stationers 
from all parts of the country will 
be found in Chicago again for 
another great conclave of the 
National Stationers Association. 
Slated for the Palmer House Oc- 
tober 4, 5 and 6, the gathering 
will be the organization’s second 
“Wartime Council.” The impor- 
tance of the industry in the war- 
time economy gives this year’s 
meeting particular significance. 

A special release from General 
Manager Charles P. Garvin in- 
cludes the following descriptive 
comment: 

“First—This NSA Wartime 
Council will be a real “cracker 
barrel” meeting. Out of it will 
come a national setup of manu- 
facturers, wholesalers, converters, 
dealers and sales people who will 
be polled regularly on the things 
that affect the business. The re- 
sults will be made available to 
any government department that 
is interested. OFFICE APPLIANCES 
will participate actively in this 
work by publishing announce- 
ments of results as they are re- 
leased. 

“Second—The Wartime Market 
Place is unusually successful and 
will provide a meeting ground for 
all the elements in the business. 
Special features are being planned 
for this phase of the convention. 


Frills Eliminated 


“Third—No frills are being con- 
sidered for this year’s council, but 
it will afford pleasure as well as 
hard work. Ed Conlon, Chicago 
chairman, is busy getting things 
ready and appointing his key 
people.’ 

“Fourth—The program is being 
prepared carefully. Among the 
high lights will be a world-known 
figure speaking on the subject of 
post-war conditions. Speakers 
from the government and Con- 
gress will be on the agenda, but 
the bulk of the program will come 
from the men of the NSA speak- 
ing the language of the group and 


talking shop, with the whole 
audience joining in “cracker bar- 
rel” style. 


“Fifth—The essential character 
of this industry and its contribu- 
tion to the war effort will be 
emphasized. Means will be sought 
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to secure recognition of essential- 
ity in the eyes of government 
agencies. 

“Sixth—Fitting into the pro- 
gram will be the Institute of In- 
dustrial Opinion Review, covering 
the experiences of the year, and 
the things that were of most in- 
terest at the regional meetings. 
The questions now before the in- 
dustry will be thoroughly dis- 
cused. Development of the poll 
idea throughout the year, with 
proper publicity given to the re- 
sults so that national thinking 
will be enhanced, will be pre- 
sented strongly. Out of it should 
grow the right kind of setup to 
help government men whenever 
they need help.” 


Make Reservations Early 


To those who have not traveled 
recently, it is recommended that 
train and hotel reservations be 
made early. Conditions are be- 
coming increasingly difficult, even 
when reservations are made. Early 
arrangements are advisable, even 
though subsequent events may 
make cancellations necessary. 

From Chicago Chairman Ed 


Conlon comes word that an in- 
formal golf tournament is being 
planned for Sunday, October 3. 
announces 


Mr. Conlon further 
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that special entertainment for the 
ladies, such as luncheons, bridge, 
theatre, and so forth, is also on 
the docket. 

Members of the Chicago Con- 
vention Committee are as follows: 


Ed Conlon, Rockwell - Barnes 
Company, general chairman; El- 
don Just, Just & Son, governor- 
elect, NSA District No. 6; G. O. 
Stevens, Stevens-Maloney & 
Company; R. B. Vail, Vail Manu- 
facturing Company; Alvin John- 
son, Globe Furniture & Stationery 
Company; Homer Jacquin, Jac- 
quin & Company, Peoria, IIL, 
governor, NSA District No. 6; 
H. J. Walsh, Ace Fastener Cor- 
poration, vice-president, NSA 
Field Division; George B. Holt, 
W. A. Sheaffer Pen Company; 
John Gilbert, OrricE APPLIANCES; 
Fred Pitt, Wilson Jones Co.; 
Hy Linden, Ace Fastener Cor- 
poration, president, Great Lakes 
Travelers Club; Russell Carpen- 
ter, Sanford Ink Company; 
Jack Johnstone, Wallace Pencil 
Company; Tom Gillice, Rockwell- 
Barnes Company; Karl Kiesel, 
Carter’s Ink Company; Harry Bur- 
berry, Commercial Stationery 
Company; Fred C. Schaefer, San- 
ford Ink Company; A. R. Skibbe, 
Associated Stationers Supply 
Company; Harry Balch, Quality 
Park Envelope Company; May- 
nard Westring, Mid-City Station- 
ers, Rockford, Ill., president, Ili- 
nois Booksellers & Stationers 
Association. 


Sub-Committees 


Chicago Publicity Committee— 
Charles H. Everly, OFFICE AP- 
PLIANCES, chairman; William J. 
Dalton, William J. Dalton Com- 
pany; John Smythe, Geyer Pub- 
lications; A. J. Markelz, The Book 
Shop, Joliet, Ill. 

Golf Committee—Peyton Bark- 
ley, C. L. Barkley & Company, 
chairman. Members to be ap- 
pointed. 

Housing Committee (to assist 
delegates in finding hotel accom- 
modations)—Earl Collins, Rock- 
well-Barnes Company, chairman. 
Members to be appointed. 

Ladies Committee—R. B. Vail, 
Vail Manufacturing Company, 
chairman. Members to be ap- 
pointed. 
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Doing. Mone Office Work 
IN LESS TIME WITH LESS EFFORT 


INTER-OFFICE MEMO 
Date: July 20, 1943 
From: Frank Blumer 
To: Walter Lennartson 
Subject: More Office Work in Less 
Time with Less Effort. 

In your last memo you asked for 
case histories from the plan in 
use in the statistical department 
here at the General Electric Com- 
pany. There are plenty of them 
here, and they are all available to 
us. But, by themselves, case his- 
tories don’t mean very much. The 
one thing that stands out in all 
of my study of the Stricker plan 
is expressed in four’ words 
comfortable, full-time pro- 
duction. Those words are 
the key to everything that 
Stricker has done. To my 
complete satisfaction this 
plan proves that concen- 
trating everything that an 
operator needs, what 
Stricker calls unitizing, is 
the first vital step in pro- 
ducing more work with less 
effort. Then, to functional- 
ize the equipment, fit the 
desk height to the oper- 
ator, make her more com- 
fortable, and, yes, slow her 
down, will help her do more 
and better work in less 
time. When unnecessary 
fatigue has been eliminated 
and the operator has more 
adaptable furniture and 
equipment, work-flow can 
be regulated. This whole 
set-up is exactly opposite 
to the speed-up systems 
that make for more errors, 
fatigue and dissatisfaction. 


A Typical Example 


Let me give you an ex- 
ample of what unitizing 
and functionalizing does 
for an operator. An issue 
or two ago we published a 
picture of a stencil-cutting 
typewriter desk that 
Stricker designed. The 
front was lowered, remem- 
ber, and both the _ type- 
writer and the moistener 
were on the desk, The 
auxiliary stand formerly 
employed had been elimi- 
nated. Spare stencils, 
backing paper and _ all 
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needed supplies were stored in 
desk drawers that had been re- 
designed to hold a full day’s sup- 
ply. Formerly, this operation had 
required the full time of one of- 





Pictorial demonstration of time and labor saved in 
paper work on transportation operations. 
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fice worker plus part of the time 
of the second worker. 

Putting everything in its proper 
place, making the operator com- 
fortable, placing her work at her 
hand, and the papers with which 
she worked at eye-level, sharply 
reduced the labor-hours necessary 
to cut the same number of stencils, 
resulted in a time saving of 30.7 
per cent. 


Reducing Paper Work 


Transportation control, at the 
General Electric Company, is both 
a big job and a great responsibil- 
ity. Procedures for the payment 
of transportation bills have 
been surveyed twice since 
1938. The last survey was 
completed in 1942. The 
number of division offices 
for whom this work was 
done has increased from 16 
in 1938 to 26 in 1941. In 
addition, there were sev- 
eral new manufacturing 
divisions completed during 
the period, adding a con- 
siderable volume to the 
work involved. By survey- 
ing the whole job, a num- 
ber of revisions were made 
in the procedure. For ex- 
ample, the statement to the 
carrier and the check re- 
quisitions were combined, 
making one form serve 
where formerly two were 
required. Parcel post 
charges were distributed 
according to a pre-deter- 
mined percentage. For- 
merly, they had been ab- 
stracted from shipping 
memoranda in defail and 
posted on the work forms. 
Work forms were also sim- 
plified and reduced from 
fifteen to six, and with 
these and other changes in 
the procedure, it was found 
that the standard hours 
required to do the job were 
reduced by 21.7 per cent 
and the paper require- 
ments were cut 16.8 per 
cent over the former 
method of operation. 


Control Sheets 
Further revisions were 
made in a survey of 1941, 
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Six forms used in the Stricker Plan for analyzing operations and determining where and in what ways 
| savings in time, number of forms used, and labor can be accomplished. The last form is for recording the 
results of the survey revealing actual savings and indicating specific revisions in procedure which made 

the achievement possible. 
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POTENTIAL GAINS THROUGH BETTER 
OFFICE FACILITIES 


Better methods and improved of- 
fice facilities will provide an oppor- 
tunity for the operator to do not 
only more but better work in less 
time and with less fatigue. The 
potential gains in this manner of 
approach to paper work divide into 
two distinct parts—first, those 
which may be captured through 
elimination of time-consuming acts 
and transcribing those hours or 
minutes into productive time, and 
second, taking advantage of better 
housekeeping. In simpler terms, 
having a place for everything and 
everything in its place together with 
providing better environment for 
the job. The one which offers the 
greatest opportunity probably de- 
pends on the particular job under 
consideration, but certainly each is 
important and must be carefully ex- 
amined to realize its full benefit. 
For illustration: 

Desks are installed to house key- 
punch machines. Immediately a 
number of the time-consuming de- 
tails, required when the machine is 
mounted on a stand, are no longer 
necessary. Such things as going to 
the cabinet frequently for a supply 
of cards, replenishing office sup- 
plies, clips, rubber bands, returning 
finished work to the file, obtaining 
new work, and so forth, are elimin- 
ated. These and similar details 
should be evaluated to determine 
the time saved, and the sum total 
of this time transformed to produc- 
tive hours by additional assignments 
of work. 

Over and above the increase in 
production, due to using wasted 
time now applied to producing 
cards, there is also an enhancement 
of the operators opportunity to do 
better work and more of it through 
better facilities such as better light, 
better position of papers, and more 
comfortable sitting position, all of 
which contribute to reduction in 


fatigue. It is not easy to measure 
the advantages of this second group 
or isolate the benefits that can be 
obtained from them individually or 
collectively, but quite probably 
these advantages are equal to the 
recaptured time that was formerly 
lost. 

It is not uncommon to find im- 
provements in production through 
better facilities ranging from 20 to 
30 per cent and in some cases even 
higher. But accompanied by the in- 
crease in production there always 
has been a reduction in inaccuracy. 
This reduction in errors has usually 
been greater than the increase in 
production . . . quite a natural re- 
sult and easily explained when we 
consider the substantial improve- 
ment in environment that better 
facilities provide. 

Obviously, to capitalize on better 
facilities it becomes a part of super- 
vision to recognize the time saved 
and the better housekeeping job 
that has been done and make avail- 
able ways and means for the oper- 
ator, through additional assign- 
ments, to do more and better work 
in less time. 

In conclusion and in answer to 
the questions, ““What are the bene- 
fits of better office facilities?” or 
“How much improvement can be 
expected in production?” the above 
explains why an increase in produc- 
tion should be expected and likewise 
a reduction in errors. Yet there is 
one other and a very important fea- 
ture created by the improvements, 
the standard of morale is very defi- 
nitely raised by better office facili- 
ties . . . operators, once acquainted 
with new ways, like things which 
will permit them to do their work 
with less fatigue and in consequence 
produce more .. . they like that 
idea... really become enthusiastic 
about it, and this enthusiasm is ex- 
pressed in more work in less time 
with less effort. 





which was completed in 1942. New 
control sheets were substituted for 
previous work forms, permitting a 
new method of operation for sum- 
mary billing and journal entries. 
Filing cabinets were re-arranged 
and filing simplified. Charges to 
service divisions formerly made on 
separate bills are now entered on 
one form which is duplicated, anda 
copy of this duplicate form sent to 
each service division to be used as 
their bill. By these and other 
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refinements and improvements, 
the standard hours required to do 
the job were further cut by 23.8 
per cent and the paper needed to 
do the job reduced 38.5 per cent 
over the survey of 1940. The dif- 
ference, aS anyone Can See, is sub- 
stantial. The saving represented 
was 40.4 per cent in labor hours 
and 50.1 per cent in paper. 

With this memorandum I am 
sending you two pictures, one 
demonstrating the old method of 





handling transportation billing. A 
brief study will give you a very 
clear idea of how complicated the 
procedure had been, although it 
was far less vomplicated than 
many Similar procedures in well- 
run offices. To show the develop- 
ment which we discussed in the 
previous paragraph, I’m sending 
you a second picture, the new 
method of operation. You will no- 
tice that there are now 11 forms 
and 75 pages as compared with 22 
forms and 173 pages per month. 
Five bulletins have been cut to 
one and express receipts have 
been translated in terms of a sin- 
gle form which goes to each in- 
dividual division office. 

Is this the kind of stuff you want 
me to send you? 

FB 
* 


INTER-OFFICE MEMO 


From: Walter Lennartson 

To: Frank Blumer 

Subject: Case Histories from the 
Stricker Plan. 

You were right in thinking that 
the material you sent me in your 
last memorandum was exactly the 
kind of data that I had in mind. 
From the pictures that you sent, I 
can see very clearly what has been 
done. Now I'd like to know more 
about how it was done. Can you 
get together the forms and attach 
them to your next memo? 

WL 
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INTER-OFFICE MEMO 


From: Frank Blumer 
To: Walter Lennartson 
Subject: How to Survey Paper 
Work for Improved Of- 
fice Production. 
Knowing that there were 3200 
studies involved in the long proc- 
ess of building up the plan in use 
in the statistical department of 
the General Electric Company 
here at Nela Park, I thought I 
would probably go crazy trying to 
figure out ways in which to pass 
all of this material along to our 
readers. But the more I studied it, 
the simpler it all became because 
there are only six principal forms 
involved. All of the surveys are 
made on a form called “PRO- 
GRAM FOR REVIEW OF WORK.” 
I’ve taken a photograph of this 
form that I hope will permit clear 
reduction so that you can put it 
into your story somewhere. After 
the questions on this first form 
have been answered, it is possible 
to calculate standard hours. The 
form numbered 560.2 is the one 
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employed in the statistical depart- 
ment to make the second step sim- 
ple. I have photographed this 
form and am attaching a copy for 
your information. The third step 
in this interesting and time -saving 
procedure is a summary of assign- 
ments for both productive and 
supervisory work. It classifies the 
employees and furnishes specific 
information on the number of their 
available hours. It also assigns 


clerical work on the basis of stand- 
ard clerical hours and reveals the 
possibilities for production of spe- 
cial reports. The fourth form in 
this simple system of office pro- 
cedure accounts for all changes in 
work. It lists the nature of change 
and the items affected and demon- 
strates the change in number of 
hours required. The last form is 
called “RESULTS OF SURVEY.” 
This form is filled out for every 


individual job undertaken in the 
statistical department of the Gen- 
eral Electric Company. When a 
result form is filled out the sav- 
ings in standards hours and sav- 
ings in pages of paper are clearly 
expressed. I have photographed 
all of these forms in the hope that 
they will give you a clear idea of 
the scope of this operation and the 
simplicity with which it can be ad- 
ministered. 


ABSENTEEISM CONTROL METHODS 


OMEBODY once said, “The pen 

is mightier than the sword.” 
Today the typewriter has dis- 
placed the pen, while our instru- 
ments of war are far more deadly 
than the sword. But essential to 
our war effort is the work carried 
on in offices—from Washington, 
D. C. to the C.O.’s tent on a fight- 
ing front. 

The office equipment industry 
multiplies manpower just as the 
munitions industries multiply the 
strength of our offensive beyond 
the wildest dreams of the ancient 
scribe or warrior. This industry, 
then, must maintain a steady flow 
of production and distribution. To 
do its part, it must overcome all 
obstacles, and one of the most 
serious of these is absenteeism. 


Absenteeism Always With Us 


Absenteeism has always been 
present in industry. Nobody really 
knows what normal absentee rates 
are—curbstone opinion suggests 
about 2 per cent. In April, 1943, 
the average absenteeism rate in 
manufacturing industries sur- 
veyed by the Bureau of Labor Sta- 
tistics was 6.3 per cent. Rates in 
individual plants range anywhere 
from 3 to 10 per cent. 

Whatever the rate, job absences 
today are serious because of war 
labor shortages. Unexpected va- 
cancies on the production line 
cannot be filled fast enough to 
maintain output schedules. And 
sO many employers today are ex- 
perimenting with programs to 
control absenteeism. 

Responsible officials in more 
than 200 firms operating in every 
large industrial State have pooled 
their experience in dealing with 
absenteeism with the Division of 
Labor Standards, U. S. Depart- 
ment of Labor’. Their story indi- 

‘This experience is summarized in Con- 
trolling Absenteeism, available on request 


from the Division of Labor Standards, U. S. 
Department of Labor, Washington, D. C. 
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cates the methods of control tried 
at the plant level, and the degree 
of success which might be at- 
tained if these methods were more 
generally used throughout the 
country. 

Here is a composite picture of 
the methods they are using. This 
picture does not represent the 
program in any one plant—in 
fact, the various remedies and the 
success with which they have been 
applied vary widely. This com- 
posite picture does suggest that 
absenteeism, as one personnel di- 
rector testified, “cannot be set 
apart from the entire problem of 
proper industrial relations, and 
all the many tools available for 
such a program can and should 
be utilized.” 


Plant Has Major Responsibilities 


First, these plants realized they 
must assume major responsibility 
for dealing with the problem, and 
working with unions, labor-man- 
agement committees, employee 
groups, government, and the com- 
munity. They have defined ab- 
senteeism, kept records of extent 
and causes for analysis and con- 
trol, and developed rules on ex- 
cused absence’. 

Penalties or monetary rewards 
have not generally proved efficient 
in a short labor market. Recogni- 
tion of steady performance by 
such rewards as special insignia 
and short vacations has increased 


2The Division of Labor Standards, U. S. 
Department of Labor, is publishing another 
bulletin, Audit Your Absenteeism, giving 


samples of forms used by large plants. 
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co-operation and morale. Posting 
absentees’ names and paying them 
in Axis cash have caused resent- 
ment among people unavoidably 
absent, and have even increased 
absenteeism. 

Placement officials have as+ 
signed or transferred workers to 
jobs for which they are best fitted, 
making sure that they fully un- 
derstand their jobs. Plants have 
preplanned work and attendance 
so far as possible and have re- 
quired prompt reporting of un- 
foreseen absences. This policy al- 
lows for replacements and pre- 
vents interruption of production. 


Attack Problem From Every Angle 


Some firms have nurses or oth- 
ers visit absentees to offer help; 
some send letters or telegrams or 
telephone absentees. They have 
assigned foremen or _ personnel 
officials to interview returning ab- 
sentees to determine the real 
cause of absence, help to remove 
it, and impress upon the absentee 
that his absence was noticed and 
that his attendance is essential to 
the war effort. Absence control is 
made a part of foreman meetings 
and training programs. Shop 
stewards, labor-management com- 
mittees, and union officials have 
helped to reduce absenteeism by 
interviewing repeaters and con- 
ducting attendance campaigns. 

Attacking specific causes, plants 
have tried to improve poor pro- 
duction planning and overcome 
materials shortages by striving 
for a smooth flow of production. 
When lay-offs must occur, they 
have explained why to employees. 
They have shifted workers with 
several skills to avoid overstaffing 
of crews and secure maximum use 
of labor. 

They have re-examined daily 
and weekly hours of work to as- 
sure schedules which will main- 
tain output over a long war period. 
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They have conducted thrift edu- 
cation and urged workers to buy 
War Bonds with their increased 
earnings. They have developed 
strong safety and health pro- 
grams, including safety directors, 
safety committees, co-operation 
of workers and safety and health 
education. Proper attention to 
working conditions has reduced 
fatigue. Plants use their medical 
departments to examine workers 
and refer those with ordinary ill- 
nesses or pre-existing conditions 
to their own physicians. 


Diet and Indifference as Factors 


They have attacked illness 
caused by bad nutrition by serv- 
ing hot well-balanced meals in 
their own cafeterias, by supple- 
menting workers’ lunch boxes with 
milk, citrus fruits and enriched 
cereals, and have undertaken ed- 
ucational campaigns with work- 
ers and their wives to improve 
food habits. 

They have combatted indiffer- 
ence and boredom with repetitive 
tasks by breaking up work spells 


with rest periods and nutritious 
snacks. They have encouraged 
recreation and given vacations. 
Besides interviews, plants have 
used posters, bulletin boards, 
house organs, radio, newspapers, 
public address systems, movies, at- 
tendance contests, and communi- 
cations from war heroes and 
Army and Navy officials to bring 
home to workers the importance 
of their part—and therefore regu- 
lar attendance to the war effort. 
They have tried to help workers 
solve personal problems which 
may contribute to absenteeism by 
establishing counselor _ services, 
with women counselors for wom- 
en employees. 


Transportation and Housing 


They have set up transportation 
co-ordinators to arrange car pools 
and rides, take care of worker’s 
tire and gas rationing, and work 
with public transportation com- 
panies to improve service or sup- 
plement such facilities with com- 
pany transportation. A few com- 
panies have built shelter for their 





workers; others have supported 
public and private housing proj- 
ects. Housing directors have been 
employed to find rooms or homes 
for workers.° Plants have arranged 
with stores and banks to remain 
open during leisure hours of work- 
ers on various shifts and to hold 
back some food for sale when 
workers begin to shop. A few 
plants have opened their own 
commissaries. Plants have also 
installed part-time barber or 
beauty shops and arranged for 
check-cashing privileges. Arrange- 
ments with ration boards have 
been made to assist workers in 
securing ration books with the 
least possible loss of time. Some 
firms have worked with commun- 
ity agencies to secure adequate 
child-care facilities for their wom- 
en workers. 

The absentee problem is one 
that management must take the 
lead in solving. It challenges the 
ingenuity and resourcefulness of 
American industry. The reward 
for success is productive time 
saved—and time is short. 





N THE June issue of Western 

Department News, published by 
the western department of the 
Hartford Accident and Indemnity 
Company, Chicago, R. E. Baker 
used the following words to de- 
scribe effectively one aspect of the 
business office: 

“Wide aisles feed narrower 
aisles, which in turn have alleys 
where waste-paper baskets are 
the garbage cans and open draw- 
ers the alley gates. 

“There are doors, locks, signs 
with names; signs with directions. 
Bright lights flood the ceiling 
while subdued ones decorated the 
shiny desk tops. Chairs, straight 
ones, those that twist and turn; 
some that are padded and those 
that must be called overstuffed, 
for the overstuffed. 

“Machines that click and clat- 
ter; machines that snip and bite; 
machines that purr and those 
that hiss. Papers, here piled high, 
there scattered by winds of the 
hurry and scurry of the workers. 
Splashes of color gleam through 
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the black and white of business 
memoranda, caught together by 
pins, or clips. 

“Clips that shine like metal eyes 
staring up from the desk tops to 
eyes that are everywhere. Eyes, 
hard and intent, glued to the 
papers. Eyes that are lusterless 
and weary, tired of looking at 
papers. Eyes on the clock for the 
date to come—some on the girl 
for the date that is hoped for. 
Eyes that dance across the room 
and those that never see so much, 
content to see only the fingers. 
Fingers that play like a kitten on 
the keys; fingers that can make a 
pencil play the drums, or those 
that have a natural curl to claw. 
The Office is What You Make It 

“To some an office is a place of 
wherewithall, to others a place to 
forget it all. To some it is the 
only place a make a_ needed 
match; to some a place to forget 
a match made long ago. To one 
who will sit back and lazily think 
with the attitude of an amateur 
philosopher it is a place to study 
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his fellow man. It is, whatever 
you make it, the office.” 

Offices have many purposes, 
diverse functions, widespread in- 
fluences. Large and small, they 
are vital to the operation of our 
economy. Varying greatly in char- 
acter, personnel and methods, all 
contribute significantly because 
they are nerve centers of business, 
control points from which ema- 
nate instructions, information, 
Suggestions and ideas, and to 
which flow orders, data and rec- 
ommendations for assembling, re- 
cording and interpretation. 

The description quoted above 
might apply to any office. Yet the 
office from which Mr. Baker di- 
rects the affairs of the Western 
Department News and the office 
in Hartford which guides the 
company’s policies and the efforts 
of an extensive staff of insurance 
solicitors, are distinctly different. 
Offices everywhere, providing the 
spark for industry, are similar but 
not identical. As Mr. Baker says, 
“The office is what you make it.” 
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Simplification of Procedures — 
1943 OBJECTIVE FOR RETAILERS 


NNUALLY, for 20 years, I have 
attended a number of retail 
conventions. I have covered sev- 
eral of them in 1943—enough to 
catch the trends in the year. 
Business men have a way of ar- 
riving at crystallized opinion. 
What feature of store operation 
should, with maximum success, 
most engage their study in 1943? 


The Shifting Scene 


Back in the early 20’s, I recall 
the tremendous interest in Adver- 
tising. Before the decade had 
ended, interest shifted to Credit, 
as the enormous possibilities of 
sales promotion through charge 
and installment plans was recog- 
nized. Came the depression, and 
Expense Reduction, then Mer- 
chandising—ways to make sales 
grow in difficult times—were sub- 
jects to draw general attention. 

At conventions last year I found 
Personnel a leading question. Tre- 
mendous readjustments were 
forced on office appliance dealers. 
Then, as I catch opinions at 1943 
conventions, the big word is— 
Simplification. 


Procedures Must Be Simplified 


Office appliance dealers realize 
that the basic approach to the en- 
tire problem must be through re- 
duction in labor required to run a 
store and serve the public. Sim- 
plification of procedures is the key 
to success here. 

One office appliance dealer ex- 
pressed the point to me this way 
—“Take window displays. Are they 
important to a retail store? I'll 
say they are. Several years ago, 
I set out to make my displays as 
modern and clever, well-planned, 
as those of any store in my region. 
We began to plan our displays 
weeks in advance, didn’t hesitate 
to create motifs which called for 
special window sets and trimming. 

“Of csurse, the policy paid. That 
was in the day of fierce competi- 
tion. I had to battle for business 
with four different competitors, 
two of them very firmly estab- 
lished and aggressive. 

“Now we handle window displays 
in the simplest way possible. We 
put in display fixtures which may 
Stand in a window for several 
weeks, even longer. We may sim- 
ply change the merchandise, or 
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only a section of the display. We 
arrange displays which contain a 
much more limited assortment of 
items. We don’t try to put the 
whole store into the windows. And 
we have stopped trying to have 
brilliant ideas. There just isn’t 
time for them. 

“My estimate is that by simpli- 
fying our window display proce- 
dure we have cut the time devoted 
to display by 50 per cent.” 


Simplification Cuts Overhead 


Simplification, of course, does 
more than enable a _ harassed 
dealer to handle a manpower 
problem. It helps him to reduce 
expense —enormously important 
in this year, when, under price 
ceilings, transportation bottle- 
necks and short supplies of many 
lines, there is little opportunity to 
increase sales volume by definite 
promotions. With simplification, 
the office appliance dealer gets a 
wedge in between cost and over- 
head on the one hand, and his 
sales volume on the other. And 
driving in the wedge with first 
one, then another, procedure sim- 
plified, he increases his profit. 


Simplification in Advertising 


Simplification can be applied in 
other ways to advertising. I know 
one office appliance dealer who, 
for over 15 years, has sent out a 
mimeographed weekly circular un- 
der one-cent postage permit. This 
weekly price sheet is a community 
institution. He tells me he is now 
switching to a government post- 
card. 

“I won’t be able to use more 
than 10 per cent of the words I 
have been accustomed to,” he told 
me. “But I have played with my 
pencil; I know I can get enough 
on a postcard to serve the purpose 
well. I won’t lose contact with my 
trade; they won’t complain. I’ve 
cut my weekly printing cost by 60 
per cent, and I’ve reduced the job 
of getting up copy more than 
that.” 
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Another office appliance dealer 
who has, for years, spent consider- 
able time in the preparation of 
newspaper copy, has adopted a 
uniform advertising style based 
on a standard head and signature. 
Into this, from one ad to another, 
he places a message which calls 
for not more than one-half the 
words he formerly used. Normally, 
he would prefer to have greater 
freedom in preparing copy. In 
1943, he is content with his sim- 
plified plan which saves a great 
deal of time. 


Simplified Accounting 


Still another office appliance 
dealer, who for years has stum- 
bled along with a bookkeeping 
system which never was expertly 
fitted into his business, has called 
in a CPA, asked him to review 
store operations and create an ac- 
counting plan which, while saving 
a great deal of time, would serve 
all necessary purposes. Believe it 
or not, the business man states 
that the new system will cut his 
bookkeeping time by one-half. 

That may sound fantastic. The 
fact is, though, that a great many 
office appliance dealers are them- 
selves mere infants in their un- 
derstanding of accounting prin- 
ciples. In the past, some employees 
set up a system which the dealer, 
with child-like faith, took to be 
efficient. It may have been a sys- 
tem originated, in the first place, 
for an entirely different type of 
store, and for a volume many 
times as large. Through the year, 
the office appliance dealer has had 
proof over and over of the system’s 
inefficiency. He has never been 
able to get at what he wanted to 
know quickly. He has blamed 
this condition on the inadequacy 
of accountancy in general. He will 
be astonished when an accounting 
expert has made a survey of his 
set-up, and comes forward with 
the simplest possible form for him. 

I know of instances in which a 
new system, requiring new ledgers 
and forms, will pay for itself and 
the fee of the consultant, in a sin- 
gle month of operation. 


Simplified Operations Practical 


Simplification in many tech- 
niques is practical now because 
competition, in the pre-war sense, 
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has largely ceased. For days on 
end, office appliance dealers need 
have no thought for their com- 
petitors. The public is glad to take 
what it can get. So the dealer can 
think in terms of the simplest way 
to deal with the situation. 

If he will study the circum- 
stances of store operation, he will 
find a great many things that 
came into practice through com- 
petition. One merchant adopted a 
certain plan in order to make 
greater appeal to buyers—so other 
stores had to follow suit. For ex- 
ample, in the past office appli- 
ance dealers have found it advis- 
able to carry a large selection. 
They have increased sales as they 
were able to offer not one style, but 
perhaps several. In simplification 


technique, the dealer, for example, 
carries only the kind of stock ade- 
quate to serve the public reason- 
ably well. It means that he doesn’t 
hesitate to offer a suitable substi- 
tute. If he finds he can’t get his 
regular stock, he gets another. 
Amount of buyer-time called for 
is reduced; so is the labor of han- 
dling customers and display. 

With reduction in number of 
items, naturally comes reduction 
in number of price lines. Created 
is the present stock condition 
which is vastly more conducive to 
the quick breaking in of new 
workers than the old set-up. 

Regulations in regard to credit 
service and deliveries have auto- 
matically simplified things for 
business men. 


The fact is, in 1943, almost every 
office appliance dealer’s activities 
can be simplified in some way. The 
other day a dealer told me of the 
problem he theught he _ faced 
when, through loss of experi- 
enced help, it seemed impossible 
to handle telephone orders well 
throughout the day. 

“T got an announcement out to 
all my trade that it would be nec- 
essary for them to place orders by 
telephone between specified hours 
—and the trade accepted the re- 
quirement with a degree of co- 
operation that astonished me.” 

Simplify! That office appliance 
dealer most successful in curtail- 
ing store operation, labor expense, 
and unnecessary procedure, will 
have the most profitable year. 


Novel “Jexthook Folder” Direct Mal Program 
DOUBLES DUPLICATOR SUPPLY VOLUME 


OWN in Montgomery, Ala., 

President W. B. DeLemos of 
the Dixie Office Supply Company 
is one of those alert, progressive 
Stationers who doesn’t believe that 
war conditions are any excuse for 
letting up on the promotion which 
brought success in pre-war years. 
Though many departments which 
were formerly profitable stand-bys 
are now bare of merchandise for 
the duration, Mr. DeLemos is still 
“hitting the ball’ with frequent 
institutional advertising cam- 
paigns — aimed, however, at the 
maintenance of office equipment 
hard to replace rather than at 
sales of new machines. Through 
this patriotic plan he has in- 
creased supply sales in six de- 
partments to from 45 per cent to 
200 per cent. 

One outstanding example of 
war-time promotion continued is 
in connection with the merchan- 
dising of mimeograph supplies— 
at one time a minor item with 
Dixie Office Supply Company—now 
a major profit-builder. Mr. De- 
Lemos’ store became an A. B. Dick 
duplicating machine agency only 
a few years ago, and was unusu- 
ally successful in placing the ma- 
chine in scores of southern offices, 
including Maxwell Field and Gun- 
ter Field, two large Army aviation 
cadet training centers. When the 
imminence of the war brought an 
end to merchandising new ma- 
chines, Mr. DeLemos stopped ad- 
vertising and concentrated the 
work of one outside salesman en- 
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tirely upon selling military ac- 
counts—so far as new machines 
went. Otherwise he dropped pro- 
motion of mimeograph machines 
and supplies. That is, until five 
months ago. 

“At that time I decided that the 
falling off of mimeo supplies was 
altogether my fault,’’ Mr. DeLemos 
told OFFICE APPLIANCES. “Like other 
stationers with a lot of good ideas 
for merchandising, I was merely 
dreaming of good institutional di- 
rect mail campaigns, and doing 
nothing about them. I made up 
my mind to teach machine users 
how to get the most out of their 
equipment for the rest of the war, 
and to try to recapture lost supply 
business at the same time. I be- 
lieve any Stationer would be wise 
to follow the same plan.” 


Mimeograph Owners Circularized 


The program adopted is marvel- 
ous for its simplicity, and for re- 
sults. AS an opening step, Mr. 
DeLemos listed the names of 300 
mimeograph owners in the 20- 
county Alabama territory he sells, 
including many who bought their 
machines elsewhere. For each of 
these he made up a special file 
folder, with a printed tab on which 
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appears “Mimeograph Supplies— 
Dixie Office Supply Company— 
Rubber Stamps, Office Machines 
and Repairs.” Each was hand- 
somely finished, and contained 
four samples of mimeo paper, with 
an easily-read price list printed on 
the samples. Colored as well as 
white paper was shown. Inside the 
folder was space for correspond- 
ence on mimeograph topics to fol- 
low. 

“I sent one of these out to every 
mimeograph user last November,’ 
Mr. DeLemos explained, “with a 
personal letter to the office man- 
ager explaining that once a month 
thereafter I would send out a form 
prepared in my Office giving prac- 
tical hints on care of the machine, 
and more suggestions for getting 
better work and unusual effects. 
In the letter I appealed to him not 
to consign the folder to the waste- 
basket, but to turn it over to his 
mimeograph operator to be filed 
away while our followup forms 
accumulate. Pointing out the im- 
portance of keeping the machine 
in first-class condition through 
the war, I stated that the folder 
would become in effect a textbook 
on mimeograph use, and that I 
guaranteed it would be a continu- 
ous free service.” 


Customers Retained Files 


Indications from the field after 
the original mailing were that cus- 
tomers would keep the file. The 
following month, and every month 
since, mimeographed or offset 
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sheets of regular 8% by 11 paper 
were sent to the folder users. 
These, prepared by the Dixie Of- 
fice Supply Company plus a few 
by the manufacturer (who was en- 
thusiastic over the plan), cover a 
multitude of subjects. Oiling of 
the machine, inking, use of vari- 
ous papers, care of moving parts, 
guides, and so on, are all taken 
up, aS well as such important 
topics as making clean, clear sten- 
cils, and the use of the typewriter 
in preparing them. Those who re- 
tained the file are shown the 
correct method of correcting mis- 
takes, to cushion stencils in use, 
and so on. Under the general 
heading of “Mimeo-Topics” the 
sheets carry as much information 
each month as Mr. DeLemos has 
been able to crowd into them after 
continual experience in the field. 
Owners of the machines are in- 
vited to send in their comments 
and personal experiences with the 
machine. 

“We've had hundreds of pleased 
comments,” Mr. DeLemos smiled, 
“particularly in return for such 
information as how to use letter- 
ing most effectively, how to im- 
prove sales lists, and other forms. 
In all cases, not only office heads 
but the girls in charge of the ma- 
chines are taking the time to write 
us and tell us how well they like 
the idea.” 


Mailings to Machine Operators 


To make sure that each page 
of his ‘‘Mimeo-Topics” reaches the 
mimeograph operator, the month- 
ly direct mail goes out in an enve- 
lope marked “ATTENTION MIME- 
OGRAPH OPERATOR” in bold 
face letters at the lower left hand 
corner. This may not be necessary, 
since the average customer now 
waits for each successive mailing, 
but is a safeguard which gets 
proper action. 

“One example of how well our 
public took to our direct mail pro- 
gram is furnished by a govern- 
ment agricultural agency,” Mr. 
DeLemos pointed out. “The head 
of the main office ran across our 
folder, discussed it with sub-office 
heads, ar.d eventually passed a di- 
rective to all co-operating offices 
using our duplicating machine in- 
structing them to follow the facts 
and suggestions to the letter. From 
that account—which hadn’t been 
productive in the past—we have 
received hundreds of dollars in re- 
pair business as well as 200 per 
cent more supply sales.” Every 
monthly direct mail piece includes 
an invitation to have the machine 
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checked over if in improper con- 
dition. 

From the repair standpoint, re- 
sults have been sensational. One 
college in Southern Alabama 
which had never purchased a dol- 
lar’s worth of supplies is now or- 
dering mimeograph materials in 
huge amounts, and leaves repair 
and maintenance entirely up to 
the Dixie Office Supply Company. 
Government agencies are turning 
over repairs to the firm, and many 
accounts lost for one reason or 
another have been opened up 
again, not only for mimeo sup- 
plies, but covering all stationery 
and office equipment. “Actually it 
is the best silent salesman I have 
ever seen,’ Mr. DeLemos said. 
“Though there are limited gas or 
tire supplies available, we are 
nevertheless making all the con- 


explained, “banking on the laz- 
ness factor in every office. It is 
much simpler for the customer to 
fill in the blank and mail it in 
than to make a call sometime later 
—and naturally since our commu- 
nications are all part of the ‘text- 
book’ being built up in the file, we 
are sure that our order suggestions 
are read. Purely through this sys- 
tem we’ve jumped our impression 
paper sales up to several hundred 
thousand sheets.” 

Now, after nearly six months of 
this unusual direct mail campaign, 
there are weekly requests from un- 
suspected mimeograph owners 
asking to be placed on the mailing 
list. Although most of the basic 
tips on machine care and opera- 
tion have been covered, Mr. De- 
Lemos has no difficulty in finding 
plenty of information to add to 


tacts our outside man _ could the file. “We’re getting all the 
make.” repair and supply business we can 

Supply sales are also heavily ad- handle,” he summed up, “and 
vanced. “We enclose a handy probably our program has been 
postcard order form with each more successful in war time than 
month’s mailing,” Mr. DeLemos it would be otherwise.” 
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VETERAN: Paul J. Wielandy, known to stationers from coast 
to coast, is a veteran in more ways than one. He is today rounding 
out his 65th year in the wholesale book and stationery business in 
St. Louis, a record we believe to be without parallel. Veteran, too, is 
Mr. Wielandy, of the St. Louis Municipal Opera Association, of 
which he was a charter member at its inception 25 years ago. He 
reports that since the first two years of the opera, it has paid its own 
way completely, and that the guarantors of those two lean years 
have been completely repaid. The St. Louis Municipal Opera, one of 
the nation’s most popular, is presented 12 weeks annually. 

OBSERVER: Charles P. Garvin, trained as a salesman in the 
ribbon and carbon industry, turned his talents to trade association 
work and made an outstanding record as general manager of NSA. 
A factor that has contributed largely to his success in these two 
fields of endeavor is his constant interest in people and his skill as 
an observer of the human scene. He keeps in touch with “folks,” 
whether traveling or at home in Washington. He observes, he inter- 
prets, and he injects human interest into his Washington News 
Letters by kindly comment about the people he meets. The palm 
leaf to Charlie as an observer. 

MILESTONE: President Hurlbut W. Smith of L. C. Smith & 
Corona Typewriters, Inc., in celebrating his 78th birthday in June, 
was also rounding out his 43rd year of association with the type- 
writer industry. He entered the field with the Union Typewriter 
Company back in 1893, joining L. C. Smith Brothers Typewriter 
Company ten years later. He retired from executive duties when 
the L. C. Smith and Corona organizations merged in 1925, but 
returned to the active direction of the present organization in Sep- 
tember, 1932. No small part of the success of the company is due 
to the generalship of H. W. Smith. 
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Attractive Exterior of Store 


of Typewriter Dunn, Inc., Philadelphia, Pa. 


MASS REPAIRS BRING BIG BUSINESS 


UTTING out typewriters and 

calculators on a volume basis, 
and with most of them needing 
the same repairs, takes just the 
minimum of time for recondition- 
ing and brings the dealer an in- 
creased turn-over in profits. And 
with the great volume of work 
that defense plants have that is 
tied in with their production, it is 
no hardship in overhauling and 
repairing a number of office ma- 
chines in these large offices at one 
time. 

“A dozen repair jobs can be as 
easily had in a large office as 
one,” states L. A. Dunn, popularly 
known as Typewriter Dunn, Phil- 
adelphia, “by digging in a little 
when called out for repair work. 
When called into a large plant or 
corporation to repair a typewriter 
or calculator, the dealer should 
not merely accept that job, leave 
and wait to be called again. In- 
stead, while in the office, he 
should ask the one in charge if it 
would be satisfactory to examine 
any other machines in the office. 
This is always met with approval.” 

The easiest way for the dealer 
to find out if any other machines 
need repairs or parts replace- 
ments is by individually question- 
ing all the operators as to the be- 
havior of their machines. Type- 
writers do not necessarily have to 
be completely broken down and 
out of operation to need repairs. 
Such items as sticking rollers, 
double backspacing, refusal of 
ribbons to reverse automatically 
and broken carriage releases are 
typical of some of the repairs that 
still allow a typewriter to be used, 
but at the same time hamper ef- 
ficient operation. 

These machines may be in oper- 
ation at the time the repair man 
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By JACK KERNS 
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arrives to fix other machines. 
Only by digging, which in this 
case means personally inquiring 
of every machine’s operator if the 
machines are functioning as they 
should, can he at the time of fix- 
ing one machine make repairs to 
several other machines during the 
one call. 


Government Important Customer 


Typewriter Dunn however, does 
not limit himself to repair work 
derived from private offices. The 
Government has, to date, found 
itself needing quantity repair 
work and at frequent intervals 
asks for bids concerning the over- 
hauling or repairing of great 
numbers of office appliances. The 
Government agency that opens 
this bid on the market allows pos- 
sible bidders to examine the ma- 
chines for the extent of the nec- 
essary repairs and then negotiates 
such factors as time, price, quality 
of repairs and capabilities of the 
concern to do the job properly. 

While the Government employs 
repair men in most all their of- 
fices, they are short of experi- 
enced men and therefore have 
had to throw these bids on the 
open market. Also, these repair- 
men can only do minor repair 
work and are not equipped to do 
skilled jobs in most cases. This, 
therefore, makes the opportunity 
of outside concerns getting the 
bulk of Government repair work 
very favorable. 

“Some of the Government re- 


pair work that we have been con- 
tracted to do,” comments Mr. 
Dunn, “included repairs for the 
Post Office Department, Navy 
Yard, Procurement Offices and 
private contractors that are doing 
construction work and using these 
bases for their office work.” 

When taking machines back to 
his shop for repairs, Mr. Dunn 
often replaces them with rented 
models until the original ones are 
returned. And he has often found, 
even when bringing back appli- 
ances ready for use, that the 
agency wishes to keep on hand for 
a time the machines rented. This 
develops another source of income 
and has been a deciding factor in 
keeping his business operating as 
usual. 

Renting typewriters to college 
students has brought about the 
sale of typing ribbons and paper, 
another important source of in- 
come. The reason for this was 
that on renting machines, stu- 
dents usually asked for the proper 
bond paper, copy sheets and car- 
bon. With the rental of each type- 
writer, the Dunn store tries to sell 
the customer a sufficient amount 
of paper and carbon for the rental 
period. This is not hard to do, for 
it enables customers to go ahead 
and do their work without having 
to visit other stores. 

“With the volume of work 
around,” concludes Mr. Dunn, 
“mass repair jobs can be gotten 
by answering a call for a single 
job, and then digging deeper 
among the office and personnel 
itself for other needed appliance 
repairs. It’s not hard—just in- 
vestigate the area around the re- 
pair work that you were called in 
to do, and you'll find it.” 
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ADVERTISING CLINIC FOR DEALERS 
Qnitial Presentation of a Regular Monthly. Foature 


HIS is a new special service 

feature of OFFICE APPLIANCES, 
devoted to ideas on how to make 
advertising and sales promotion 
do a more effective job for you and 
your store—more economically. 
The author was for five years ad- 
vertising manager of International 
Office Appliances, Inc., and its as- 
sociated companies in New York. 
He is now acting as an advertising 
and sales promotion consultant. 


When to Advertise 


When is the best time to adver- 
tise? There are three schools of 
thought on this question. One 
school says, “When business is 
bad.” The second says, “When 
business is good.” The third says, 
“All the time.” 

Advertising history and business 
experience prove that the third 
school of thought is right—from a 
profit standpoint. Few businesses 
have risen to any great heights 
without continuous advertising 
Eating just once in a while never 
did anyone much good. Advertis- 
ing just once in a while doesn’t 
feed a business any better. One of 
the best ways to use advertising 
effectively is to use it continually. 
It’s the old tried-and-true prin- 
ciple of saying something often 
enough and well enough, so that in 
time everyone comes to believe it. 

Continuous advertising on a 
regular, planned basis builds an 
accumulation of public recognition 
that is one of the most potent fac- 
tors in the growth of any business. 
If you decide you want to spend 
$1000 on advertising to see what 
results you get, it’s far better to 
spread it out over a period of 
weeks or months in a systematic 
way, than to splurge on one or two 
newspaper advertisements or two 
or three expensive circulars. Cer- 
tainly, you'll get some immediate 
results from the splurge, but that 
won’t help to buiid new customers 
on a long-time basis for the fu- 
ture. Spend the money wisely 
over a longer period, be content 
to take a little less in immediate 
returns, Knowing that the long 
haul is what really counts. 


X-Raying Dealers’ Advertising 


ULBRICH’s, Buffalo, N. Y.:—Their 
simple throwaway is an excellent 
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example of how to use advertising 
to bring people into the store. The 
circular announces a special sale 
of office supplies. Nothing fancy, 
nothing tricky. Just a simple state- 
ment of fact—“Bargains? Here 
They Are. Ulbrich’s Spring Sale— 
Office Supplies.” The rest of the 
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HOW ONE DEALER STRESSED 
SAVINGS BY CIRCULAR 
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announcement is devoted to listing 
dozens of items used in every of- 
fice, with bold-face prices along- 
side each one. Printed on ordinary 
newsprint stock, the circular 
achieves its primary purpose im- 
mediately—gets over the idea that 
there is a real sale offering good 
bargains. A few simple black-and- 
white illustrations of some of the 
items dress up the throwaway and 
serve to highlight some of the 
popular “leaders.” 


Show Regular and Sale 
Prices on All Articles 


Here is one suggestion we would 
make: It would have been more 
consistent to show the regular 
price with the special sale price 
on all articles, instead of just 
some. This would have enhanced 
the contral idea that everything 
offered was a genuine bargain. 

If the circulars were mailed to 
offices, we hope Ulbrich’s enclosed 
an order form and postage-paid, 
self-addressed envelope (or a sim- 
ple postage-paid, self-addressed 
return card, with space on the re- 
verse side for entering the order). 
Never overlook a chance to make 
it easy for the reader to act on the 
spur of.the moment. Too often a 
circular is put aside by the cus- 
tomer, with a mental note to do 
something about it later, only to 
have the original buying impulse 
die. 


Critical Analysis of a 
Two Color Letter 

MAILERS SERVICE AND EQUIPMENT 
Company, New York City:—This 
company mailed a two-color mul- 
tigraphed letter to its customers 
that is not as good as might have 
been. In the first place, the letter 
tries to do too many things, and 
does not present these various 
thoughts in a related fashion that 
is easy to grasp. It begins by 
thanking the customer for past 
business, reminds the reader that 
priorities are not needed for rebuilt 
office machines and for supplies, 
mentions that certain machines 
are available for rental, lists 
others for sale, and closes with a 
reminder about overhauls and re- 
pairs. 

Those are a powerful lot of sell- 
ing thoughts to get across in one 
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letter. Usually, it’s wiser to con- 
centrate on a single idea, or if you 
feel you must sell more than one 
idea, at least revolve your story 
around a basic theme and bring 
in the other points in a natural, 
related manner. For example, in- 
stead of opening the letter with 
the over-worked thought: “We 
want to thank you for any past 
business you have given us ...”, 
how much more effective it would 
be to say: “Here are three specific 
ways to put your office machines 
on a wartime basis.” Having be- 
gun with that attention-gettting 
sentence, the rest of the letter 
could easily follow through in 
1-2-3 fashion, tying up each idea 
with the central theme. 
Moreover, the letter is devoid of 
convincing salesmanship. It is 
written from the dealer’s view- 
point rather than talking to the 
reader in terms of his—the read- 
er’s—self-interest. It doesn’t mean 
much to say coldly, “We have ma- 
chines for rent.” Plant an idea in 
the reader’s mind, hook his inter- 
est by talking about his problems 
—that’s what he is interested in, 
really. You could put it this way, 
for instance: “It’s easy—and eco- 
nomical—to get through a peak 
period of paper work or to make 
up for a vacationing employee’s 


absence by renting an adding 
machine for a short period. And 
in case you decide to keep the 
adding machine, you can always 
apply the initial rental against the 
purchase price.” That’s giving the 
prospect food for thought — it 
shows you recognize what his 
problems are. 

The letter also commits the car- 
dinal sin of not urging the reader 
to act now. It ends limply on the 
note, “Let us hear from you.” 
That’s a pretty indifferent, disin- 
terested attitude. Wouldn’t it be 
more productive to urge, “You can 
talk your particular problems over 
with one of our representatives— 
without obligation. Just fill in and 
mail the enclosed return card to- 
day. It’s stamped and addressed 
for your convenience.” Never leave 
the reader in doubt as to what you 
want—or expect—his next move 
to be. 


Suggestions for Saving Money on 
Advertising 


Paper—lIf you intend to print a 
circular, envelope stuffer or a blot- 
ter, ask your printer to check with 
a local paper merchant who deals 
in job lots, seconds and close-outs. 
Generally speaking, this paper is 
entirely suitable for your purposes 
—and a good deal cheaper. 





Color Engravings— When you 
need a two-color cut, have your 
engraver make a simple one-color 
plate of the entire copy. Send this 
plate to your electrotyper, along 
with either the original artwork, 
photograph or engraver’s proof, 
showing exactly the color break- 
up desired. Tell the electrotyper 
to make two electros of the origi- 
nal cut. Then have your engraver 
rout away all the type and illus- 
tration matter not wanted in the 
first-color electro, and do the same 
on the second-color electro. Now 
you have two electros that make a 
perfect set of color plates—plus 
the original plate made by the en- 
graver, which is always usable for 
one-color printing. Thus, although 
you pay a small extra charge for 
routing of the two electros, you 
eliminate the much greater color 
separation charges by the en- 
graver. Additionally, electros are 
far superior to the average half- 
tone engravings for long printing 
runs. 

(Readers are invited to send in 
recent copies of their advertising 
for analysis and report in the 
CLINIC, as well as any specific 
questions or problems relating to 
advertising and sales promotion to 
which they would like answers. 
There is no obligation, of course.) 


GOVERNMENT PLANS SECOND HUGE 


HE WAR DEPARTMENT, in 

conjunction with the Office of 
War Information, will initiate a 
‘powerful publicity campaign for 
V-Mail starting the middle of 
August. The force of this drive 
will overshadow anything ever 
before attempted in this field. 
For a period of several weeks, the 
intensity of the promotion will 
be felt through many media. 

Here are some of the highlights. 
Radio will tell the V-Mail story 
over every station in the country 
several times daily. In addition, 
V-Mail will be written into the 
body of more than 75 popular net- 
work programs. A direct message 
will go to the families of every 
soldier in the army requesting 
them to use V-Mail when writing 
to their boys overseas. A two-reel 
movie on the Army Postal Service 
with strong emphasis on V-Mail 
will be shown in 16,000 theatres. 
Cartoonists and comic strip artists 
will be invited to co-operate, 
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V-MAIL DRIVE 


trade papers and trade associa- 
tions will also promote the effort. 
Display material, including post- 
ers, streamers and counter cards, 
will go to more than 100,000 re- 
tailers. They will also receive a 
broadside giving suggested set-ups 
for windows, counters, newspaper 
and radio tie-in ads. The War 
Advertising Council, representing 
the advertising industry of the 
United States, is volunteering its 
support in enlisting national ad- 
vertisers to push V-Mail in their 
own messages. 

The campaign will also reach 
into all overseas theatres of war 
where the army will use every 
effort to educate the soldiers to 
the use of V-Mail. The keynote 
of the new drive will be “V-Mail 

to be SURE.” Messages will 
hammer home the fact. that 
V-Mail is the only SURE, SAFE 
WAY of reaching the boys over- 
seas. Of more than _ 75,000,000 
V-Mail letters addressed to men 
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in the overseas armed forces, not 
a single one has been lost. In 
contrast, and beyond the control 
of either the Post Office or the 
Army Postal Service, millions of 
letters sent by regular mail have 
never reached their destinations 
due to enemy action. The senders 
rarely know that such messages 
were not received. V-Mail is the 
ONLY SURE WAY. 

The campaign will also stress 
the all-important space saving 
feature of V-Mail. When America 
uses V-Mail 100 per cent for over- 
seas correspondence, the equiva- 
lent of the full-time service of a 
fleet of 25 huge Liberty ships can 
be released for vital cargoes. 

All merchandising angles are 
co-ordinated under the Office of 
War Information, V-Mail Mer- 
chandising Committee at 480 Lex- 
ington Avenue, New York City. 
Requests for additional informa- 
tion or materials should be di- 
rected to that address. 
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Perspective on 


TYPEWRITER PRICE CONTROL 


N OUR past meetings with you 

of the typewriter industry— 
meetings which to us have never 
failed to be both pleasant and 
helpful—we have discussed most 
of the aspects of typewriter price 
control. We have analyzed what 
has been done, and have told why 
it has been done. From time to 
time, however, we hear this ques- 
tion raised by members of the in- 
dustry: “How does the control of 
typewriter prices fit into the pic- 
ture of general price control?” 
Stated in another way we occa- 
sionally hear it, ‘“Why pick on the 
poor typewriter dealer?” 

In answer to this question, I 
should like today to consider how 
the typewriter regulation relates 
to the directives contained in the 
Emergency Price Control Act and 
the Executive Orders under which 
OPA is operating, and to show 
how typewriter price control fits 
into the general price control pic- 
ture. This is done with the hope 
that some knowledge of other 
OPA regulations will permit 
greater perspective on the type- 
writer situation, and perhaps even 
more with the expectation that 
you, as responsible and alert citi- 
zens, may be interested in the 
basis and purposes of over-all 
price control. 


Directives of Congress and 
the President 

I am sure you are familiar in a 
general way with the aims of the 
Price Control Act. But if you are 
not more familiar with its specific 
terms than I was, for example, 
when I landed in Washington, it 
will not be amiss to recall that 
Congress in this Act set up the 
agency of OPA and directed its 
administrator to stabilize prices. 
The purpose of the Congress was 
to insure that fair prices prevail 
on goods bought by war appro- 
priatiors, to protect the living 
standards of those with fixed in- 
comes by controlling inflationary 
price increases, to prevent the 
hardship to industry which is 
caused by shifting prices, to stop 
speculative and profiteering in- 
creases, and to avert a post war 
economic collapse. 

In obtaining these objectives, 
the office was assigned certain 
limits and given certain instruc- 
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By ELLIS G. BISHOP 


Office Machines Unit, 
Consumers Durable Goods Branch, 
Office of Price Administration, 
Washington, D. C. 


(Address presented at annual conven- 

tion of National Office Machine Deal- 

ers Association, Kansas City, Mo., 

June 22, 1943. Texts of all other ad- 

dresses accompanied the convention 
story in the July issue.) 


& 


tions by the Congress. For example, 
the administrator was limited in 
his freedom to regulate prices for 
farm products, and he was pro- 
hibited from changing previously 
established industry practices, ex- 
cept where necessary, to prevent 
evasion of ceiling prices. He was 
further directed to adopt, when- 
ever possible, the first two weeks 
of October, 1941, as the base pe- 
riod for establishing ceiling prices 
and he was instructed, so far as 
practicable, to consult with the 
affected industry before under- 
taking price action. Since that 
time, one amendment, the Act of 
October 2, 1942, somewhat reduced 
the restrictions on the adminis- 
trator’s action, and made more 
direct the mandate to stabilize 
prices. 

The congressional action was 
backed up by two important ex- 
ecutive orders issued under the 
War Powers Act. The first of 
these, dated October 3, 1942, cre- 
ated the Office of Economic Stabi- 
lization and brought the full force 
of all government agencies to bear 
on the problem of stabilizing 
prices, wages and jobs. Finally, on 
April 8, 1943, the President di- 
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rected the administrator to place 
ceiling prices on all cost-of-living 
commodities and services, to per- 
mit no further increases in ceiling 
prices except to the minimum ex- 
tent required by law, and to make 
only such readjustments in prices 
as were necessary to maintain 
production and would not raise 
the cost of living. 

These, then, are the directives 
under which the typewriter price 
action has been taken by OPA. 


Types of OPA Regulations 


As the congressional and execu- 
tive policies crystallized, the 
methods used by OPA to maintain 
price levels were developing. Price 
action has many legal forms and 
many special techniques. It may 
be by voluntary agreement, a 
method widely used before the 
Emergency Price Control Act was 
passed, by a general prohibition 
on price increases, or by specific 
regulation. The typewriter indus- 
try has lived under each type of 
ceilings. In late 1941 the manu- 
facturers agreed not to raise 
prices without prior consultation 
with OPA. The General Maximum 
Price Regulation, which super- 
seded temporary Maximum Price 
Regulations Nos. 9 and 15 with re- 
spect to typewriters, was an over- 
all prohibition on price increases, 
binding all sellers of all commodi- 
ties and services (with exceptions 
named in the regulation) to the 
prices each had in effect in the 
base period. Finally, Maximum 
Price Regulation No. 162 set ceil- 
ing prices for used typewriters 
specifically and in detail. Maxi- 
mum Price Regulation No. 162 is 
but one of over 400 such regula- 
tions covering a large percentage 
of all products sold, products 
ranging from sardines to pig iron. 

Specific regulations may use 
different techniques of price con- 
trol, depending on the nature of 
the product or service, although 
all have the same general objec- 
tives. Whenever possible, the of- 
fice has adopted the practice of 
business of using price lists—in 
our case lists of dollars-and-cents 
ceiling prices for the commodities 
concerned. You will recognize 
that such a method will not per- 
mit the pricing of certain items— 

(Turn to page 91, please) 
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With STEEL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of steel’s old work and does a thorough job on all calls. 


PRICE CEILINGS ON USED FURNITURE 


AST May, when the Office of 

Price Administration was con- 
sidering a regulation for putting 
ceiling prices on used merchan- 
dise not specifically covered by 
existing orders, the Office Equip- 
ment Dinner Club of New York 
City instructed its president, M. 
Turman, Chas. S. Nathan, Inc., to 
write OPA and outline the posi- 
tion of the office furniture re- 
tailer. The following letter was 
sent under date of May 20: 

“Your new price regulation on 
used merchandise meets with our 
full approval when applied to used 
wood office equipment. However, 
we wish to offer several sug- 
gestions in connection with the 
sdle price of used steel equipment. 

“The limitation of the used 
ceiling price to 75 per cent of the 
new ceiling would work a hard- 
ship and be contrary to practices 
and conditions in the sale of used 
steel equipment. 

“It is a matter of common 
knowledge that the dealer’s cost 
price in relation to list price is 
higher in the case of new steel 
equipment than in the case of 
new wood. Steel manufacturers 
offer a 36 per cent discount to 
dealers, as compared to 50 and 
10 percent from wood manufac- 
turers. Even before the war the 
average selling price of new steel 
was at list, and therefore, fully 
reconditioned steel equipment 
commanded a price close to list. 
In fact, most March 1942 ceiling 
prices on used steel equipment 
are at new list levels, and the 
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Dinner (lub of Now 
York Presents Pos- 
tion of Office Furn- 
ture Retailers to 
OPA. Asha for Sop- 
arate Onder and a 
Price on Steel Files 


remainder are approximately 85 
per cent of list. 


Steel Equipment in Demand 


“Undoubtedly the market on 
used steel equipment, as repre- 
sented by auction sales and sales 
by private owners, is at high 
levels. Two factors have forced 
this condition. First, no new steel 
equipment is being manufactured, 
and the used is therefore in 
greater demand. Secondly, and 
with just as much importance, 
new wood files are priced higher 
than the new steel. For a new 
wood file of comparative quality 
the dealer must pay a price equal 
to his former selling price on 
new steel files. The used file in 
steel is of superior workmanship, 
and of better quality even in 
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lower grades, than the new sub- 
stitute wood file. 

“We wish to point out that the 
purchasers of used office equip- 
ment are informed business peo- 
ple and not uninformed private 
consumers. Their purchases will 
not necessarily drive up the costs 
of the products they manufacture 
and sell. In fact, used steel files 
at 100 per cent of list will cost 
less than new wood files, so that 
the actual cost to the purchaser 
will still be lower than if he were 
required to buy the new wood 
substitute file. The new wood file 
imposes an additional burden in 
that it probably will be in need 
of extensive repairs after six 
months, and will have little re- 
sale value in time to come. It 
should be evident that the used 
steel file, even at full list, costs 
less and has greater value than 
the new wood file at present day 
prices. 


Fewer Special Provisions in 
Separate Order 

“Since used office equipment is 
bought by business people, and 
not by the householder, it does 
bear a different relation to the 
regulations than house furniture, 
musical instruments, bedding, and 
so forth. If segregated for this 
purpose many less variations, ex- 
ceptions and rulings will have to 
be made than if one regulation 
were to attempt to cover all fields 
of used merchandise. Moreover, 
the regulation finally adopted 
would be more in conformity with 
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the particular trade and would 
lead to less confusion in interpre- 
tation. 

“Finally, to attempt to drive 
the prices of used steel equip- 
ment down below market prices 
of today and below the prices of 
the last market will cause loss to 
dealers with stock and may cause 
more wide-spread violation than 
now exists. There are _ several 
hundred small dealers in New 
York City alone. To attempt to 
police a regulation such as this 
would be a Herculean task. Yet, 
any part of it left undone would 
be unjust to those of us who wish 
to abide by the regulation. 

“We are, therefore, suggesting 
that to be more in accord with 
the conditions which existed in 
March 1942 and today, ceiling 
prices of about 100 per cent of 
list should be allowed on used 
steel equipment. The published 
list prices of 1942 can govern 
since very few of them have been 
changed and most steel manu- 
facturers list prices are approxi- 


ting a higher ceiling on steel 
than the blanket 75 per cent laid 
on all of the fifteen lines of con- 
sumers’ goods covered by the 
new regulation are also sound. 
Whether a deep enough impres- 
sion was made to allow hope for 
a separate regulation later on is 
problematical. Certainly the his- 
tory of OPA indicates a strong 
possibility. All-inclusive orders 
have been followed by more spe- 
cific regulations in almost every 
case. Authentic, factual informa- 
tion will have an influence if pre- 
sented properly and repeatedly. 
Some of the arguments offered 
in the Office Equipment Dinner 
Club letter might be subject to 
misinterpretation. In pointing out 
that a used steel file at 100 per 
cent of list price would cost less 
than a new wood file, the state- 
ment is made that the wood file 
“probably will be in need of ex- 
tensive repairs after six months, 
and will have little resale value 
in time to come.” Perhaps some 
wood files now being marketed 


formed business people” whose 
buying will not necessarily in- 
crease the cost of the products 
they manufacture. Because new 
wood files are listed at prices 
higher than the list price of now 
unobtainable new steel files, sell- 
ing the used steel cabinets at 100 
per cent of the new list would 
not contribute to inflation. 


Losses on Stock Under 75 Per Cent 
Ceiling 

If March 1942 prices were not 
inflationary, as implied by the 
GMPR freeze, a ceiling of 85 to 
100 per cent of new list prices 
on used steel files would not be 
inflationary. A year ago in March, 
used steel cabinets were selling 
at those levels. Costs to dealers 
were correspondingly higher. The 
condition obtains today, so that 
a reduction in price to the 75 
per cent level would result in a 
serious loss to dealers with stocks 
of steel files. Violations would 
seem probable and, as the letter 
states, policing would be virtually 
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BUSINESS BUILDERS 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE ... COURAGE... 
COOPERATION 


ORE than a dozen air mail 
letters from office outfitters 
throughout the nation applauded 
the worth of that U. S. Navy 
storekeeper’s communication 
quoted at length in last month’s 
BUSINESS BUILDERS. At least 
half of these writers reminded us 
to be sure to incorporate in this 
month’s page excerpts from the 
other two dispatches mentioned 
from service men and former sta- 
tioners. We will do even better 
than that and, if space permits, 
present also for your pleasure 
some highly appreciated com- 
ments from service women who 
were formerly in the office supply 
and equipment field. Here they 
Wer As 
* * > 
KEEP RIGHT ON KEEPING ON 
WITH THE BUYING OF JU. S. 
WAR BONDS AND STAMPS. 


* * * 


From a communications officer 
at Camp Polk, La. came this in- 
teresting comment: “I’ve seen sev- 
eral issues of OFFICE APPIJ.IANCES 
during the past year; perhaps you 
would be interested to know that 
I too was in the office outfitting 
game and that I’m getting back in 
it just as soon as this war is over. 
My uncle, with whom I was asso- 
ciated in business, has framed and 
hung directly over his desk a little 
thought. This business sentiment 
has been so important to the suc- 
cess of our organization that I 
know you will wish to use it on 
your BUSINESS BUILDERS page. 
I have a copy of it in my memo 
book so I'll give it to you word for 
word. You will also be glad tuo 
know it is from the pen of that 
peppy master outfitter, Charles P 
Garvin; and I just know his mid- 
dle initial stands for both PEP 
and PUT-IT-THERE!” 


REPUTATION 
By C. P.G. 


“So live your business life each 
day that it will make little differ- 
ence what people may think of 
you or your company; you will 
know that your every action is 
building for the company and 
yourself the kind of reputation 
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that will carry both to Success. 

“Every act that is not fair and 
square comes home to roost; the 
backfire cannot be avoided. Every 
salesman has the reputation of 
his firm in his hands and must 
regard his firm’s reputation as a 
sacred trust not to be regarded 
or handled lightly. 

“We must build day by day 
strongly and without flaw that 
strongest of business structures, 
Good Reputation, for this struc- 
ture will weather all the storms 
of business depression, criticism, 
competition, or business strife. 

“A square deal for your custom- 
ers and your firm, a clean slate 
and a constant building of Good 
Reputation will win the business 
battle and win it decisively.” 

.. and adds this lieutenant from 
Louisiana, “I personally feel those 
are pretty good basic words for 
winning this war, too, if we but 
use it and apply the principles to 
military life as well as that of 
business.” And to this thought let 
us give heed. 


* * * 


KEEP RIGHT ON KEEPING ON 
WITH THE BUYING OF JU. S. 
WAR BONDS AND STAMPS. 


* * * 


From Camp Lejeune, New River, 
N. C., a woman marine took time 
to write us; we quote in part: 
“Now that I am temporarily re- 
moved from the office furniture 
and supply business, I am all the 
more eager for the day when I can 
return to it. The few buying ex- 
periences I now have in various 
types of stores is of definite value 
to me, I know, for the way I will 
retackle my everyday sales and of- 
fice routine problems upon my re- 
turn to active office outfitting 
duty. To be very definite I'll owe 
very much to my government for 
the military training and the re- 
lating alertness it brings. All this 
ties in with those sales-training 
truths we used to hear, to wit: 
Never allow clothing to appear un- 
tidy, never become familiar when 
speaking to customers, never wait 
on customers out of turn, never 
allow customers to wait while you 
are arranging stock or making 
records, and, of course, many 
others.” 

” > 

KEEP RIGHT ON KEEPING ON 
WITH THE BUYING OF JU. S. 
WAR BONDS AND STAMPS. 


> * e 
Writes an Army nurse with the 
rank of lieutenant: “Here in Texas 
are heat waves that spell ‘Manana,’ 





but I'll do it today. I just want to 
take time out to jot down a note 
to tell you that on a visit to a 
nearby Texas metropolis, I spied 
a copy of the July OFFIce APPLI- 
ANCES. AS I have had the prerequi- 
site experience of secretarial work 
for an office supply and furniture 
firm, I just wanted to submit this 
BUSINESS BUILDER War Bond 
thought that likely comes from my 
Scotch ancestry. I hope you use 
it soon between the thoughts on 
your page (and so we have.) 


* * * 


KEEP RIGHT ON KEEPING ON 
WITH THE BUYING OF J). S. 
WAR BONDS AND STAMPS. 


* * * 


And this idea from a SPAR of 
Johnston, New York, written from 
a Chicago Service Club center: 
“My training in a ‘down east’ sta- 
tioner’s store has stood me in hand 
for my U. S. service. I find that, 
having been trained in quick, 
courteous, accurate service, this 
background has helped me in my 
two promotions.” 


* * * 


KEEP RIGHT ON KEEPING ON 
WITH THE BUYING OF JU. S. 
WAR BONDS AND STAMPS. 


* * * 


A staff sergeant serving with a 
weather squad somewhere in 
Africa tells us this, “When I come 
back to my work in the office out- 
fitting business, I’m sure to put in 
practice the very basic thing the 
Army has been teaching me. For 
as others will agree, we will know 
tne importance of avoiding errurs 
and delays and achieving the ut- 
most accuracy in filling all or- 
ders.” 

+ + + 

KEEP RIGHT ON KEEPING ON 
WITH THE BUYING OF U. S. 
WAR BONDS AND STAMPS. 


* * * 


We hear a lot about so called 
post-war planning these days; 
let’s us do a bit of it by comment- 
ing on what we would like to see 
in office furniture design and util- 
ity in items-to-come. Hurl your 
ideas air mail to the co-ordinator 
of BUSINESS BUILDERS, care of 
Shaw & Borden Co., Box 2153, 
Spokane 2, Washington. 


Appreciatively, 
Ralph B. Ortel 
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Used Typewriter Price Ceilings Changed —WPB 547 
Replaces Form PD-IX—MPR 429 Covers Used Office 
Furniture— Office Machine Production Policy Altered 


OPA REVISES PRICE CEILINGS ON ALL USED 
TYPEWRITER SALES AND RENTALS 


Complete revision of the regulation fixing ceiling 
prices for all sales and rentals of used typewriters 
was made July 14 by the Office of Price Administration 
to adjust price controls to the altered market condi- 
tions and broad changes in rationing rules which have 
developed during the 12 months since the original 
regulation became effective. 

Revised Maximum Price Regulation No. 162 (Ceiling 
Prices for the Sale and Rental of Used Typewriters), 
effective July 31, 1943, makes many adjustments in 
prices but no increase in general costs to the ultimate 
user will result. 

All changes effected in the new regulation were ex- 
tensively reviewed at conferences between OPA and 
the three Industry Advisory Committees representing 
manufacturers, wholesalers and retailers. Since most 
used machines now are held by independent dealers, 
the Typewriter Dealers Industry Advisory Committee 
was especially active and many of its recommenda- 
tions were adopted, OPA said. The National Office 
Machine Dealers’ Association also conducted two ex- 
tensive surveys, the findings of which were the basis 
of alterations appearing in the revised regulation. 


Portables and Rent Structures Affected 


Basic changes in the new regulation follow: 

1. The section concerning portable typewriters has 
been rewritten in specific detail, replacing the looser 
provisions previously operative. The new schedule of 
portable typewriter prices, like the ceilings on office- 
size machines, is based on those prices which were in 
effect October 1-15, 1941, and has been adjusted up- 
ward in the case of reconditioned and rebuilt portables 
to reflect higher rehabilitation costs prevalent during 
March, 1942. 

In general, the new schedule increases retail prices 
on the newer and more complete portable typewriters, 
and decreases retail prices on the older and less com- 
plete models. Because, for the most part, only the 
latter class of machines may be sold under terms of 
the rationing order, the effect of the revision on sale 
prices is downward. Of the 21 groups of portable 
typewriters, classified by age and by type, machines 
in 16 groups may be sold under the rationing order. 
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Of these, only two groups may now be sold at prices 
higher than those established by the original regula- 
tion. The net effect of these changes is therefore a 
reduction in the cost-of-living to home users, such as 
students, with savings to the purchaser ranging up 
to $13.50 per machine. 


Dollars-and-cents prices are scheduled for all kinds 
of portables. Machines are subdivided into five age 
groups and five quality groups and ceiling prices estab- 
lished for each group. This grouping has resulted in 
the elimination of cases arising under the former 
schedule where some used portables had ceilings 
below their normal market values and, conversely, 
other used portables were allowed prices above manu- 
facturers’ list-prices when the machines were new. 


2. A more precise rent structure is established. The 
original regulation fixed maximum rental rates at 
$3.50 and $3.00 per month for standard-carriage office- 
size used typewriters, the differential depending on 
the age of the machine. OPA’s study of the basis for 
these two rental rates revealed that they depended 
more on the usage given the machine than on its age, 
and for that reason today’s revision establishes a max- 
imum rate of $3.50 per month for typewriters rented 
for “commercial” (business and professional) use, and 
a rate of $3.00 per month for those rented for “non- 
commercial” (student and home) use. 


The new regulation also reclassifies office-size type- 
writers according to their carriage widths, so that 
the new categories more closely reflect market differ- 
entials of the base period. For example, the commer- 
cial rental rate for early-model machines of 14-inch 
carriage width is increased from $3.00 to $4.00 per 
month, while older typewriters of 26-inch carriage 
width now rent for the reduced charge of $8.50 per 
month instead of $9.00, as formerly. 

The revised schedule,:-compared to the one-month 
rental rates for wide-carriage machines made before 
1935, as fixed in the earlier regulation, involves three 
increases and three decreases in commercial rates 
and four decreases and one increase in non-commer- 
cial rates. Although it is not possible to predict the 
net effect of all these changes with any degree of 
certainty, OPA said, “it can definitely be established 

(Turn to page 96, please) 
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EDITORIAL 


V-Mail Campaign 

@¢ BEGINNING August 15, the War Depart- 
ment and the Office of War Information will 
put into motion another, and much bigger, drive 
for the use of V-Mail in maintaining the tre- 
mendously important contact with men over- 
seas. The campaign conducted earlier in the 
year was highly effective, but the number of 
soldiers, sailors, marines and other military spe- 
cialists now on duty outside the Unted States 
has greatly increased, bringing many more civil- 
ians into the group of those who should be writ- 
ing regularly to men serving in foreign fields. 

The stationer is an integral factor in the cam- 
paign. All of the newspaper publicity, radio 
broadcasts, motion picture emphases, cartoon 
features, and other advertising media that will 
be used are of little avail unless V-Mail sta- 
tionery is made readily available. Among the 
100,000 retailers who will receive special display 
material for tying in with the general publicity 
are the stationers of the nation. By participat- 
ing actively in the campaign stationers will be 
doing an excellent merchandising job for them- 
selves, but more important, they will be con- 
tributing to morale maintenance among the 
men who are carrying the burdens of war far 
from home. 


—_---_---- _ 


“SELL merchandise which won’t come back to cus- 
tomers who will.” 
—South African Printer and Stationer. 


_—_e-- 


Give Manufacturers Authority 
to "Ship the Best Way" 
#&@ ENORMOUS increase in the use of the 
shipping facilities of the country to move war 
goods has rendered the custom of consignee 
designation of shipping service and routings vir- 
tually obsolete. Pre-war service is simply not 
available, except to high priority shipments. 

A revealing statement on the subject was re- 
cently issued by Associated Stationers Supply 
Company. It read in part as follows: 

“The old problem of getting freight shipments 
under way for some of our customers, in line 
with their routing instructions, is still with us. 
Several times a day after making many and 
repeated calls to truck lines to come in for 
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pick-ups, we finally are compelled to disregard 
shipping instructions to get the goods on wheels. 

“Tt would be a fine thing ‘for the duration’ if 
we could get authority to ‘ship the best way.’ 
This would allow us to keep freight orders rol- 
ling; it would get the merchandise to our deal- 
ers faster; and it would be of general benefit 
to everyone concerned.”’ 

In similar vein, J. E. Conlon of the Rockwell- 
Barnes Company referred to the problem in his 
remarks at regional meetings of the National 
Stationers Association last spring. He indicated 
that at least a partial solution rested in per- 
mitting the shipper to choose the method of 
transportation. 

For the sake of simplicity, if for no other 
reason, granting the shipper authority to select 
the shipping method is advisable. Faster service 
is almost certain and an indirect reward is the 
assurance that such co-operation will help the 
freight and commodity movers of the country 
to do a more efficient war job. 


_—_—_<eo-- 


“FREEDOM is our heritage—Guard it well.” 
—Foreign Commerce Weekly. 


NOMDA Reaches High Goal 

@ IN RETROSPECT the Kansas City conven- 
tion of the National Office Machine Dealers As- 
sociation grows in significance and importance. 
Topping all records in numbers registered, the 
list shows an unusually high proportion of deal- 
ers in attendance. It was truly a conclave of 
office machine retailers. 

All sessions were fully attended. Speakers’ 
statements were received thoughtfully and dis- 
cussions were entered into intelligently by a 
large number of those present. Problems were 
aired, solutions offered, information given. Value 
of attendance was proved to all delegates. 

A successful convention is but a reflection of 
able leadership and discerning ‘followship.”’ 
The caliber of the men and women in the retail 
phase of the office machine industry is high. 
Collectively they give character and substance 
to the association, helping it achieve the goal 
prophesied many times in the pages of OFFICE 
APPLIANCES. NOMDA takes a high place in the 
roster of organizations serving their industries 
efficiently and aggressively. 
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unseen plant for the past five years 
With both legs 
amputated as the result of a circu 
atory disorder, Mr. Severson suc 
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cessfully operates his business, at a 
plant he has never seen, wholly by 
teleohone and written. directive: 
from his bedside desk. 


Optimistic, but no Pollyanna, he 
is credited with having unwittingly 
helped dozens of his friends solve 
their problems. A widower who has 
lived in St. Louis for 60 years, he 

w shares his home with his niece. 

It will be recalled by many vet 
erans of the trade in the Midwest 
that Mr. Severson was the charter 
secretary of the Stationers Club of 
St. Louis, and a regular attendant at 
many stationers’ conventions in for- 
mer years. 





CARTER SALESMAN SAILS FROM 
SEAS OF INK TO REAL THING 


Jack W. Guntrum, well known 
Carter's Ink representative in the 
Minneapolis territory, was honored 
July 8 as the 2,500th man to enter 
the Maritime Service through the 
regional office there. 

Jack, who lives at 5412 Oaklawn 
Avenue, Edina, Minn., has confi 
dence in his ability as a merchant 
seaman, since he already has cov 


ered 500,000 miles for Carter’ 





JACK GUNTRUM, 2500TH MINNEAP- 
OLIS MARITIME RECRUIT 


Courtesy Minneapolis Star-Journal-Tribune) 


Says Jack "Half a million mile 

an ocean ot ink, or the same distance 
on a real ocean—what's the differ 
ence?’ 


Gu ntrum left Friday July 9, f 


Cc i y 
Sh aay ergo Bay Brooklyn, N. Y., ¢ 
begin his training as a radio tech 
nician. It might be added that trave 


iS a Guntrum fam ily specialt y Mrs. 
Guntrum a Univers ty of Minnesota 
graduate, having served as a North 
west Airlines hostess for a year. 
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GYPSY AGAIN ENTERTAINS 
WABASH KIDDIES 


July 13th was an auspicious date 
this year—at least to the young 
sters of Wabash, Ind. For on that 
date occurred the fifteenth annual 
ice cream party given by Gypsy 
for her many friends among Wa 
bash's rising generation. 

Gypsy? Why, that's the now 
famous terrier of Ed Little, sales 
manager of the Wabash Cabinet 
Company. It’s an annual event— 
this big ice cream party under the 
auspices of the Stineman Post of 
the American Legion at the home 
of Little. 

The party opened, as in the past, 
with the raising of the flag and the 
repeating of the flag pledge. This 
was followed by the singing of 
America’, and a short talk by Po- 
lice Chief Frank Gurtner of Wa- 
bash. Good luck for everybody 
was then distributed in the form of 
paper discs which had been touched 
by the magic wand of Thurston, the 
magician. Another big surprise 
came from ‘Mysterious Lawrence” 
and the party ended with remarks 
by Mayor Showalter. 





LAMONT WOOD DISPLAYS HIS 
POETIC VERSATILITY 


Recently the following ‘pome,” 
penned by none other than Lamont 
H. Wood, 1942 president of the 
NTOMDA, came to the editor's 
desk at OFFICE APPLIANCES: 

I'm sending you these few brief 
lines— 
Within them my intention 
Is just to thank you personally 
For attending our Convention. 
Traveling's not so easy now 
As several years ago— 
That's why I'm extra proud that we 
Made such a splendid show. 
| sincerely hope that you 
Enjoyed your visit here, 
And took back home some new ideas 
To fu ales your career. 
Again | say, "I'm glad you came 
And hope you come some more—" 
The ‘‘welcome" mat is always out 
The latch string’s on the door. 
I'd like to shake your hand right now 
And say ‘'Thanks''—if | could, 
cant I'll just sign and say 
Sincerely 


LAMONT H. WOOD. 


Lamont adds that it was his in 
tention To sen a the above poem TO 
every person regi stered at the Con 
vention, but was unable to obtain a 

omplete list of the registrations. 
ae 


any conventioneer was missed 
the oversiaht was unintentional. 
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VICTOR MAN DECORATED FOR 
GALLANTRY ON TUNISIAN 
FRONT 


Technician Eugene Dozier, of the 
Victor Adding Machine Company, 
was one of five American soldiers to 
receive the Silver Star for gallantry 
atter they had captured two enemy 
office: and 54 men. The five, mem- 
bers of a tank crew, attacked a 
torce of enemy infantry entrenched 

a tank ditch, according to War 
Department announcement. Previ- 
ous to his induction, Cugene worked 
beside his brother, Forrest, in the 
Victor plant. Forrest, too, is in the 





TECHNICIAN EUGENE DOZIER 


service and is stationed at Buckley 
Field, Colorado. There are 24/7 
Victor men now serving in the 
armed forces of their country. 





THE BATTLE ON THE LAWN 
That W. L. Talbert of the Talbert 


lypewriter Exchange, Casper, 
Wyo., is a successful dealer in office 
machines and equipment is well 


known. A talent he has hidden un- 
il recently is kill at rhyming. His 
pring predicament, and his pride 
n his two young sons, Big Boy and 


ic 
Littie Man. are dettly presented in 


Tne f »wina verses: 
was shining overhead: 
My soeea was forty-five; 
Twas just the very time of year 
es 


One's glad to be alive. 

ihe birds were singing © tweet- 
tweet-tweet'’ 

As it their throats would burst, 

hile ugly bugs and snakes and 


as ° 
Were out to do their worst. 
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Quite innocently as it were, 
While making duty's rounds, 

| took in Nature's wondrous sights, 
My rapture knew no bounds. 


| thought of lakes and streams 


galore, 
Of flowers blooming wild, 
Of days almost forgotten that 
| lived when but a child. 


And then with tragic suddenness, 
Like one who'd had a dream, 

| saw the lawn about our home 
All dressed in yellow scheme. 

Says |, “It's nothing short of crime 
That I'm not there to slay 

Each naughty little dandelion 
Blooming in that way.’ 


"Oh dear, what shall become of us, 
The house they'll take," | cried} 
"The grass will all be smothered out, 
The trees be brushed aside." 
With all these years of laboring 
To beautify our place, 
Such good-for-nothing yellow things 
Must drive us to disgrace. 
Oh boy! A happy thought just 
came. 
It's going to be a cinch. 
| have two willing sons at home 
Who'll help me in a pinch. 
Now probably they have their 
faults— 
Who's perfect, after all? 
But when emergencies arise 
They'll answer to the call. 


| see Big Boy ‘most white from rage, 
With dagger in his hand, 
Go leaping down the front-door 
steps 
And did he ever land! 
"Take that!! and that!!! you low 
down imps, 
How dare you thus intrude? 
I'l break your homely little necks, 
I'll souse your roots with crude." 


"I'll teach you better manners, 
I'll make you into hay, 
Then dump you in the garbage 
can— 
Yes, that's the price you pay.’ 
Nor is that all the story of 
The Battle on the Lawn, 
Another incident took place— 
The scene was just at dawn. 


All glory goes to Little Man 
Who met the yellow foe 

And with his bow and arrow sharp 
He laid them mighty low. 

He crept up on the enemy, 
Then took a steady aim 

And blasted every one in sight— 
What bravery and fame! 


By now I'm resting easy like 
And so is Mother, too. 
The dandelions are no more 


34 


They met their “Waterloo.” 

Not only that but from now on, 
No matter what may come, 

The ‘War Department" is on hand 
To save our home, sweet home. 








A TYPEWRITER CAREER BEGIN- 
NING EARLY.—E. N. Maledon, Jr., a 
little more than four months old, is 
shown here taking his first lesson in 
touch typing. As the son of the 
Royal Typewriter dealer in Long- 
view, Tex., it is perfectly natural for 
him to be interested in typewriters. 


STATIONER'S DOG CAPTURES 
VESTAL MEMORIAL TROPHY 

Don Barber, vice-president and 
ecretary of Megeath Stationery 
Company, 13 South Fifteenth 
Street, Omaha, Neb., has just about 
the finest hunk of canine in the busi 
ness. At least in the matter of field 
trial performance. 

Barber and his dog recently won 
the Vestal Memorial Trophy 
awarded to the amateur handler 








BARBER AND GABRIEL OF CRAM 
SHARE VESTAL TROPHY HONORS 


whose dog does the most commend 
able work in the open all-age stake 
at the Minnesota Field Trial Asso 
ciation's semi-annual trials. From 
the standpoint of entries, these Min 
nesota trials have been, and are 
the biagest in the nation, with en 
over the U.S.A. and 
usually some from England. 

The star performer? Why, Gab 
riel of Cram, Barber's well-trained 
Labrador. Incidentally, Gabe ha 
also captured top honors in the last 
of the Missouri Valley 


tries trom all 


two trials 


Hunt Club. 


OFFICE 


NEW YORK ACCIDENT BRINGS 
TWO WELL-KNOWN STATION- 
ERY PERSONAGES TOGETHER 

Perhaps it was just a coincidence, 
perhaps a whimsical trick of fate 
that turned Charlie Lipman's foot- 
steps toward Chambers and Broad- 
way in New York at noon one day 
in late June. At any rate, upon ar- 
riving at this busy corner, he was 
immediately swallowed up by a 
crowd gathered about an injured 
pedestrian. One look at the victim 
was all Charlie needed to shock him 
into action—the injured party was 
none other than Dick Pomerantz of 
A. Pomerantz & Company, Philadel- 
phia. By this time, Pomerantz had 
regained consciousness, and the ex- 
tent of his leg, shoulder and head 
injuries ascertained. 

The victim was insistent that he 
not be taken to a hospital, so Char- 
lie escorted him back to his hotel. 
After undergoing treatment by the 
hotel doctor, Pomerantz seemed to 
be no worse for the experience, but 
the following morning brought the 
George B. Graff Company repre- 
sentative news that Pomerantz had 
been confined to the Beekman 
Street Hospital for treatment and 
observation. Three weeks later, Dick 
returned to Philadelphia, but in or- 
der to recuperate fully is planning 
to spend some time at the shore 
where he hopes to be benefited by 
the sea air. 

Ironically enough, the driver of 
the car which struck Pomerantz was 
an insurance claim adjuster for the 


City of New York. 





BOSSE, HEAD OF IMPERIAL DESK, 
ALSO FINANCIER 


The manufacture of office equip- 
ment is not the only field in which 
Gilbert H. Bosse, president of Im- 
perial Desk Company, Evansville, 
Ind., has made his mark. He has 
long been recognized as one of the 
leading fiscal experts in the southern 
Indiana city, and is currently serving 
both as county treasurer of Vander- 
burgh County and as city treasurer 
of Evansville. 

Moreover, he heads Thrift, Inc.., 
an Evansville loan institution which 
has been serving the people of that 
area for the past |8 years. Evidence 
of his efficient guidance of this in- 
titution was indicated recently by 
the moving of Thrift, Inc., to new 
and larger quarters at Sycamore 
and Fourth Streets in Evansville. In 
addition to its loan functions, the 
company also owns a_ subsidiary, 
Commercial Agency, Inc., which 
specializes in the writing of several 
types of general insurance. 
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PREST-O-PRINT VICTORY MODEL DUPLICATOR 
HELPS SOLVE MANPOWER SHORTAGE 

An interesting answer to man-and-woman-power 
shortage in offices, as well as an answer to shortage 
in duplicating machines, is seen in the production of 
Prest-O-Print, the Victory Model Duplicator, distrib- 
uted by Bainbridge, Kimpton & Haupt, Inc., 218 Green- 
wich Street, New York 8, N. Y. 

Equipped with standard typewriter stencil and with 





PREST-O-PRINT DUPLICATOR 


stylus and writing plate, simple in operation, Prest-O- 
Print is recommended by its distributors for use by 
schools, clubs, restaurants, institutions and business 
offices, by any organization that needs multiple copies 
of either typewritten or handwritten matter. 

With no mechanism to get out of order, with no 
moving parts to become dislocated, any operator, how- 
ever inexperienced, can turn out satisfactory copies 
with the simple action of “press-to-print.” The unit 
is delivered complete and ready for operation. Ap- 
proximately 5,000 copies can be turned out with one 
inking. The pre-inked pad can be re-inked indef- 
initely. Additional ink is supplied with the original 
equipment. Three stencils and correction fluid are 
also included in the unit. The standard letter size 
stencil is used. 

Prest-o-Print is protected by U. S. patent applica- 
tion and is guaranteed for ninety days against faulty 
material and workmanship. 

The device fits conveniently in traveling bag or desk 
drawer. When closed, its measurements are: two 
inches by nine inches by sixteen inches. It weighs 
six pounds. Prest-o-Print sells at retail for $24.75. 

Further information on the Prest-o-Print Victory 
Model Duplicator may be obtained by addressing the 
manufacturer at the above address. 

— *—-¢ - 

NEW CHICAGO POST OFFICE NUMBER GUIDE 

Chicago Postal Number Guide and Street Directory 
is the name of a 120-page book, size 81% by 4 inches, 
published by Horder’s Inc., which applies the new Post 
Office station numbering system to more than one 
million Chicago addresses. Included is a reproduction 
of the official postal area map of the city showing 
numbers applied to different sections. The use of the 
numbers speeds delivery of Chicago mail substantially. 

This directory, in its handy pocket size, provides the 
delivery number for any given address instantly. The 
book carries the imprint of the World Wide Press. It 
will be sold both through Horder’s Stationery Stores 
and Associated Stationers Supply Company, 231 S. 
Jefferson Street, Chicago. It is believed that station- 
ers in other cities will find the demand for this direc- 
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tory among concerns who wish to cooperate with the 
Post Office in establishing the new system, in addi- 
tion to saving time in the delivery of their own mail 
sent to Chicago addresses. The article number is 2510. 

Another new Horder product, article No. 2511, use- 
ful in connection with the directory is a 17 by 22 inch 
enlargement of the official Post Office map mounted 
on map pinboard, with washable surface and eyelets 
for hanging. 

A standard sticker which requires no imprint and 
comes with the zone number in large type is a useful 
and related product. The idea is for the user to at- 
tach it to his stationery so that the reply will come 
with his own zone number. It is put up twenty-four 
to a sheet, perforated for quick tear-out. The num- 
bers run from one to fifty-two. The stickers can be 
used in any city that has the new postal zoning. The 
article number of the sticker is 2512. 

The terminology for station numbers varies but the 
Post Office Department in Chicago has indicated a 
preference for the expression “station delivery num- 
ber.” 

— ee | 

WELLS PRESENTS NEW UPHOLSTERED CHAIR 

The Wells Office Furniture Company, 410-12 South 
Wells Street, Chicago, Ill., has announced a new, 
modern design upholstered arm-chair. It features an 





WELLS NEW ARM-CHAIR 


upholstered seat and back in high-grade leatherette 
available in six colors—maroon, tan, green, red, brown 
and blue. The new model is made of selected hard 
wood in walnut finish and lists*at $18. Shipping 
weight is 22 pounds. 

Additional information on the new chair, No. 3629, 
may be obtained by writing the manufacturer at the 
above address. 

—-¢ 
CRAM’S NEW PANORAMIC WORLD MAP 

Described in the new catalog of July 1, issued by The 
George F. Cram Company, Indianapolis, Ind., is the 
new Cram Panoramic World Map, 52 x 40 inches in 
size, and held by the company to be the handsomest, 
most readable map obtainable anywhere at any price. 
Backed by a rigid, money-back guarantee, the new 
map is printed in 8 contrasting colors in clear, easy-to- 
read type. An index at the bottom shows countries, 
populations, areas, capitals, form of government and 
key to locations. A list of islands and other special 
matter of world-wide interest and importance is also 
included. With the map are given 176 beautifully-col- 
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ored miniature flags with which to mark the battle 
fronts of the warring nations. 

The new catalog contains three pages of fast-selling 
maps, together with new models in globes—both regu- 
lar and illuminated. Interested dealers may obtain 
both the catalog and detailed information on the new 
panoramic map by communicating with The George 
F. Cram Company, 730 East Washington Street, In- 
dianapolis 7, Ind. 

Oo 

NEW WAR MODEL COPYHOLDER ON MARKET 

The 1943 CopyRIGHT War Model Copyholder, built 
largely of non-critical materials duplicates in per- 
formance and appearance the all-steel CopyRIGHT 
that has been on the market for 14 years. It permits 
stenographers and typists to read notes and “copy- 
work” suspended directly in front of the natural line 





1943 COPY RIGHT WAR MODEL COPYHOLDER 


of vision. The line-indicator points out the reading 
area. The copy moves up a line or more at a time 
while the line-indicator remains stationary, so that 
the reading area is always in the same place—directly 
in front at eye level. 

The “Model 12” will hold books and sheets of any 
width up to 12 inches in width, and up to 18 or more 
inches in length. Five other models have holding 
facilities at the top and line guide for sheets up to 16, 
20, 25, 30 and 36 inches in width. 

The manufacturers, the Copy Right Manufacturing 
Corporation, 53 Park Place, New York City, N. Y., will 
gladly send literature and complete data to interested 
persons. 


NEW INTERCOMMUNICATION SYSTEM ON 
MARKET 


One of the newest developments in intercommuni- 
cation equipment has appeared on the market in the 
new Talk-A-Phone Model LP-77. The new Talk-A- 
Phone may be used in any combination up to 10, using 
both “master” stations and selector-type sub-stations. 





TALK-A-PHONE MASTER STATION AND SUB-STATION 


Master stations may now carry on a completely private 
conversation between each other without interruption 
or eavesdropping by remote stations. With the new 
innovation of “selector-type” sub-stations, these out- 
lying stations may now select the “master” to which 
they wish to speak; thus a completely flexible inter- 
office communication system may be had with instant 
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contact to all vital points without the use of a central 
switchboard operator. 

Variable volume control is adjusted at each “master”’ 
unit from a whisper to full room volume. Stations can 
be placed at any distance up to 2000 feet from each 
other. 

The system operates on 110 volts, AC-DC. Master 
stations are housed in sturdy walnut cabinets, sub- 
stations in durable metal cases. 

Full information aid descriptive literature may be 
obtained by addressing Talk-A-Phone Manufacturing 
Company, 1219 West Van Buren Street, Chicago, Ill. 

- — 
CARTER’S NEW DRAWING INK PROVING POPULAR 

A new “Electro-Polarized” black drawing ink, per- 
fected by Carter’s after more than two years of labora- 
tory work, is rapidly gaining favor among engineers, 
draftsmen, architects and artists. 

Several excellent qualities are ascribed to the new 
fluid. It is jet black, extremely sharp for ruling and 
lettering, and flows easily. Best of all, the ink retains 
its uniformity from start to finish. No shaking is nec- 
essary, the pigment remaining in complete suspension 
due to special processing. 

SS ee 
NEW WAR BOND WALLET PUT ON MARKET 

A convenient wallet for the safe-keeping of War 
Bonds has been developed by Wilson Jones Co. It 
opens like a billfold, has two pockets and an expanding 
cloth reinforced back. Designed to fit conveniently 
into a desk drawer or safety deposit box, the new 
wallet has a capacity up to 50 bonds. 

It is constructed of leather-grained brown cover 











WAR BOND WALLET BY WILSON JONES 


stock. Each wallet comes furnished with a War Bond 
record card. 

Interested dealers should write to Wilson Jones Co., 
Chicago, Elizabeth, N. J., or New York City, asking for 
descriptive circular No. DO1206. 

atte 
WELTY ANNOUNCES TWO NEW PENS 

Welty Pen Company, 38 South State street, Chicago 
3, Ill., announce two new numbers of sac pens. No. 6-W 
at $1.50 list and No. 45-W at $4.00 list are now available 
for fairly prompt delivery to dealers needing pens for 
their stock. No. 45-W is guaranteed for life. The 
manufacturer plans to supply it later with pencil to 
match in gift box. 

<=. 

HORNSTEIN ANNOUNCES NEW “MINI-BOOKS” 

Under the trade name of “Mini-Books,” a new type 
of address and memo book, and pocket diary made its 
initial appearance in stationery, gift and novelty 
stores late in July, Alfred D. Hornstein, creator of the 
line, announced. 

To stimulate sales, a five-tier counter display, con- 
taining sixty assorted books in five different styles, has 
been designed. Three of the individual numbers have 
imitation leather covers and retail at 30, 40 and 60 
cents, respectively. Two books have genuine leather 
covers and will sell at 50 and 75 cents. 

Four of the numbers are vest-pocket editions while 
the fifth style, known as the small address book, fits 
conveniently in a lady’s purse and is only 2-9/16 x 
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high ting hactories 


Industries producing WAR 
materials depend on machines 
to keep their records straight. 


PANAMA-BEAVER 
CARBON PRODUCTS 


for office machines of every 
description are the answer to 
industries’ demand for quick, 
permanent, clear copy work. 


Ask your Panama-Beaver Man! 


MANIFOLD SUPPLIES COMPANY 


Manufacturers . . . Coast-to-Coast Distributors 


Identified Ink and Fabric Products Which 
Meet All Possible Office Conditions 
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3-1/6 inches. This latter type, expected to appeal to 
women, contains a printed index, has a genuine leather 
cover and contains 76 pages. 

Among the most interesting of the “Mini-Books” 





ro 


MINI-BOOKS IN DISPLAY RACK 


are the vest pocket perpetual diaries designed 


for 
Rank insignias for army and 
matter 


servicemen or women. 
navy officers, the flag code and statistical 
make this an especially valuable pocket piece. 

National distribution is under the direction of Horn- 
stein Sales, 320 West Ohio Street, Chicago. Distributors 
interested in handling Mini-Books are requested to 


write the Hornstein firm. 
6 — we 3 


ALEXANDER BROWN INTRODUCES NEW VICTORY 
PARCEL POST LABEL 

A feature item of the new Alexander Brown 28-page 

catalog which has just been released is the new “Vic- 

tory” parcel post label now available for distribu- 

tion. These unusually attractive labels, 3 x 5 inches 














BROWN “VICTORY” PARCEL POST LABEL 


in size, are printed on a fine grade of white gummed 
paper in red and blue. The labels are packed 25 to a 
pad, and 24 pads to a carton. The list price of the 
new label is $1.80 per dozen pads. 
Complete details are available from 
Brown, 9 West Illinois Street, Chicago, IIl. 


Alexander 


REMINGTON RAND‘’S MEXICO CITY 
STAFF FETES WILLIAM MOSS ON 
HONEYMOON.—On the roof of Mexico 
City’s Hotel Majestic. Left to right, Srs. 
Antonio Prat, Kardex department; An- 
tonio Lavalle R., credit and collection 
department; P. Leventeris, accounting 
machine department; Ernesto Ayala, 
sales department; Mr. Moss, export man- 
ager, shaver and adding machine divi- 
sion, Buffalo; Srs. Mariano Soni, general 
manager, Remington Rand Internacional 
S. A., Mexico City: Alfonso Beteta, Kardex 
department; Jose E. Rojas, accounting 
department: Ignacio J. Medina, adding 
and calculating machine department; 
J. J. Perez Cordera, Powers department. 
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MELIND PRESENTS NEW JUSTRITE TYPE KIT 

As a wartime service to enlisted men and women 
who are required by regulations to mark their clothing, 
the Louis Melind Company is now offering the new 
Justrite Type Kit for cloth marking. The kit is suit- 
able for making up a rubber stamp of any name, rank, 
and serial number, and contains black indelible ink, 
brush, felt pad, typeholder, tweezers, and 14-point 
type. 

The unit is equally popular with students and house- 
keepers who wish to mark their linens to prevent 





JUSTRITE TYPE KIT 


laundry losses, and to enable them to keep an accurate 
record of the life-length of the apparel. 

Complete details and prices of the kit may be ob- 
tained by writing Louis Melind Company, 362 West 
Chicago Avenue, Chicago, IIl. 

Oe 
REMINGTON RAND’S MEXICO CITY STAFF 
FETES WILLIAM MOSS ON HONEYMOON 

When William Moss took his bride to Mexico City for 
a wedding trip early in June, it marked the first time 
in Mr. Moss 37 years with Remington Rand that he 
had traveled abroad on a purely personal mission. In 
honor of his new status, Sr. Mariano Soni, general 
manager of Remington Rand International S. A., ten- 
dered Mr. Moss a luncheon in Mexico City’s Hotel 
Majestic. Present with Sr. Soni were sales executives 
of all the divisions of the company’s Mexican organ- 
ization. 

Since the day Mr. Moss joined Remington Rand, he 
has traveled, he estimates, 576,000 miles, carrying the 
Remington Rand name and products into the remotest 
sections of the globe—now, thanks in part to modern 
office equipment—remote no longer. Mr. Moss is today 
the export manager for Remington Shavers and Rem- 
ington Rand Adding Machines, and he is now plan- 
ning for the days when his travels will begin again, 
when still greater overseas markets will be ready for 
development. 
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to make typewriters last longer 
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J. K. Gill Company Celebrates 75th Anniversary 


The J. K. Gill Company of Portland, Oregon, one of 
the largest stores of its kind in the Pacific Northwest, 
is celebrating its 75th anniversary this month, but not 
by selling books, stationery and office supplies! It’s 
War Bonds now! As a special anniversary gift to 
friends and customers it has sent out a number of 
leather War Bond wallets rather than the traditional 
“literary gem” of past celebrations. 

This is not an unusual tactic for Gill’s. In its 75 
years the store has never hesitated to go all-out for 
whatever cause came along whether it be blood dona- 
tions, Red Cross contributions, community chest or 
Boy Scouts. 

“Our job right now is to win the war,” says George 
Halling, general manager of the store, “We have al- 
ways made it a policy to do first things first with a 
watchful eye on the future. We celebrate our anniver- 
sary this year by doing the thing that has to be done 
now. We know, however, that our job extends beyond 
the war. When the fighting is over we will have a job 
of serving the thousands of westerners who will need 
preparation for new types of peace-time work and for 
adjustment to peace-time living.” 

Gill’s policy hasn’t hindered its retail or wholesale 
sales in the least. The store is one of the largest office 
and stationery distributors on the Pacific coast. Its 
office equipment department on the fourth floor is 
equipped with a large room so arranged with movable 
partitions that any sort of a private office can be set 
up quickly and arranged exactly as it will appear on 
the customer’s own premises. Mark Gill, grandson of 
the founder and secretary of the company, is manager 
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THE PORTLAND HOME OF THE J. K. GILL CO., NOW 
CELEBRATING ITS 75TH ANNIVERSARY.—One of the 
outstanding Pacific Northwest outlets of office ma- 
chinery,. office equipment and supplies, the Gill institu- 
tion was founded in Salem, Ore., back in 1866 by Joseph 
Kaye Gill, a former teacher at Willamette University. 
Above, a section of the organization's large and com- 
plete office furniture department. Below, the impressive 
Gill home since 1922, located at S. W. Fifth Avenue at 
Stark. 
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of the office furniture department. The store dis- 
tributes Globe-Wernicke company office equipment in 
Oregon and Washington. 

Recently the company experimented with a new leg- 
less desk, often called a combination table and desk. 
“It made a great hit, especially with doctors,” said 
Mr. Gill. 

In 1938 Gill’s became distributors for Mimeographs 
and Mimeograph supplies. They promptly put six 
special salesmen out to build volume on this specialty 
line of machines and supplies. Today the company 
sells a carload of Mimeograph paper a week. The firm 
also distributes Frederick Post Company’s engineering 
supplies and equipment. 

The J. K. Gill institution, which now occupies a ten- 
story building in downtown Portland, was founded in 
1866 in Salem, Oregon, by Joseph Kaye Gill, a former 
teacher, who remained actively associated with it right 
up until his death in 1931 at the age of 90. The loca- 
tion of the business changed several times before it 
finally settled down in its own home in 1922. Though 
the organization was originally based on the tradition- 
al book and stationery lines, Gill’s has added office 
furniture, architects’ supplies, engraving, leather 
goods, giftwares, and music until it is now known as 
the “Business Man’s Department Store.” 

Following Mr. Gill’s death in 1931, W. A. Montgomery 
was made president and general manager. In January, 
1941, George Halling was made general manager 
with Montgomery remaining as president of the com- 
pany. Other officers are Harold Gill, vice-president 


and Mark Gill, secretary-treasurer. 
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EASIEST FOR YOU 
TO SELL 


Graphic shelf packages make “Y and E” supplies easiest 
to sell and most profitable to you for three reasons. 

The quick self-identifying label on the end of each 
“Y and E” Empire box saves time of your clerks—time 
and stock investment of your customer—labels show 
clearly what cuts (tabs) are carried in stock. Even the 
greenest help can spot the desired tab'style folder 
instantly. 

The line is complete—folders, cards, guides, file 


pockets, complete filing systems, etc. Meets every filing 





need quickest—dust free—dirt free packages. 


““Y and E’’ Quality Brings Them Back for More 
Your customers can depend on “Y and E” quality and 
the coopevation of the “Y and E” System Department. 
That’s a combination that successfully solves all the 
filing and system problems of your customers—a service 
that is typical of the “Y and E” Franchise. 


YAWMAN»D FRBE MFG(O. 


1015 JAY STREET, ROCHESTER 3, N. Y. 
“FOREMOST FOR OVER SIXTY YEARS” 
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1/3 cut-1/2 cut or whatever is needed is clearly evidenced 
by the shelf box label. No time wasted inspecting contents 
of boxes. No misunderstood catalog numbers. 
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The Guest Book 


Dan Consodine of Kansas City, Mo., representative 
of Richard Best Pencil Company, and Jess Beck of 
Springfield Stationery Company, Springfield, Ill., vis- 
ited at the office of this journal June 25. Dan was in 
town on his regular territory coverage. Jess likewise 
had an important business mission. They attended the 
meeting of the Great Lakes Travelers Club held that 
same day. 


J. W. Fogg, proprietor of the Boulder Typewriter 
Exchange, Boulder, Colo., signed the Guest Book June 
25. Having attended the convention at Kansas City 
earlier in the week, he came on to Chicago to call 
upon several manufacturers of office equipment and 
supplies. Mr. Fogg’s field of operations covers a large 
area extending north to Montana. Besides typewrit- 
ers, his interests include filing equipment and sup- 
plies, furniture, loose leaf and fountain pens. 


W. L. Talbert, Talbert Typewriter Exchange, Casper, 
Wyo., was a Guest Book signer on June 28. He was in 
Chicago with Mrs. Talbert, following the National 
Office Machine Dealers Association convention in 
Kansas City last month. Circumstances have built 
a booming business in office machine repairs and 
service, he reports. Because of the national drain on 
civilian manpower, it is almost impossible to meet 
customers’ requirements in the matter of speed of 
service. While in Chicago Mr. Talbert called on sev- 
eral manufacturers and wholesalers of furniture and 
office supply lines. As his business is no longer con- 
fined to typewriters, Mr. Talbert is contemplating a 
change in the firm name to make it more in keeping 
with the broad lines of office equipment and supplies 
now carried. 


Joe C. Strauss of New York, representative of Auto- 
matic Pencil Sharpener Company, stopped in the office 
of this journal for a visit while en route east from the 
company’s factory in Rockford. After some months of 
special work at the plant he left for a brief vacation. 
Joe has many friends among the trade, particularly 
in the East, the Middle West and the South, and is 
well known for his co-operation in association activi- 
ties. War demands have interrupted the flow of the 
company’s usual merchandise, but Joe keeps in touch 
as closely as possible with his dealers and, of course, 
will welcome the time when trade in industry goods 
again will be free. 


James H. Davison of Los Angeles, Calif., representa- 
tive of Jasper Office Furniture Company, the Fritz- 
Cross Company and Murphy Chair Company, was in 
Chicago for the July furniture market and found time 
to get in touch with the office of this journal July 1. 
The next day he met with the Great Lakes Travelers 
Club where he found a number of old friends, includ- 
ing George Cormack, with whom he was associated 
when serving in an executive capacity with Wilson 
Jones Co. Side trips were made to Jasper, Ind., and 
St. Paul. Business throughout his territory, which 
extends from Denver westward, he reported as ex- 
cellent. 


C. W. Christensen of the Marshall Office Supply 
Company, Marshalltown, Iowa, signed the Guest Book 
July 12. He had come to Chicago on a buying trip 
which he thought might require as much as a week. 
Business, he reported, was excellent notwithstanding 
the shortage of various types of merchandise. He 
told of great interest in one of his departments called 
the canteen which was patronized liberally by parents 
and friends of men in the armed forces. Opportunities 
for the sale of goods in the early fall for Christmas 
delivery abroad, he said, were excellent, with customers 
showing particular interest in merchandise of better 
quality. 

Berne Klayman and E. Van Buren of Berklay Sta- 
tionery Company, Kansas City, Mo., signed the Guest 


42 





Book July 17. They had come to Chicago on a business 
mission of several days, after which they planned to 
return by way of St. Louis and the South in the inter- 
est of another enterprise with which both are associ- 
ated. The Berklay business had its inception in the 
depression. Mr. Klayman reports an attractive and 
steadily increasing volume. 


Arthur Hopkins, store manager of the Clarke & 
Courts branch in Dallas, Tex., was a welcome guest on 
July 19. He had just started on a journey of visitation 
to factories of manufacturers whose lines are handled 
by his company. While en route he planned to call 
on other producers to get the latest information on 
office furniture and supply lines and their availability. 
Originally concerned with the lithographing division 
of the business, Mr. Hopkins now has a special interest 
in office furniture. His periodic trips to factories keep 
him unusually well informed. 


Max Friedland of St. Paul Typewriter Exchange, St. 
Paul, Minn., accompanied by Alfred Kisson of Chicago, 
called at the office of this journal July 20. He had 
attended the National Typewriter & Office Machine 
Dealers Association convention in Kansas City last 
month, after which he embarked upon a business trip 
resulting in the acquisition of a substantial number 
of machines. The convention, he indicated, developed 
aggressive thinking among the dealers. 


H. J. Stephens of Minneapolis, representative of 
Rockwell-Barnes Company, stopped at the office of 
this journal briefly July 23 following an extensive trip 
through the southern states. After several days in 
Chicago he expected to continue on into the North- 
west. He expressed appreciation of the dealers’ recep- 
tion of the company’s products manifested by a 
steadily increasing volume. 


BY TELEPHONE 


William G. Huston, vice-president and general man- 
ager of Alexander Brothers, Limited, Honolulu, Hawaii, 
registered with the office of this journal by telephone 
July 15. After spending several days in and around 
Chicago he flew on to New York where he expected to 
remain three or four days before starting the return 
trip to the Hawaiian Islands. Most of his experience 
has been in continental United States, but Mr. Huston 
became associated with the Alexander company a few 
years ago and was quickly sold on Hawaii as the 
“Paradise of the Pacific.” 


AT THE CHICAGO ATHLETIC CLUB 


Theodore F. Peirce, president of the Pacific Desk 
Company, Los Angeles, Cal., and a representative of 
this journal visited at the Chicago Athletic Club July 
16. The thirtieth anniversary of his company was re- 
corded two months ago in the pages of this journal. 
His trip was in the interest of the company and Opti- 
mist International, an organization with which he has 
been associated for twenty-six years. A reference to 
his election to the presidency appears elsewhere in this 
issue. While in Chicago he visited with office furniture 
dealers and manufacturers. He expected to return to 
Los Angeles toward the end of the month. 


o—s ee 


BROKERAGE OFFICE SUPPLY CLOSES DOORS 

M. A. Moers, owner of the Brokerage Office Supply 
Company, 111 East Fourth Street, Cincinnati, O., has 
announced that his business has closed its doors for 
the duration. The impossibility of obtaining many 
types of merchandise and long delayed shipments on 
other commodities were responsible for his action, Mr. 
Moers stated. 

All remaining items of stock have been removed to 
the Moers residence, where Mrs. Moers will continue 
to carry on the functions necessary to winding up the 
business. The former stationer has taken a position 
at Army Air Force Patterson Field, Fairfield, O., as an 
expediter of office supply purchases. 

1943 


OFFICE APPLIANCES, August, 





to 
er- 
ci- 


nd 


on 
led 
all 


on 


in 
1- 
)- 

a 


— SS “ a 





How to attract beautiful 





secretaries to your store 























Some dealers handle *Roytype Carbon Papers be- 
cause they win the sweet smiles of all the beautiful 
Sop), as secretaries in town. We don’t see why anyone would 
“Wines. bon ” want a better reason for being a Roytypesdealer, 

but, confidentially, the Roytype line is a stéady re- 
peater and profit-puller . . . especially if you use 
these—5 Big Dealer Helps! 
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PTR Carbon Papers and Ribbons 
made by the ROYAL TYPEWRITER COMPANY 
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The historic edifice now occupied by Eagle was for- 
merly the home of one of the nation’s first mail order 
houses. Details of the new location, which has a total 
of 36,000 square feet, are treated in the July issue of 
OFFICE APPLIANCES. Upper left, the office of E. H. 
Geisendorf, president of the organization. Upper right, 
the attractive view of the store which greets a customer 


STRAUB RETURNS TO SYRACUSE 


Joseph E. Straub, veteran of the typewriter industry 
in Syracuse, N. Y., who in 1937 was transferred to 
Elmira, N. Y., by Remington Rand, Inc., is back in 
Syracuse as manager of the company’s Gifford Street 
plant. He succeeds G. K. Howland. 

Straub, who was the company’s plant manager in 
Elmira, retired in September, 1941. In April, 1942, how- 
ever, he responded to a war emergency call to resume 
his duties as manager of the Elmira factory. 

It was at the old Monarch typewriter plant in Syra- 
cuse in 1905 that Straub began his career. In 1915 the 
Remington Typewriter Company, which in the mean- 
time had acquired the Monarch business, sent him to 
its lion plant. He participated in development of the 
Remington portable typewriter—GET 
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MODERN DESIGN KEYNOTES EAGLE OFFICE EQUIPMENTS NEW BUFFALO HOME 


at the Main Street entrance. Center left, looking 
towards the main entrance from the mezzanine. Center 
right, the office of Russel Koen, vice-president. Lower 
left, a portion of the $1,200 worth of door prizes dis- 
tributed at Eagle's Open House Party. The gifts ranged 
from stationery to a lady's 2l-jewel wrist watch. 
Lower right, a busy corner of the printing department. 


PRATT TO HANDLE WEST COAST FOR FABER 

Howard Pratt, operating out of Pasadena, California, 
has just been appointed to handle the Pacific coast 
and far west territory for A. W. Faber, Inc., according 
to an announcement received from the company’s 
Newark, N. J., headquarters. Mr. Pratt has been iden- 
tified with the stationery industry for more than 18 
years. In addition to A. W. Faber, he will also repre- 
sent the Moore Push-Pin Company of Philadelphia. 
His territory takes in Montana, Wyoming, Colorado, 
New Mexico, Idaho, Utah, Arizona, California, Oregon, 
and Washington. 

Mr. Pratt will devote his efforts toward the promo- 
tion and sale of the entire commercial and technical 
A. W. Faber line, including the well-known WINNER 
Techno-TONE drawing pencil. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. 4 


London, June 25, 1943 


N JUNE 8, W. J. Richardson celebrated his 80th 

birthday and his many colleagues in the industry 
paid tribute to the occasion. As one of the pioneers in 
the office appliance industry, he was responsible for 
opening the field of office work to the present genera- 
tion. 

When typewriters were practically unknown Mr. 
Richardson entered the field and in November, 1943, 
will have completed 60 years connection with the type- 
writer industry, a record for this country. And few—if 
any—in other countries have been for so long in the 
typewriter business. In November, 1883, while on a 
visit to the U.S. A., he got in touch with Charles Spiro, 
who was at that time engaged in inventing a small 
pottable typewriter on the wheel and dial principle. 
This machine he .introduced to the British market 
under the name of “COLUMBIA,” after securing the 
sole selling rights for this country. His experience in 
handling this machine convinced him there was a 
wider field for standard size typewriters with visible 
writing. Further conferences with Mr. Spiro and many 
visits to the U. S. A. resulted in the No. 1 Model Bar- 
Lock with visible writing (1887), claimed to be the 
first typewriter having visible writing. It also had a 
duplicate keyboard, adjustable margin stop with scale, 
carriage release, automatic line spacing, automatic 
ink ribbon reversing gear, removable ribbon spools, 
celluloid concave keytops, steel key levers and the type- 
bar lock. These in the days of the old quill pen and 
dingy badly-lit offices, when it was revolutionary even 
to suggest the mechanical production of correspon- 
dence. 

In the spring of 1914, Mr. Richardson bought out 
the remaining American interests in the Bar-Lock, 
with the intention of manufacturing entirely in Great 
Britain, but the war intervened and it was not until 
1920 that the single keyboard Bar-Lock was produced, 
designed by his son, Donald S. Richardson. 

“In 1889 he commenced manufacturing typewriter 
ribbons and today proudly shows specimens of the 
typing and letterpress copies of the first ribbon he 
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made. A further addition to his manufacturing pro- 
gram was that of carbon paper in 1915. Barco ribbons 
and carbon paper became universally known. 

There are few men who have had a larger individual 
share in the development of the typewriter industry 
generally, or who have controlled bigger interests for 
as long a continuous period, or who have traveled 
more extensively than W. J. Richardson. He has many 
interesting memories of the early days of typewriters. 
One of his early exploits in advertising was to make 
use of the winter courses of technical and scientific 
lectures given by various municipalities, using his cele- 
brated lecture on “Typewriters and their Construction” 
illustrated by lantern slides. 

A further interesting event was an article in The 
Times on the new field of employment for women, 
quoting Mr. Richardson as one of the prime movers in 
this new employment and mentioning the Bar-Lock 
typewriter. The next day H.M. Queen Victoria, having 
seen the article, sent one of her staff to the Bar-Lock 
showrooms to obtain further information. Subsequently 
Mr. Richardson was a visitor at Windsor Castle with a 
Bar-Lock and succeeded in obtaining the first order 
for a typewriter for use in the royal household. This 
was the forerunner of many such Bar-Locks, for he 
was eventually appointed “Typewriter Maker” to H.M. 
Queen Victoria, H.M. King Edward and H.M. King 
Ceorge. 

Mr. Richardson has also had a very interesting 
career in public affairs as a justice of the peace for 
his county, and had not war intervened would un- 
doubtedly have been elected M.P. for North Hunting- 
donshire. He was the first typewriter man to be a 
parliamentary candidate. He also took a prominent 
interest in social work as chairman of various mens’ 
institutes and clubs. 

In 1921 he was one of the original founders of the 
Office Appliance Trades Association of Great Britain 
& Ireland, serving on the executive committee and as 
its third chairman in 1923. 

In this country, W. J. R. is held in high esteem and 
is acclaimed one of the “grand old men” of the office 
appliance trade.—SSE 
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RING BOOK SHEETS 
CLOTH EDGE 


For Permanent Records... 
Subject to Frequent Handling 


Cloth strip reenforcement at hinge multi- 
plies strength of sheets many times. Avoids 

tearing of sheets at punchings and the need 
er of patching with eyelet reenforcements. 
we Bulk is approximately half that of sheets 
0, reenforced with cloth eyelets. 


Reenforcing strips are in three widths, 
attached to sheets in staggered order to 
avoid bulk. Automatic machine production 
assures uniformity and neatness. 

































































































































































































































































Sheets are of fine quality Bond Paper, 
a substance 20, plain or faint ruled. Available 
% in full range of sizes. 
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MEETINGS—CONVENTIONS—DINNERS 





WALLACE NAMED FIRST PRESIDENT OF NEW PEN 
AND PENCIL MANUFACTURERS ASSOCIATION 
At the first meeting of the newly-formed Fountain 

Pen and Mechanical Pencil Manufacturers Association 

held recently at the New York Athletic Club, W. Frank 

Wallace, sales manager of Inkograph Co., Inc., was 

named president. Also installed at the meeting were 

the following officers: Vice-president, T. Hirsch, Salz 


Brothers; treasurer, J. R. Frank, American Improved 
Products; secretary, A. H. Berwald, Eagle Pencil Com- 
pany; executive secretary and general counsel, Nor- 
man L. Marks. 

The executive committee named, in addition to the 
officers, is comprised of the following members: Chair- 
man, Julius M. Kahn, David Kahn, Inc.; A. G. Frost, 
Esterbrook Pen Company; J. C. Musser, Eberhard 
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AT THE GREAT LAKES TRAVELERS’ GOLF TOURNAMENT 


1. W. Rogers, Victor Safe & Equipment Co.; Fred Jones, 
Horder's, Inc.; A. J. Hedman, Horder’s, Inc.; Bill Boyd, Acco 
Products, Inc. 

2. G. O. Stevens, Stevens-Maloney & Co.; R. Maneval, 
A. W. Faber, Inc.; Ed Conlon, Rockwell-Barnes Co. 

3. Dick Gingland, Esterbrook Pen Co.; Mr. Mueller, guest 
of Hy Linden; Hy Linden, Ace Fastener Corp.; Parle 
Cooley, Bates Manufacturing Co. 

4. F. Giuntini, Utility Supply Co.; Stewart Winslow, Whit- 
ing Paper Co.; Rudy Janovsky, Wilson Jones Co.; Saul 
Hurtig. Acme Stationery Co. 

5. R. Achtner, Office Stationery Co.; Gordon Kickels, Globe- 








Wemicke Co.; Ham Warnock, Globe-Wemicke Co.; 
F. Achtner, Office Stationery Co. 
6. W. McCullough. guest of Bill Smith: Bill Smith, Ace 


Fastener Corp.; Bill Cox, The Carter's Ink Co. 
The first fairway at Rolling Green, site of the tournament. 
A. C. Van Horne, Eberhard Faber Pencil Co.; Earl Col- 


es 
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lins, Rockwell-Barnes Co.; Ray J. Eichenlaub, Service 
Steel Products Co. 

9. John P. Hoffman, MacTaggart-Hoffman Co., Port Huron, 
Mich.; Bill Dalton, Advertising. 

10. A. Olson, Cless O. Burras Stationery Co., Inc., Oak Park, 


Ill.; Bill Ridley, American Pad and Paper Co.; Tom 


Gillice, Rockwell-Barnes Co. 

ll. H. Pancoast, Columbia Ribbon and Carbon Mfg. Co.; 
F. A. Mennell, Schuster and Ward, Inc. 

12. L. Rose, National Blank Book Co.; H. Balch, Quality Park 
Envelope Co.; E. Just, Just and Son; C. Jones, C. L. Bark- 
ley & Co. 

13. A foursome it took eight caddies to handle; G. J. Aigner, 
G. J. Aigner Co.; his guest, C. Timm; E. L. Wirth, Gane 
Brothers & Lane, Inc.; George Aigner, G. J. Aigner Co. 
One of the caddies escaped the camera. 

14. H. Nelson, Just and Son; Bill Carmen, Federal Glass Co.; 
Bill Tynan, Stafford Ink Co. 

(The story of the tournament appeared on page 46 of the 
July issue of OFFICE APPLIANCES.) 
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FOR YOUR CUSTOMERS ... FOR YOU 


Your customers associate the word SILK with high 


- quality, beautiful appearance . . . the word GAUZE 
with transparent yet tough fabric . . . both words to- 


gether with beautiful appearance and outstanding per- 


formance. 


(s the name implies, SILK GAUZE Carbon Paper can 
he depended upon for beautiful WORK. SILK GAUZE 
is resistant to curl, flaking, wear-and-tear. Each sheet 
is accurately marked by weight and writing strength to 
denote in advance the exact work requirement for which 


s intended. It is as versatile and tough as a para- 


it 





trooper. Can be used anywhere on any model 
typewriter .. . works sales wonders for you re- 
gardless of your type of trade. Ask us for sam- 


ples, prices and display material. 


OF _ COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC 


Main Office & Factory—Glen Cove, L. |., N. Y 
1e Pate r 


+ 40th $+ Ka 
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Faber Pencil Company; E. J. Stern, Scripto Manufac- 
turing Company; George Bartol, C. Howard Hunt Pen 
Company; Clinton Marshall, Marshall and Meier. 
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INTENSIFIED “READY-MASTER” SERVICE 
ANNOUNCED AT COLUMBIA SALES MEETING 

Intensified new service and sales ideas on the Colum- 
bia “Ready-Master” duplicating process were intro- 
duced to Columbia sales representatives at a meeting 
recently held at the main office and factory of the 
Columbia Ribbon & Carbon Mfg. Company, Inc., Glen 
Cove, L.I.,N. Y. Representatives from Virginia, Wash- 
ington, D. C., Seattle, Wash., California, Portland, Ore., 
and Ohio were present, together with a number of men 
from the metropolitan New York sales staff. Also pres- 
ent were R. C. Moore, Columbia’s western sales man- 
ager and Leo Ebling of the Columbia Products Com- 
pany, New Orleans, La. 

Increased and widely varying demands on Ready- 
Master were discussed and new service, sales and pros- 
pect ideas developed by Columbia sales and service re- 
search staff were enthusiastically received by those 
attending, all of whom have already built up enviable 
records in dealer and customer co-operation on Ready- 


Master. 
icetia liai  ee 


LADIES’ DAY OF N. Y. STATIONERS GOLF ASSOCIA- 
TION BRINGS EXCELLENT TURN-OUT 


The Westchester Country Club, at Rye, N. Y., was 
the scene of plenty of golf, bridge and dancing activity 
on June 22, at the fifth tournament of the year spon- 
sored by the New York Stationers’ Golf Association. 
It was Ladies’ Day and no small part of the success of 
the get-together was due to a large turn-out of the 
feminine contingent. 

Luncheon was served on the Sports House Terrace 
from 12 noon to 2 P. M., and foursomes began to tee 
off immediately afterwards. Most of the ladies present 
devoted the afternoon to bridge and other activities. 
The tournament was followed by a dinner dance at 
night, with Roy O’Hara’s orchestra furnishing music 
for the affair. More than 100 members and guests 
were in attendance during the day and evening. 


Scores for the day’s play were as follows: In the 
Class A competition, F. G. Huber won both low gross 
and low net, with scores of 82 and 67, respectively. The 
Class B gross was won by Henry Levy with a 94, the 
Class B net by H. S. Sanders with a 68. Lt. K. R. Hill 
and Sgt. S. Levy of the U. S. Army, guests, shot 67 and 


AT NEW YORK STATIONERS’ LADIES DAY OUTING 


l. Harry Yager, David Kahn, Inc.; D. A. Davies; Sam Kahn, 
David Kahn, Inc.; R. J. Urmston, J. S. Staedtler Pencil Co. 

2. C. H. Engstrom, guest; Rudy Franz, unattached; E. G. 
Geehring, American Paper Goods Co.; J. G. Bosworth, 
Bosworth Envelope Co. 

3. Herman Price, Mrs. R. A. Kennedy, Henry Moedel, and 
R. A. Kennedy, all of Eagle Pencil Co. 

4. Al Yager, guest; G. W. Fairchild, retired: Ted Davies, 
guest: G. F. Griffiths, Noesting Pin Ticket Co. 

5. Ben Josephson, Cooke & Cobb Co.; Ben T. Sandner, Russia 
Cement Co. 

6. R. B. Sainberg, Sainberg & Co., Inc.; Julius Kahn, David 
Kahn, Inc.; Chas. W. Schatzlein and Guy King, both of 
American News Co.; Irving Sameth, Sameth Exterminat- 
ing Co. 

7. G. H. Barber, War Shipping Administration; E. T. Mac- 
Intyre, Defiance Sales Co.; Mr. and Mrs. W. D. Evans, 
W. A. Sheaffer Pen Co. 

8. Arthur Cohen, guest; Leon Meyers and Henry Levy, Silver 
Stationery Co.; Irving Meyers, guest. 

9. J. A. Cassell, M & K, N. Y. C.; H. S. Sanders, Stationers & 
Publishers Board of Trade; Lt. K. R. Hill and Sgt. Sid Levy, 
both of the U. S. Army. 

10. F. G. Huber, Eberhard Faber Pencil Co.; L. H. Tavernier, 
Jr., Fulton Specialty Co.; M. A. Morrissey, American News 
Co.; J. C. Musser, Eberhard Faber Pencil Co. 

ll. Percy Elias, H. Walser and Ben Abrahams, all! of Royal 
Office Supply Co., New York City. 
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JOIN THE GOVERNMENT'S 
NATION-WIDE V-MAIL DRIVE! 


DoThs: 





IN WINDOWS AND ON COUNTERS 


Now! vispLay SHEAFFER'S V-BLACK Shep 


Now! 


Now! 
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Sheaffer's V-Black SKRIP writes a lustrous ebony black that 
stays black! Black photographs best in V-Mail reproduction. 


DISPLAY SHEAFFER'S BLACK 
LEADS: Archie end Sao 


Sheaffer's leads are preferred by millions because they write 
blacker, last longer, fit all pencils, are smoother to use. 


DISPLAY SHEAFFER'S VOYAGER! 


Between September 15 and October 15, 1943 for Army per- 
sonnel, and up to November 15, 1943 for Naval personnel, 
post offices will accept Christmas parcels—including Sheaffer's 
Voyager—for members of the Armed Forces serving outside 
the continental United States without any requests from 
addressee. 


W. A. SHEAFFER PEN COMPANY, FORT MADISON, IOWA 


SHEAFFERS | 


August, 1943 

















HE SpaceMaker Guide with Magnified 

Indexing insures easy reading in a natural 
position. The plastic tabs in four sizes and 
three colors... amber, salmon and green 
. .. being above the filed material permits 
the use of the full size of the tab and saves 


valuable filing space. 


SpaceMaker Vertical Guides and Folders are 
made of twenty-five point gray pressboard in 
letter and cap sizes with 2” and 3” tabs in 


various arrangements. 


Card Guides, Check file guides and guides 


for tabulating machine cards are available 
with blank, alphabetical, monthly, daily and 


geographical inserts. 


THE GENERAL FIREPROOFING 
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69 net scores, respectively. The leaders’ standings in 
points at the end of June was as follows: Class A, 
S. Kahn, 13 points; Class B, H. Yager, 10 points. Run- 
ners-up in the Class A and Class B groups were L. H. 
Tavernier and Henry Levy, with 7 and 10 points, 
respectively. ; 

The sixth tournament, held July 8 at Ridgewood 
Country Club, Ridgewood, N. J., was attended by 
eighteen members and five guests. Low net in Class A 
went to R. J. Urmston and D. A. Davies who tied with 
cards of 76. Class B competition also ended in a dead- 
lock between G. W. Fairchild and H. Yager, with net 
cards of 70. The point standing, including the scores 
at Ridgewood, showed S. Kahn leading Class A with a 
total of 13 points, and H. Yager setting the Class B 
pace with a 14-point total. L. H. Tavernier and Henry 
Levy were runners-up in Class A and Class B, re- 
spectively. 

<_< 


N. Y¥. GROUP HOLDS 4TH ANNUAL TOURNAMENT 


The Office Eauipment Dinner Club of New York held 
its fourth anual golf tournament Tuesday, June 22, 
at the Garden City Country Club. About 40 members 
and guests attended. 

Entertainment, aside from the tournament, con- 
sisted of tennis, cards and a “clock tournament” held 
on the putting green. Prizes, consisting entirely of 
War Stamps, were won by the following: Low gross, 
Charles Lane, Danes Dancker Lane, Inc.; low net, Har- 
vey Bright, Bright Chair Company; high gross, Her- 
man Lakow, Samuel Lakow & Sons; high net, Fred 
Sorenson, Regan Office Furniture Company; most 
“7’s” on score card, Bob Haywood, Macey-Fowler Com- 
pany; most “8’s’” on score card, George Wray, manu- 
facturers’ representative. The presentation of prizes 
was made by Bernard Nemlich of Regan Office Furni- 
ture Company. 

During the dinner an appeal was made that scrap 
leather samples be collected for the rehabilitation of 
wounded soldiers in hospitals throughout the New 
York area. Don McCrea, Lackawanna Leather Com- 
pany, was named chairman of the collection cam- 
paign. 

*—- 
WINNIPEG STATIONERS STAGE ANNUAL MATCH 

The annual golf tournament of the Stationers’ Asso- 
ciation of Winnipeg was played at Tuxedo Golf Club 
on Tuesday, July 6. The weather was ideal and the 
turnout excellent. 

Highlight of the tournament was a hole-in-one made 
by Charlie Nicholson, of Baker-Nicholson Ltd., on the 
150 yard ninth, a shot worthy of congratulations. 

Winner of the low net was Cliff Smye of the Peerless 
Carbon & Ribbon Company of Manitoba Ltd., who 
qualified for the “Luckett” golf trophy with a net of 
67. Trev Fordyce of the Willson Stationery Company 
a qualified for the “Savoy” trophy with a low net 
of 68. 

Tournament prizes were donated by Dennison Com- 
pany of Canada Ltd., Eagle Pencil Company Ltd., 
Gregory-Cartwright Stationers Ltd., Office Specialty 
Company Ltd., T. Eaton Company Ltd., and The Will- 
son Stationery Company Ltd. 

—-¢ 


GREAT LAKES TRAVELERS PLAN OUTING AT 
WESTWARD HO 

August 26 was selected as the date for the second 
golf outing of the season for the Great Lakes Travelers 
Club. The place is the Westward Ho Golf Club to 
which a number of members of the industry in the 
Chicago area belong. It is located near Melrose Park, 
Ill., on Wolf Road about a quarter of a mile north of 
both Lake Street and North Avenue. Good attendance 
of travelers and dealers is expected. Out-of-town 
guests are especially invited. Any member of the club 
will be glad to help visiting dealers make arrange- 
ments to reach the course which is located about 
seventeen miles from downtown Chicago. 
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MELIND FOREMEN PLAN 50TH ANNIVERSARY 

Fifty years of service and progress is a record the 
Louis Melind Company, Chicago, Ill., has every right 
to be proud of. Plans for the impending celebration 
on August 1 and for the future were laid at a dinner 





MELIND FOREMEN MEET TO FORMULATE PLANS FOR 
COMPANY'S 50TH ANNIVERSARY CELEBRATION 


meeting of the foremen of the various plant depart- 
ments and the office force of the company on June 10. 

The Louis Melind Company, located at 362 West 
Chicago Avenue, Chicago, Ill., is one of America’s 


largest manufacturers of making devices. 
© elie ee — 


PALESTINE FIRM INVITES AMERICAN VISITORS 


In a letter dated June 6 in Tel-Aviv, Palestine, and 
received three weeks later by OFFICE APPLIANCES, the 
Palestine Orient Company Ltd., invited American visi- 
tors in that area, particularly those emanating from 
the office equipment line, to call upon them during 
their stay in the Near East. Every assistance, it was 
stressed, would be given American visitors to help 
them remember their stay in that area as a most 
pleasant experience. 

The letter, written by D. Wengrinowitsch, also 
pointed out that the same difficulties prevailed in 
Palestine as in the United States, insofar as office 
machines were concerned. An unprecedented demand 
prevails there, he said, as against an acute shortage 
of office machines and equipment. 





VETERANS OF THE MOSLER SAFE ORGANIZATION.— 
These men, representing a total combined age of 452 years, 
have spent the major portion of their lives in the factories of 
The Mosler Safe Company at Hamilton, O.—one of the world’s 
largest builders of safes and vaults. Left to right: Ernest 
Fritzsche, 80; M. J. Braegger, 71; George Hulschult, 75; Phillip 
Weyle, 72; Joseph Wolke, 71: and Adam Braun, 83. 


August, 1943 


OFFICE APPLIANCES, 











, Oo 


; 





RY 
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. Steel-like storage and wardrobe 
cabinets made of pressed wood. No. 3618C 
ra . Boe : Combination Storage 
Sturdily constructed. Finished in saa na 
° Equipped with 4 shelves 
olive green enamel. The doors se°Ws x THs 18"D 
$56.75 | 
are thoroughly reinforced and are 
equipped with a locking device 
FOR . 
N controlled by a paracentrie lock 
-part- : ° 
ne 10. in the right hand handle. 
West 
rica’s 
* 
ORS No. 3618S Storage Cabinet 
y and Equipped with 4 adjustable shelves ALL WOOD ITEMS ON THIS 
h tne 36°W x 72”H x 18D PAGE REQUIRE . —_ oti i 
_ visi- rE SQUIRE A PRIORITY . No. 3618R 
— $55.00 RATING OF AA3 OR BETTER Bk eee ge gee 
8 and 1 coat rod 
t was 36”W x 72”H x 18”"D 
help $50.00 
most 





~~ BLUE PRINT CABINETS PORTABLE DESK FILE 


din 

office 

nand A combination letter file 
rtage with safety personal com- 


partment. Offers a means of 
keeping papers private. Can 
be moved from place _ to 
place. Both upper and lower 
compartments are fitted with 
lock and keys. 

Made of high quality pressed 
wood. Olive green finish. 
Brushed brass handles at 
each end. Guide rod operates 
in a depressed groove de- 


signed for eyeletted opera- 


No. 4028W 
$78.00 Including base. 


Without base deduct $10.00 


tion. 





No. 458W 
$29.00 


A five drawer Blue-Print Cabinet designed for the 
safe keeping o; drawings, maps, tracings and blue- Upper compartment 
ee to wong 24%,” x 39”, Made of seasoned plywood 123%” x 10%” x 24” 
rawers glide smoot i sasily. Material file« I] 
be free mess ke ag cone i nae \ sale ae SO ee 

“ st ‘ gs ; 1234” x 11” x 24” 
the rear and a lift compressor in the front of each 
drawer keeps prints in perfect order Cabinets can Height 30” 
be bolted into solid batteries. 33%” high including 
base 
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an 


NEWS & 





MISCELLANY 





—- 


BANDOLI NAMED VICTOR VICE-PRESIDENT 

Marvin S. Bandoli has been elected vice-president of 
the Victor Adding Machine Company, according to an 
announcement recently made by R. O. Buehler, presi- 
dent of the company. 

Mr. Bandoli joined Victor as general sales manager 
late in 1939. In the interval between that date and 
America’s entry into the war, Victor sales reached an 
all-time high with 1941 showing an increase of more 
than 160 per cent over 1939. Much of this progress 

















M.S. BANDOLI 


can be attributed to the introduction of new merchan- 
dising methods and a sound appreciation of the deal- 
ers’ problems. 

Before joining Victor, he was associated with the 
Nash-Kelvinator Corporation of Detroit for over nine 
years. He served in a number of sales executive posts 
including two years as national sales manager of the 
Household Refrigeration Division. In addition to his 
background in the business machine and home appli- 
ance fields, Mr. Bandoli served in an executive ca- 
pacity with the Northern States Power Company, and 
the Illinois Power and Light Company of Decatur. 

In his new assignment, Mr. Bandoli will be respon- 
sible for the company’s overall manufacturing activ- 
ities which include engineering, purchasing and pro- 
duction, in addition to his responsibilities as general 
sales manager. At present Victor’s manufacturing 
facilities are devoted almost exclusively to the produc- 
tion of high precision instruments of war. Most of 
these instruments are used in connection with Amer- 
ican bombers and are of a confidential nature. Plant 
facilities have been quadrupled, personnel has been 
more than doubled and hundreds of thousands of dol- 
lars have been invested in new machine tools and 
precision gauges. 
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BUCKWALTER NAMED GENERAL SALES MANAGER 
OF NATIONAL BLANK BOOK COMPANY 

Paul B. Buckwalter, New York branch manager of 
the National Blank Book Company, was elected gen- 
eral sales manager of the company at a meeting of the 
directors Saturday, July 10. Mr. Buckwalter is well 
known throughout the stationery field, both for his 
salesmanship and speaking ability. 

Buckwalter graduated from Franklin and Marshall 
College in his home town, Lancaster, Pa., after 
which he went to Harvard Business School. There he 
was a Classmate of Assistant Treasurer R. P. Towne. 
Trained in the factory and office at Holyoke, he was 
given his initial field assignment in the early twenties, 
being sent to Chicago to become manager of the com- 
pany’s young and growing branch in that city. 

So well did he perform his duties in this position 
that in 1932 he was transferred to New York to assume 
the direction of that office. Able and competent as a 
salesman, he is a popular figure among a host of 
dealers. 

Paul Buckwalter is also exceptionally well qualified 
as a leader of men. Most of National’s salesmen since 

















PAUL BUCKWALTER 


1934 have received a “workout” in New York under his 
guidance. The office at New York has experimented 
with new products and with new marketing methods. 
In recognition of his great value, he was elected a 
director of the company in January, 1937, to fill the 
gap caused by the death of Elmer Cornwell, former 
sales manager. 

In his new duties Mr. Buckwalter will retain his 
New York connections working out of New York with 
National salesmen in the field. He will spend a portion 
of his time with the Chicago branch. Mr. Buckwalter 
is married and has two children. 
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} ES, wartime demands are heavy. Today Leo 
pold designers and craftsmen, while still serving your 
customers in war-essential industry, are thinking and 
planning for tomorrow 

lake, for example our improved flat top ‘Service 
Line’’ desk. By receding the front inside legs 10 
inches, this wartime Leopold desk has added greater 
toot range increased comfort for its user 
[hese smartly designed Leopold desks today are 
hnding enthusiastic acceptance 

And with the dawn of “‘V”’ day, Leopold will be 


ready with a complete post-war line ot desks and 


bee ofhce furniture which combine the beauty, utility, 

ods. convenience and endurance on which the Leopold 

the reputation has been built 

ner Leopold has built service into its line since 1876! 

his 
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THE LEOPOLU CUMPANY - Burlington, Iowa 
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ROCKWELL-BARNES MOVES INTO MODERN 
QUARTERS IN DOWNTOWN CHICAGO 

The airy, modern offices, attractive appointments, 
warm cordiality and good fellowship that pervade the 
new quarters of the Rockwell-Barnes Company in the 
Pure Oil Building, 35 East Wacker Drive, invite the 
visiting stationer to make the organization’s new 
offices his first Chicago “port-of-call.” The new thirty- 
first floor offices, which provide a magnificent view of 
downtown Chicago and the lake front, are situated 
conveniently near the converging point of a network 











A GLIMPSE OF ROCKWELL-BARNES NEW BUSINESS OF- 

FICES.—Light, modern and airy as the location itself are the 

harmonious furnishings and decorations of the company’s new 
Chicago offices. 


of rails and boulevards which daily pour thousands 
into the Lake Michigan metropolis. 

“We realize,” said Tom Salsman, president of the 
company, “that it’s folks and not factories that a man 
wants to see when he comes to Chicago on business. 
That’s why we moved our desks downtown, and created 






SYRACUSE PLANT 
> 40 YEARS | 
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an attractive and convenient meeting-place right at 
the very crossroads of commerce.” 

The plant itself, with its modern high-efficiency 
equipment and continually growing output of spe- 
cialized paper products, remains at the former thirty- 
eighth street address. 











SYMBOLS OF ROCKWELL-BARNES 40 YEARS OF PROGRESS. 

—The appropriate commercial touch of the colorful merchan- 

dise-murals provides not only a realistic display of the 

company’s varied lines, but the unmistakable impress of 
modern business. 


The moving of the Rockwell-Barnes offices coincides 
with the fortieth anniversary of the organization. The 
company began business modestly as distributors of 
office supplies, but for the past several years has de- 
voted its activities almost entirely to the manufacture 
of packaged items for the stationer. Chief among 
these converted paper products are such items as 
adding machine rolls, stenographic notebooks, boxed 
and wrapped typewriter papers, and scratch pads. 








PLEASE 


[ExAa wee FS, 





Page 106 of the July issue stated that George Baird 
had been inducted. Not so, for George is 68. It’s his 
son, Paul, who’s in the Army deep in the heart of 
Texas. We regret the editorial fumble. 





REF 


= 





SERVICE RECORD-HOLDERS OF 
THE L C SMITH & CORONA TYPE- 
WRITER ORGANIZATION.—Above, 
left to right. recipients of 35-year 
pins were Earl L. Chrystal, William 
C. Snyder, Ernest A. Doxsee, Oscar 
H. Beckeman and Frank J. Crossman. 
Credited with 40 years of service 
were President H. W. Smith and 
Charles D. Stevenson, who began 
work for the company as a drafts- 
man in 1903. The awards, made 
July 7, also included presentations 
of pins to holders of 15-year, 20-year, 
25-year and 30-year service records. 
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The Answer to Your WHER 
ship’ question depends upon 


many hard-to-control conditions 





No. 1001 








In maintaining our service to the trade, 
we continue the study of forest prod- 
ucts, methods of processing, construc- 


tion, etc., with a view to improving our The manpower needs of our armed forces, military freight 
requirements, the critical material list and priority applica- 
tions to our output, all affect the speed and exactness with 
which we can ship your order for NEW INDIANA CHAIR CO. 


chairs. 


work and increasing production. 


Sometimes the situation is quite favorable; at others, all 
the restraints incidental to wartime production seem to com- 
bine with almost paralyzing effect. We extremely regret dis- 
appointing any old friend. On the other hand, we want to 
express our sincere appreciation of the understanding and 
sympathy so frequently shown us by the trade in connection 
with unavoidable delays. 


While present conditions continue, the NEW INDIANA 
CHAIR CO. pioneer line of all wood office chairs with tilting 
and swiveling features will be offered on proper priority with 
our unqualified recommendation and many dealers’ ex- 
periential approval. 


Note that present series may be ordered in quartered oak, 
birch walnut or birch mahogany. Note tilting action of execu- 
tive chairs, bumper strip on secretarial chairs, seat height 
adjustment, etc. See No. 408 chair with adjustable back 
rest, furnished all wood or upholstered if ordered as No. 
408L. We suggest you place your order at the earliest prac- 
ticable time. 


NEW INDIANA CHATR CU. 


JASPER, INDIANA 
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Insert drawers are available 
for 3’ x 5” and 4” x 6” cards, 
check and folded documents. 
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Card index files for 3’ x 5”, . 
4” x 6’, and 5” x 8" cards. 

















Many filing combinations 
can be i 
Wernicke horizon 
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with Globe- 
tal sections. 


<a 
~~ 





comprise the broadest line 


with the finest quality ... 


% For almost every purpose there is a wood file made by 


Globe-Wernicke . . . not just one or two numbers. 


Your customers requirements can best be met by Globe- 
Wernicke the largest manufacturer of efficient, attractive 


and dependable wood filing and office equipment. 


Of course, the standard styles are available like four drawer 
letter and legal sizes, but in addition there are: two and 
three drawer files . . . insert drawers . . . horizontal files 


and sections that can be built in many combinations. . 


card index cabinets . . . tabulating machine card files. 


Information will be furnished on request ... or by your 


Globe-Wernicke district representative. 
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MAKERS OF OVER 4,000 ITEMS NEEDED IN OFFICES 
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ADDRESSOGRAPH-MULTIGRAPH SELECTS KIRK 
TO HEAD EDUCATIONAL DEPARTMENT 

The Addressograph-Multigraph Corporation, Cleve- 
land, Ohio, has announced the appointment of J. V. 
Kirk to head their newly-established educational de- 
partment, a major division of the company set up as 
a special information service to their customers, pros- 
pects, dealers and field personnel. 

Emphasis will be placed on the extended use of 
Addressograph-Multigraph products and their methods 
of application, as well as advising all those concerned 
of new products and advancements resulting from the 
company’s extensive development and research in 
the office equipment field. 

Mr. Kirk is particularly well qualified to handle the 
activities of this new department, having had over 20 

















J. V. KIRK 


years experience in the business, during which time he 
has successively held the positions of salesman, dis- 
trict agent, sales school instructor, sales manager and 
special representative of the general manager, E. F. 
Richter. In his present capacity, Kirk will also act as 
assistant to Mr. Richter. 

Educational help to be presented under Mr. Kirk’s 
direction comprises the conducting of schools, clinics, 
regional meetings and agency sessions, and the prepa- 
ration and distribution of manuals, methods procedure, 
informative bulletins and reference material. 

The company, which has pioneered in the develop- 
ment and manufacture of business data writing equip- 
ment and office duplicating machines, is devoting a 
large share of their extensive facilities to the produc- 
tion of essential military materials in addition to sup- 
plying Addressograph, Multigraph and Multilith ma- 
chines and supplies for the War and Navy Departments 
and for war industries. 

——— > ie 


ARIZONA BANK ADVERTISES FOR TYPEWRITERS 

A unique advertisement for a bank appeared re- 
cently in an Arizona newspaper over the signature of 
the Valley National Bank. The institution, it seemed. 
had turned over all the late model typewriters it could 
spare to the Army and Navy. Under the heading “Our 
Typewriters Have Gone To War—will You Sell Us 
Your Old Machines?” the bank offered to turn over 
still more machines to the armed forces if it could get 
possession »9f enough usable old models to replace them. 

*—-> 


A. J. BIRD JOINS ROBINSON STAFF 

Robinson Reminders of Westfield, Massachusetts 
have announced that Alfred J. Bird has joined their 
executive staff. Mr. Bird, “‘Al’’ as he is known in the 
leather goods industry, has been associated with Bux- 
ton, Inc., for the past 18 years, as vice-president in 
charge of manufacturing. 

Mr. Bird will serve in a similar capacity with Robin- 
son Reminders, whose present problem is to meet the 
difficult conditions imposed by the war situation, and 
to increase production to the greatest possible extent 
in order to meet customer’s needs. 


OFFICE APPLIANCES, August, 1943 


\ 


SMUAG US 


WOOD CHAIRS 





No. 110-CA No. 140-CA 
STURGIS ARM STURGIS SWIVEL 
SWIVEL CHAIR CHAIR 


* * 


No. 222-FR HIGH BASE SWIVEL CHAIR 





No. 175-GL 
SIDE CHAIR 


No. 125-GL 
SIDE ARM CHAIR 


These new STURGIS Wood Chairs are different, smart. 
modern. 


They harmonize well with installations of Steel Office 
Furniture and are available in a wide range of color 
combinations, including oak or walnut stain. 


All the chairs are equipped with deep, saddle, comfort 
able seats and form fitting backs. Upholstery is in 
either Genuine Leather or duPont Cavalon. 


Sold exclusively through Office Equipment Dealers 





Write For PARTICULARS 


STURGIS POSTURE CHAIR CO. 


MICHIGAN 


STURGIS : 
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With the 
increased tempo of 


WAR 


and the 
resultant burden on 


BUSINESS 


Typewriters work 
longer harder hours 


BE PREPARED 
with the Necessary 
TRUE-MARK 


PLATENS 
PARTS, TOOLS and 
SUPPLIES — to 


KEEP "EM TYPING 


ForPromptand Efficient 
Aid—Depend on 


AMES SERVICE 
Ames Supply Lompany 


564 W. Randolph St., Chicago 

















37 Murray St., 583 Market St., 
New York AGENCIES Sen Francisco 


1905 Commerce St. PRINCIPAL CITIES 11 Pryor St., 
Dallas Atianta 
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UNDERWOOD ELLIOTT FISHER ANNOUNCES 
NEW YORK DISTRICT REORGANIZATION 


Effective July 1, 1943, the New York typewriter 
district and the New York accounting and adding ma- 
chine district of the Underwood Elliott Fisher Com- 
pany were consolidated into one district. 

The company also announced the appointment of 
Blaine Rawdon as district manager of the New York 
district. Mr. Rawdon joined the Underwood Type- 
writer Company in May, 1910. He successively was 
employed as auditor and branch manager and in 1933 
was appointed manager of the consolidated branch in 
Philadelphia, in which position he made an outstand- 
ing record. In September, 1941, he succeeded George 








BLAINE RAWDON 


Crouch as district manager of the New York type- 
writer district. 

The New York district now includes five consolidated 
branches under the following branch managers: New 
York City, F. A. Greis; Newark, Ernest Kendall; Brook- 
lyn, A. L. Dunn; White Plains, H. S. Lasher; Newburgh, 
G. W. Whitaker. 

Mr. Greis became associated with the company in 
November, 1915. The positions he held included those 
of salesman, branch manager, and district manager. 
Since 1934 he has been district manager of the New 
York accounting and adding machine district. In as- 
suming the greater responsibility of managing the 
New York City branch including typewriter, account- 
ing, adding, and supply activities, Mr. Greis presents 
a wealth of experience and knowledge in the manage- 
ment of a large operation. 

Mr. Kendall joined the company in September, 1914. 
Since that time he has held the positions of salesman 
and sub-branch manager in Newark. His record of 
success as head of the typewriter activities in the 
Newark area was outstanding. 

Mr. Dunn entered the employ of the company in 
June, 1934. After two years of service, as adding ma- 
chine salesman he was made a supervisor in the 
adding machine division in New York in 1936. His rec- 
ord as salesman and supervisor in the adding machine 
division was outstanding. 

Mr. Lasher was employed in January, 1925, as type- 
writer salesman in New York City. His experience 
during the past 18 years not only includes the sale of 
typewriters, but also a very successful record in the 
sale of Fanfold Writing Machines. Since June, 1942, 
he has been sub-branch manager at White Plains. 

Mr. Whitaker joined the company in 1923. Since 
1932 he has been sub-branch manager of the New- 
burgh and Poughkeepsie sub-branches. 

a 
WALKER TO HEAD MINNEAPOLIS B.B.B. 

Arthur J. Walker, president of Farnham Stationery 
and School Supply Company of Minneapolis, was 
elected president of the Minneapolis Better Business 
Bureau at its annual meeting July 1, succeeding 
Lyman Beardsley. Mr. Walker is a former president 
of the Minneapolis Rotary Club.—BJ 
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WAR PRODUCTION SPELI 








MADE IN THE NEW ARTWOOD TO SAVE 
STEEL, Postindex Visible Files maintain 100% 
efficiency ... have scores of applications to the 
vital war jobs being done in your territory. 
Extensive Postindex installations have recently 
been made for large manufacturers — many 
of whom have received the Army-Navy ‘E” 
—all of whom are doing outstanding work in 
war production. 


Here are some of the many uses for Postindex 


ort E EL 


OF Paw £ 


in war industry: Master Tool Index, Tool 
Inventory, Tool Standardization Card, Gauge 
Inspection, Purchase, Purchase Allotment 
Control, Production Schedules, Production 
Follow-up, Commitment Records, Personnel, Job 
Classification, Payroll, Traffic, Finished Stores 
Inventory, Raw Material Inventory, Defense 
Training Record, Controlled Materials Record 
and Sub-Contract Record. THE ART METAL 
CONSTRUCTION CO., JAMESTOWN, N. Y. 


Sosiindex lAsthle Liles 


A DIVISION OF 
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CARTON SCARCITY 
INCREASES 


At a meeting here in Washington 
early in July, Donald Nelson ex- 
plained that the War Production 
Board is enlisting the aid and co- 
operation of all Governmental 
Agencies to overcome the short- 
age of the Kraft types of paper. 
Even though he is optimistic and 
believes that a crisis can be 
averted, the outcome of their ef- 
forts will not be felt for a con- 
siderable time. 


This ever increasing paper short- 
age demands that we take imme- 
diate action in order to avoid long 
delays in our future shipments to 
you. The decreased cutting of 
pulpwood and the increased de- 
mand for all paper have already 
resulted in a serious curtailment 
in the number of cartons which 
we are able to obtain. It is, there- 
fore, important that you co-oper- 
ate with us in our conservation 
plan. This is part of the War 
Production Board drive to con- 
serve paper of all kinds. 


They request that all carton users 
study their present packing meth- 
ods to eliminate all unnecessary 
materials. Our members are dis- 
cussing this question with carton 
designers, but our cartons are al- 
ready economically made, so we 
do not expect any appreciable sav- 
ings along these lines. 


However, with your co-operation 
it is possible that we can aid this 
program by re-using many of our 
cartons. Our members are now 
preparing letters which will give 
you the detailed information, but 
the following are points which 
will be common in all cases. 


Ask your warehouse men to take 
special care in unpacking these 


wWO@ 


shipments of furniture, so that 
the cartons will not be damaged. 
When a hundred pounds or more 
have been accumulated, ship these 
cartons back to your manufac- 
turer for re-use. 


Some of our members have been 
experimenting for several weeks 
with various conservation meth- 
ods and have found that this sys- 
tem works quite satisfactorily. In 
discussing this matter with your 
shipping or receiving clerk, we 
suggest that you stress the im- 
portance of his co-operation by 
pointing out that our future sup- 
ply of new cartons willbe limited 
to perhaps less than 75% of our 
requirements and that conserva- 
tion measures are necessary if we 
are to maintain shipments. 


Another, but more indirect way 
of aiding the war effort is to save 
all damaged cartons and sell them 
to dealers in this material, who 
will turn it over to the proper 
agency for re-pulping into new 
paper and board. Since the paper 
shortage is caused by the scarcity 
of pulp, your salvage of this ma- 
terial will be of real assistance. 
DO NOT BURN THIS MaA- 
TERIAL UNDER ANY CIRCUM- 
STANCES. 

We will welcome any suggestions 
you care to make, and we suggest 
that you send them either to us 
or to your regular manufacturer. 





MARK ORDERS FOR ARMY. 
NAVY, ETC. 

You can expedite your deliveries 

to the Army, Navy, Maritime 

Commission, War Shipping Ad- 

ministration, and the Panama 

Canal, if you note the complete 








details on your order before send- 
ing it to your manufacturer. Do 
not overlook your orders to re- 
place stock which you took from 
your inventory to make such de- 
liveries. 


The Containers Order P-140 al- 
lows us a preference rating of 
AA-2X to purchase our cartons 
for such shipments. This higher 
rating will considerably speed up 
deliveries to these important War 
Agencies by insuring us of more 
prompt shipments of the cartons 
for packing this furniture. 





PD-LA RATINGS STILL 

BEING DENIED 
Some Dealers are still having dif- 
ficulty in getting the local offices 
of WPB to accept the war plants’ 
PD-1A applications for office fur- 
niture. In some instances, they 
accept the applications but deny 
a rating on even the most im- 
portant cases. 


These local offices are instructed 
from Washington to issue ratings 
for office furniture wherever the 
prompt procurement of this furni- 
ture will aid the war effort, re- 
gardless of whether the applicant 
is a war plant, transportation 
company, food processor, or any 
other enterprise which can be 
classed as essential in this re- 
spect. We shall be glad to help 
you correct any misunderstanding 
of these instructions. 


} Q. ; ule 
M, Secretary 
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TED PEIRCE HEADS OPTIMIST INTERNATIONAL 

Theodore F. (Ted) Peirce, president of the Pacific 
Desk Company, Los Angeles, Calif., was elected presi- 
dent of Optimist International at the annual meeting 
of that organization held July 10 to 13, inclusive, at 
the Edgewater Beach Hotel in Chicago. Mr. Peirce 
has been a member of the organization for 26 years, 
joining the downtown Los Angeles club as a charter 
member in 1917. 

He served on the board of governors of the Los 
Angeles club for ten years, on the program committee 
for nine years, and was its original vice-president. 











T. F. PEIRCE 


Later he was named president of the Los Angeles club 
and of the Pacific Coast Association of Optimist Clubs, 
and twice served as vice-president of Optimist Inter- 
national. An active Mason, Shriner and Jester, Mr. 
Peirce was also the founder of the Indoor Country 
Club of Los Angeles. 

The headquarters of Optimist International are in 
St. Louis, with clubs flourishing in nearly all important 
cities of the United States. An important service or- 
ganization, the clubs take a definite interest in activi- 
ties for boys, working through Junior Optimist clubs 
and Cubs. Much effort and money has been used in 
promoting boys’ welfare, and J. Edgar Hoover, head 
of the FBI, has commended and assisted in the activi- 
ties for the rising generation. 

Although in office only two weeks as this issue goes 
to press, Mr. Peirce already has a strenuous program 
mapped out for the year, which will make itself felt 
on the records before his term of office has expired. 

_——— 
SPENGLER-LOOMIS RESUMES LIMITED PRO- 
DUCTION OF PENCIL SHARPENER 
CUTTERS AND PARTS 

The Spengler-Loomis Manufacturing Company, 58 
East Washington Street, Chicago, Ill., has been granted 
permission by the WPB to manufacture cutters and 
repairs parts for pencil sharpeners for a period of 90 
days. Officials of the company have announced that 
every effort will be made to make delivery in the short- 
est possible time. Efforts are also being continued, it 
was stated, to bring about the earliest possible resump- 
tion of the production of pencil sharpeners themselves. 

It was expected that any order for cutters would 
carry an automatic rating of either A-10 or AA-2X, 
and it was suggested that dealers secure whatever 
priority ratings customers were able to extend. 

———= > e—___—__ 
CLARKE PROMOTED BY W. & J. SLOANE 

Announcement of the appointment of Mr. George F. 
Clarke as Assistant Manager of the contract division 
of W. & J. Sloane was made today by Mr. H. M. Pear- 
son, assistant vice-president. 

Mr. Clarke replaces Mr. Gail Morse who has entered 
the service of the United States Navy. He has been 
with the Sloane firm for the past two years. Previous 
to that Mr. Clarke was associated with R. H. Macy & 
Company for twelve years as a buyer in the furniture 
department. 
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Uitice Workers 
to Enjoy new 


Seating Comfort 


with BOLENS Post-war 


ORTHOPEDIC 
CHAIR ACTION 


Your office chair of the future will be built 
around a new idea in ORTHOPEDIC Chair 
Action now being developed in the Bolens 
Laboratory. 


While the large Bolens factory is busy turning 
out quantities of precision-made war equip- 
ment, laboratory and research engineers, work- 
ing in cooperation with a well-known Ortho- 
pedic Surgeon, are redesigning Bolens Chair 
Irons. Testing them against carefully 
developed principles of scientific body support 
and comfort. 


Office workers, Chair Manufacturers and Deal- 
ers will welcome this great new improvement 
in Office Chairs. It will provide a powerful 
sales feature in increased working efficiency. 
Look for it on new Chairs to be announced 
after “V-Day.” 


“ORTHOPEDICALLY CORRECT'! 














LT 


BOLENS PRODUCTS CO. 


PORT WASHINGTON « WISCONSIN 
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Ask the man 


who sent a son | 


Ask him how important it is to give Uncle 
Sam whatever is needed to fight this war. 


He'll tell you that our armed forces come 


first—no matter what they want. 


Imperial desks were “called'to the colors” 
early in the war, and much of our Govern- 
ment’s business is transacted across them 
every day — every hour. 

Our large plant capacity affords still some 
desks for civilian use; but please don’t ex- 
pect anything like the old-time Imperial 
service. We must serve these — your sons 


and mine — first. 


PMPERIAL 


DESK COMPANY 


a a 


— 
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DIEBOLD ANNOUNCES CHANGE IN 84-YEAR-OLD 
NAME OF ORGANIZATION 

Because of the greatly enlarged family of products 
now produced under the Diebold banner, the name 
“Diebold Safe and Lock Company” has been officially 
changed to Diebold, Incorporated, a title more descrip- 
tive of the services rendered to business and industry. 
The change in name was effective as of June 7, 1943. 

Diebold products, many of which have been cur- 
tailed or discontinued for the duration in order that 
the company might devote a large part of its produc- 
tive facilities to the manufacture of armor plate for 
combat cars and airplanes, include the following: 

Fire-resistive safes, insulated vault doors and files, 
daylight holdup equipment, bank vault equipment, 
burglary-resistive chests, systems equipment, and 
numerous types of files, including the Cardineer 
Rotary, Safe T Stak, Recordesk, Reveldex, and Visible 
Drawer. 

Officers of the organization are Ralph K. Rex, 
chairman, board of directors; A. J. Roos, president and 
general manager; George H. Bockius, vice-president 
and assistant to the president; H. A. Noble, vice-presi- 
dent in charge of sales; W. C. Miller, vice-president; 
and H. C. Weible, secretary and treasurer. 

Correspondence should be addressed as follows: 
Diebold, Incorporated, General Offices, Canton 2, Ohio. 

ecm’ — 
CROCKER COMPANY NAMED RED FEATHER DIS- 
TRIBUTOR FOR NORTHERN CALIFORNIA 

The H. S. Crocker Company of San Francisco has 
recently been named exclusive distributor for Red 
Feather stencils and duplicating inks in Northern 
California. The Crocker organization is one of the 
largest wholesale and retail stationers and office fur- 


H.S.CROCKER CQ. inc 
STATIONERS : PRINTERS, 








EYE-CATCHING RED FEATHER WINDOW DISPLAY 
AT H. S. CROCKER CO., INC., SAN FRANCISCO 
niture dealers on the Pacific Coast, having been in 

operation since 1856. 

Red Feather stencils, inks and fluids, manufactured 
by Red Feather Products Ltd., have been reported as 
making notable gains in the field since the erection of 
a modern factory at Redwood City, Calif. Red Feather 
products will now be featured in Crocker advertising, 
along with direct mail campaigns and window dis- 


plays. 
°—2> — 
CARTER CONVINCES HIMSELF IT CAN BE DONE 

S. W. Carter, Remington Rand agent in Valdosta, 
Ga., tells this interesting story of how he proved to his 
complete satisfaction that typewriters can be bought 
for the Procurement Program, even when they ap- 
parently don’t exist. When the program first got under 
way, Carter signed a contract with the Treasury De- 
partment to purchase typewriters for the Army and 
Navy. During the first few months, he sold himself on 
the idea that the price offered was too low and that 
there were too few typewriters in his area to make the 
project feasible. 

However, after corresponding a while with the WPB, 
he really applied some intensive effort and by mid- 
July had purchased 53 machines, a remarkable record 
for a non-metropolitan area. Mr. Carter maintains 
that what he has done other dealers can do equally 
well, if they’ll just give the work a fair trial. 
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g OLD TOWN 
Gf UL fuel 


Nupli-forms 


SAVE prinTtiING—TIME— MONEY! 
WHAT DUPLI-FORMS ARE Dupliforms are printed 


master units. Just have any multiple copy form set up on an 
Old Town DUPLI-FORM. Your typist fills in the DUPLI- 
FORM ... then runs off as many copies as you require on 
your direct or fluid process dupl:cator. 


NO MORE LARGE PRINTING BILLS! 
NO MORE SPECIAL MACHINES! 
NO MORE FEAR OF ERRORS! 
NO MORE WEAK COPIES! 
NO MORE COLLATING! 
NO MORE SLIPPING! 
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FORMER ADDRESSOGRAPH EXECUTIVE JOINS 

WASSELL ORGANIZATION 
W. K. Page has resigned as vice-president and gen- 
eral manager of Addressograph-Multigraph to become 
associated with the Wassell Organization of Westport, 
Conn., manufacturers of Produc-Trol, and one of the 
fastest growing organizations in the production control 
and records fields. 

Mr. Page brings to the Wassell Organization 25 years 
of executive, manufacturing, advertising, and sales 
experience in this field. Mr. Page served for two terms 
as president of the National Office Equipment Manu- 





W. K. PAGE 


facturers Institute and is a well known figure in this 
field. This association brings together again two men 
of outstanding executive ability who, in 1920, were with 
Jas. H. Rand, Jr., in the early days of Kardex visible 
equipment. Mr. Page went back to Addressograph- 
Multigraph with whom he started as a youngster, and 
Mr. Wassell continued up the ladder with Jas. H. Rand 
to become general sales manager of Remington Rand 
from 1927 to 1933. 

The Wassell Organization, organized in New York 
City in 1935, moved to Westport in 1939. It now has 
exclusive representatives in 40 principal cities of the 
United States and Canada, mostly men of long expe- 
rience in this field. They are backed by a national 
advertising campaign in leading magazines. Both Mr. 
Wassell and Mr. Page have always been strong advo- 
cates of backing sales organizations with national 
magazine, newspaper and direct mail advertising. 

SS 
INKOGRAPH TRADEMARK PROTECTED 

In the recent suit of the Inkograph Company, Inc., 
versus the Pen-O-Graph Company, H. W. Fenenbock 
and H. L. Martin, defendants, the Inkograph Company 
reports that the United States district court of Los 
Angeles, Calif., permanently enjoined the defendants 
in the final decree, entered April 26, 1943, from any 
use of the term “Pen-O-Graph” which the court ruled 
an infringement upon “Ink-O-Graph.” 

The Inkograph statement indicates that the court 
ordered the defendants to destroy within ten days all 
labels, cartons, signs, and advertising material, and 
also within thirty days to obliterate the name “Pen- 
O-Graph” from all pens in their possession, or in the 
hands of dealers, distributors or agents. In addition, 
the defendants were ordered by the court to pay 
plaintiff’s attorneys’ fees. 

—>P<o 


REMINGTON RAND PLANT GETS “E” AWARD 


Remington Rand’s Sangamon ordnance plant at II- 
Nopolis was awarded the Army and Navy “E” award for 
efficient operation on July 20. The flag was received by 
James H. Rand, Jr., president of the company, the 
presentation being made by Maj. Gen. Russell L. Max- 
well, in a ceremony at Springfield, Ill. The “E” pins 
were presented by Rear Adm. A. M. Charlton. 

Mr. Rand was accompanied by several other officials 
of the Remington Rand organization. 


OFFICE APPLIANCES, August, 1943 








THE 
BIGGEST 
GAME 


The prize of all game animals in North America is 
the bull moose. When surprised or wounded he is 
infuriated and will fight to the end afraid of nothing. 


Sportsmen hunting for moose realize their quarry is 
a tough one to handle. They make elaborate prep- 
aration with adequate equipment and use a weapon 
heavy enough for the kill. 


There are forces at large which for ferocity and 
cunning far surpass any game animals. In fact they 
are the world's biggest game and started the shoot- 
ing because of the mistaken notion they would come 
out on top. We are hunting them down after arm- 
ing ourselves with the biggest guns, tanks, planes 
and ships that can be provided. American produc- 
tion lines continue to roll out the implements for 
the big hunt while the aggressor has begun to 
realize that with all his power and cunning he is 
neither strong nor smart enough. 


But the enormous American productive capacity is 
not adequate for both war and civilian requirements. 
Some of the latter cannot be supplied until the job 
is done. 


After the biggest of the bulls is bagged and his lair 
cleaned out we shall be back at the old stand with 
"Andy units of steel," prepared to show you a serv- 
ice which you will appreciate for its completeness. 


Inc. 


GENEVA 
ILLINOIS 
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DERSON-MIcKEY Go. 











No. 6 
of a 
series 


"SOLD OUT" 


says ERNIE 














I have now sold all Class A and 


ERNIE: 


portable 


my 


the Government. 


typewriters to 
Thanks a million for your swell service on 
parts and on the Invincible 100 Platens. You 


were very helpful. 


We’re in the same boat, Ernie. We've sold 
all ours, too. You can bet your life these ma- 


US: 
chines with their Invincible 100 Platens are 
giving excellent service wherever they are all 


That’s a real satisfaction. 


over the world. 












The new AWMS 
Catalog is the 
only complete 
Catalog of Type- 
writer parts! 


AMERICAN 


WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 
115 WORTH ST. NEW YORK CITY 
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| Crowe Name Plate, 


PARKER PEN PREPARES PATRIOTIC DISPLAY 

A triple benefit is the new Parker “Quink” display, 
designed to help government, customers, and business 
alike. The three-piece kit is free to dealers upon re- 
quest. 2 

The large center card, “Keep Writing,” 22x28 inches 
in size, has a full-color reproduction of the touching 
illustration and headline appearing in Parker’s peak 
promotion from coast to coast, August 29. Another col- 
orful card, “For Writing V-Mail,” size 14x22 inches, 
emphasizes that Micro-film Black Quink is a specially 





THE LATEST PARKER “QUINK” DISPLAY HAS 
PLENTY OF PROFIT-BUILDING “EYE-APPEAL” 


prepared ink that photographs perfectly and makes 
V-Mail more readable. A third card, “Parker Pre- 
sents,” size 14x22 inches, links up the dealer with the 
increasingly popular coast-to-coast radio program, 
“Ned Calmer and the News,” broadcast twice weekly 
over 114 CBS stations. 

Dealers interested in obtaining the new display 
should address The Parker Pen Company, Janesville, 
Wisc., asking for Display No. 6282. 


—_*—>—e—__— 


SPONSORS SELECTIVE SERVICE RE- 
EMPLOYMENT PLAN MEETING 

Representatives of Selective Service Boards and 
War Industries located in the northwest section of 
Chicago met during a dinner given by the Victor 
Adding Machine Company at the Edgewater Beach 
Hotel on June 23, to hear about the Selective Service’s 
new re-employment plan. 

Lieutenant W.S. Bishop, U. S. Navy, who is in charge 
of the re-employment program for the Selective Serv- 
ice System, and Captain Walter A. German, also of 
that organization, described plans for getting men 
back into industry who are now being given eligible 


VICTOR 


| discharges from the Armed Services because of physi- 


cal disabilities. He stressed the fact that this problem 
would become greater, and eventually reach heavy 
proportions at the end of the war. Industry repre- 
sentatives present at this meeting agreed that they 
would co-operate in the re-employment of such work- 
ers in every way possible. 

Companies represented at this meeting were: Vic- 
tor Adding Machine Company, Stewart Warner Cor- 
poration, Eversharp Corporation, C. F. Pease Company, 
Gaertner Scientific Company, 
Flashtric Sign Com- 
Scientific 


Victor Products Corporation, 
pany, Bell & Howell, and the Central 
Company. 

———— 

FOWLKS PROMOTED BY PACIFIC STATIONERY 

Francis J. Fowlks has been promoted to the man- 
agership of the Wholesale Stationery and School Sup- 
ply department of the Pacific Stationery & Printing 
Company, Portland, Ore., Carl McBrayer, vice-presi- 
dent, announced recently. 

Fowlks has been with the firm many years, having 
started in the furniture repair department in 1920 
while in high school, where he had received manual 
training. Since then he has progressed from one de- 
partment to another which well qualifies him for his 
new position. 
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ginny 
abel 


A New Line of Labels is here... 
and HERE to STICK! 






























| INTRODUCING THE BROWN QUALITY LINE OF UTILITY LABELS 


CATALOGUES AND PACKAGES WERE DESIGNED FOR THE CONVENIENCE OF BOTH DEALERS AND CUSTOMERS THE GROUPS OF CARTONS ARE 
UNIFORM IN SIZE AND DESIGN WITH THUMB TABS TO PERMIT THE EASY REMOVAL OF CONTENTS WITHOUT DISTURBING THE ORDERLY 
| DISPLAY ON SHELVES MARKED WHEREVER POSSIBLE WITH ACTUAL SIZES AND COLORS OF LABELS FOR EASY AND QUICK SELECTION. 





' 
ATTRACTIVE TIME SAVING . . . PROFITABLE 
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CATALOG Ready FOR MAILING 
White Jor Your Cony Nou! 


Here is important news for stationers and office 
outfitters. The BROWN line of labels is now ready 
for shipment. It contains all of the most widely 
used labels and seals. Our colorful 30 page cat- 
alog is yours for the asking. It carefully and 
simply identifies designs, sizes, packaging and 
list prices. 

Make BROWN your supplier of 
labels. Enjoy the benefits of 
buying from a centrally located 
source. 


ALEXANDER BROWN 


-- Gdvertising Sewice |ABELS Commercial at 


PHONE DELAWARE 1426-27-1449 \—” 9 W. ILLINOIS ST. CHICAGO, ILL. 
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FOR IMMEDIATE DELIVERY 
hedges 


wood letter tray 

















Oak or 

Walnut Finish 

No. 1721—Letter Size 
No. 1722—tLegal Size 





Made of selected wood that will not warp— 
rigid lock corner construction. Holes for adding 
post later. Protective felt feet. 










they’re beauties 
in construction 





they’re economical 
in price 








“DURATION” 


WOOD TRANSFER FILES 


Now Equipped With Rollers and 
Follower Blocks 


Legal 
Letter 
Size 
e 
No. 1821 Letter Size 
No. 1822 Legal Size 





Olive 

Green 
PRICED FOR A TRANSFER JOB 
QUALIFIED FOR A FILING JOB 





GUSSCO SALES CO., West Coast Distr., Los Angeles, Calif. 


ot re wo 

Nn) ‘Ss c| q ‘Sy MAN UFATTU RING MIPAANY 

MAKERS Of FILES AND FILING EQUIPMENT 
ar lege ; « 


For Our Country 





Industry Members Now Serving With the 
Armed Forces of the United States. 


W. A. Horne, Jr., former treasurer of the Horne Des!: 
and Fixture Company, Atlanta, Ga., has been promoted 
from the rank of major to that of lieutenant colonel. 
He is stationed at Third Army headquarters, Fort Sam 
Houston, Texas. 


Following his graduation from Georgia Tech, he 





LT. COL. W. A. HORNE, JR. 


entered business with his father, advancing rapidly 
to the executive position he held before entering the 
Army in March, 1941. H's previous military experience 
included service as captain in the National Guard. 
Horne’s wife and two-year-old son are living with him 
at his Texas post. 

EE SE 

P. Gordon Walker, for ten years a member of the 
sales organization of Joseph Dixon Crucible Company, 
entered the Army on June 30, reporting at Camp 
Devens, Mass. On Monday, June 28, he was tendered a 
farewell party by a small group of his friends at the 
Hotel Lenox, Boston. At the close of a very pleasant 
evening Walker was presented with a War Bond as a 
token of their affection. 

Robert and Deane Baker, both formerly associated 
with their father, A. M. Baker, owner of Adding Ma- 
chine Sales and Service, 302 Main Street, Racine, Wis., 
are now in the service of their country. Pvt. Robert 
Baker is taking his basic training in the quartermaster 
corps at Camp Lee, Va., and Deane is enrolled as an 
aviation cadet at Keesler Field, Miss. 

Sgt. Harry Garrett, former manager for Miller- 
Bryant-Pierce in Kansas City, Dallas, Portland and 
Memphis, has again been promoted, this time to staff 
sergeant. S/Sgt. Garrett has also been accepted for 
O.C.S. (Officers’ Candidate School), and has been or- 
dered to report for training at Fort Washington, 
Maryland, July 31. 

George L. Smith, formerly with Remington-Rand, 
Inc., at Seattle, Wash., has recently been enrolled at 
the Carnegie Institute of Technology in the basic 
engineering course of the Army specialized training 
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Official photograph of servicemen being taught leathercraft at 
Lovell General Hospital, Fort Devans, Mass. 


Here’s how you can help 
put Johnny Doughboy 
back on his feet 


Johnny Doughboy gave everything he had for his 
country. Now he is back home, in a ward of an 
army hospital. 

Wise doctors know that Johnny .. . if they can 
get him to do things with his hands . . . if they 
can get him interested in some simple, constructive 


work, will cure himself .. . will once more be able 


to take his place in the outside world. 


. H. GUNLOCKE 
CHAIR COMPANY 


WAYLAND, NEW YORK 


YOUR LEATHER SAMPLE BOOKS 


are heeded 


FOR THE HANDICRAFTS THAT 
HELP TO REHABILITATE DISABLED 
SERVICEMEN 


Disabled servicemen in our hospitals like leather- 
craft. They like to make key cases, wallets, cigarette 
cases, costume accessories, etc., far better than they 
do basket-weaving and the like. But leather suitable 
for this work is scarce and hard to get. 


That’s where you come in. In your salesrooms 
and plant, there are thousands of leather sample 
books lying around, ranging in size from 4” x 10”, 
up to 2-ft. square . . . choice leather that is perfect 
for leathercraft projects. Because of the dearth of 
leather upholstered furniture, most of these books 
are useless to you now. And, after the war, there will 
be new sample books to show the new leathers. 

Instead of letting these valuable pieces of leather 
gather dust about your place, gather up your sample 
books, staple a card with your name on the front 
cover, wrap them all up together, then write and 
tell us how many books, and the size, that you are 
going to send. We will reply immediately, giving you 
the name of the hospital that needs the amount 
you have. 


You will receive a personal acknowledgement 
directly from the hospital to which they are sent. 


Do it now, before it slips your mind. It will mean a 
good deal in the rehabilitation of disabled servicemen. 
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NEW “2” 
Woon 
FILE 


A File to give the maximum of usable filing 









capacity, ease of operation and durability. 


Made of selected hardwood and plywood. 
Reinforced construction and so designed 
that drawers operate freely and without 


binding. 


All Michigan files equipped with follower 


block, guide rod and drawer stops. 


x 
Interior finished and all wood working € 
parts sanded smoothly giving the file an ex- 


cellent appearance. 





No. F7 List Price 


s = g-0° F7 Letter size. List Price___..................-.--- $58.00 
oD : ‘ 
F8 Legal size. List Price...................--.-.-- 63.00 
F.0.B. Factory -_ . — 
. With Locks, List Additional__......_._..__.-___-- 6.00 


Investigate Michigan’s Complete Line. Dealers are welcome to our catalog. Write to us. 


MICHIGAN HEoh | 
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Assured Supply of MICHIGAN 
PRODUCTS 


Few dealers are aware that we not only control our lumber 
dV source but we also own a modern plywood plant, thus assuring 
us a continuous source of material with which to complete our 


line of desks, tables, files, and general office equipment. 








CARD CABINETS 





Double or single. A size for every record 


F5 List Price 
Letter Size $45.00 


F6 List Price 
Legal Size.. 50.00 


With Locks, List 


Ask for Catalog . Additional. 6.00 


LUMPANY 
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Substantially made to stand abuse. 


GRAND RAPIDS 
MICHIGAN 
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Ei Quality 


QUALIFIES 
IN WAR JOBS 








TYPEWRITER 
f/ RIBBONS 


huild a reputation for quality among sec- 
retaries and typists who really care for 


consistently clear, sharp letters. 


o~ 
CARBON 
PAPERS 


High rated business 
men demand clean typ- 
ing, sharp, black impres- 
sions from start to finish. 

Our new Super-Treated, 
Super Kote and Keen 
Rite Typewriter Carbons 
produce these results. 

Each box contains one 
of our famous (Patented) 
Carbon Gripper backing 
sheets. 

Codo makes carbon pa- 
per for every copying 
purpose and guarantees it 
against deterioration for 
five years. Full details 
are yours for the asking. 





Codo manufactures spirit and gelatine process carbons 
of high quality. 


MANUFACTURING CORP. 
_ am 


270 Lafayette St., 
New York 








529 South Franklin St., 
Chicago 
Factory: Coraopolis, Pa. 
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program. This course will consist of three 12-week 
terms at college level.—C.M.L. 

Lt. Harold E. Scott, son of Earl Scott, sales manager 
of The Goldsmith Book & Stationery Company, Wich- 
ita, Kan., recently won his commission as a second 





LT. SCOTT 


lieutenant and his wings as an officer pilot at Hamilton 
Field, Calif. He expects soon to be handling the con- 
trols of an Airacobra in a fighter squadron. 

Paul S. Baird, of George E. Baird & Company, Kan- 
sas City, Mo., is now deep in the midst of military 
hospital training at Camp Barkeley, Tex. Dealers and 
salesmen in the Kansas City area miss Paul, for not 
only is he a businessman of ability, but is a swell guy 
personally. Incidentally, Paul was also the highly effi- 
cient chairman of the NSA regional convention in 
K.C. the past couple of years. 

Pvt. Alan J. Levy, son of Irving Levy, Art Steel Com- 
pany, Inc., New York, reports that he is getting plenty 
of action in field artillery maneuvers these days. Levy 


_— 





PVT. ALAN LEVY 


is in the midst of his 13-weeks basic training in field 


artillery at Fort Bragg, S. C. 
jeans Sie 


CARTER’S STRESSES PREFERENCE RATINGS 

The Carter’s Ink Company, Boston, Mass., recently 
circularized its dealers, stressing the importance of 
including preference ratings with orders, whenever 
possible. Reproduced in the mailing piece were sec- 
tions of Form PD-870, one of a series of complicated 
sheets which must be filled out before the company 
can obtain new materials. Shipments must be re- 
corded in groups, according to preference ratings re- 
ceived from distributors. Therefore, the more prefer- 
ence ratings sent in with orders, it was explained, the 
better chance the company has to fill orders. 


Sti atin - 

CHICAGO BUILDING SOLD TO TYPEWRITER FIRM 

The Broadway Typewriter Company of Chicago, 
Ill., purchased a two-story commercial building at 4523 
Broadway early in July. The building was purchased 
from James R. Caldwell for $12,000, all negotiations 
being handled by Arthur Rubloff & Company. The 
typewriter repair and service organization will take 
immediate occupancy of the premises. 
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No. 92 a CASH BOX 
































For petty cash and general office requirements. Sturdily built for L 
lasting service. Equipped with Asco lock and key. Neatly finished V 
in Woodmaster green. Packed six to a carton. h 
INSIDE DIMENSIONS APPROX. _LIST PRICE 
a a W H.  D SHIP. WT. _F.O..B. N.Y 
92 Cash Box lov." 4%" 7" 2'2 Ibs. $3.00 





No. 30 Uodmaster OFFICE BOX 
A strong, well made box suitable for all office needs. Equipped with i 


five-compartment removable tray. Equipped with Asco lock and 


key and finished in Woodmaster green. Packed six to a carton. 








S 
INSIDE DIMENSIONS APPROX. _LIST PRICE 
oat “— W. H. Dz SHIP. WT. _—F.O..B. N.Y 
30 Office Box oY." 4%" 7" 3 Ibs. $4.00 
W. 
No. 3 codlmaster BOND BOX . 
A necessity in every office. Designed to provide storage for secur- h 
ities, policies and other valuable papers. Equipped with sturdy Asco 
lock and key. Finished in Woodmaster green. Packed six to a carton. 
NSIDE DIMENSIONS APPROX. _LIST PRICE 
_ — Ww. i SHIP. WT. _‘F.O..B. N.Y 
— 
3 Bond Box bi" : V2" 2 Ibs. $3.00 
No. 10 Wodmaster OFFICE BOX N 
A 


Constructed for use as petty cash box, and to hold such office needs 
as postage stamps, keys, binder posts, etc. Equipped with five bu 
compartment, removable tray, as illustrated. Equipped with Asco ser 
lock and key and finished in Woodmaster green. Packed six toa vie 


carton. 


- INSIDE DIMENSIONS APPROX LIST PRICE 
NO. at W H D. SHIP. WT. __F.O.B. N.Y 2 
10 Office Box 10/2" 242" 7" 3 Ibs. $4.00 


ALL SPECIFICATIONS SUBJECT & CHAI 











No. 122 Uhodmaster PERSONAL FILE 

















t for The ideal portable, short depth file. Contains automatic index 
ished with compartments. Equipped with modernly designed plastic card- 
holder and pu'l. Finished in Woodmaster green. Individually packed. 
; INSIDE DIMENSIONS APPROX. _LIST PRICE 
ie" wo. — Ww. i © SHIP. WT. _—F.O.B. N.Y. 
00 122. _—_— Personal File 11%" 13%" 12" 11 Ibs. $6.50 
Whoodmaster TIDY DESK 
: A tried and true office aid makes its appearance in new form. The 
hese: "Tidy Desk" five-compartment work organizer. Equipped with steel 
a locking rods and plastic knobs. Finished in Woodmaster green. 
Shipped knocked down—easily assembled. Individually packed. 
nN NO. eM pecaonon =| APROX. List aC 
00 TD Tidy Desk(KD) = 5 Compartment 31/. Ibs. $3.50 
no. 129 Whodmaster LETTER TRAY 
Extremely durable lock corner construction will stand up under long, 
wee hard usage. Equipped with felt bumpers. Available in Woodmaster 
oe mahogany or utility color. Packed 12 to a carton. 
arton. 
mG NO. ITEM DESCRIPTION SHIP. WT. FOB. NY. 
B. N.Y ; 
< 129 Letter Tray Letter Size 1 Ib. $1.25 
.00 ea. 
No. 1215 Ubodmaster WASTE PAPER BASKET 
— A modern waste paper basket which will fill all requirements. Sturdily 
five. built of laminated plywood. Shipped "knocked down''—easily as- 
Asco sembled. Available in Woodmaster green and school brown. Indi- 
toa vidually packed. 
DIMENSIONS (Set Up) APPROX. _LIST PRICE 
PRICE ies TEM W H. “{ SHIP. WT. _—*F.O.B. N.Y. 
adh 1215 Waste Paper 5 Ibs. 
.00 Basket k.d. 122" 122" 14%" k.d. $3.50 
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CHANGE WITHOUT NOTICE. 








































SINGLE DRAWER 


No. 335 WOODMASTER 
No. 346 WOODMASTER 


No. 358 WOODMASTER 


No. 369 WOODMASTER 


No. 3352 WOODMASTER 


No. 3462 WOODMASTER 


~~ 


No. 3582 WOODMASTER 


No. 3692 WOODMASTER 


SIZE 


5" 


DIMENSIONS 


WIDTH HEIGHT 
676 ; 57/6" 
Whe bYisl" 
97/6 TH" 
1O7%/6" 87/6 
12% ¥ 7 5/6 
1434" b7/i6 
18% 7/6 


DEPTH 


16" 


APPROX. 
SHIPPING 


WEIGHT 


7¥4 


91/> 


LIST PRICE 
F.O.B. N.Y. 


$3.90 





4.75 








C Geass 


CM ett © oct ee 















Tw ASSED AWAY 


J. N. KIMBALL 

J. N. “Pop” Kimball, one of the true pioneers of the 
art of typing and widely known as a director and 
judge of typewriting contests, died in New York City, 
July 21, 1943. He was 88 years old. 

Mr. Kimball, beloved by thousands of students, 
teachers and office appliance men the world over, was 
born February 26, 1855. Prior to his connection with 
the typewriter industry he was a civil engineer in the 
employ of the New London and Northern railroad. He 
was the first stenographer employed by the Winchester 
Repeating Arms Company of Springfield, Mass., and is 
said to have been the first user of a typewriter in the 
Green Bay State. 

Later he organized a business school and became 








THE LATE J. N. KIMBALL 


intensely interested in commercial education. He was 
particularly aware of the possibilities and advantages 
of speed with accuracy in typing. 

In 1906, George H. Patterson, founder of OFFICE 
APPLIANCES, donated a small cup as a trophy for typing 
contests held at the business show. A year later he 
arranged for the purchase of the $1,000 Orrice APppPLI- 
ANCES Silver Trophy for typewriting speed with accu- 
racy with funds donated by the leading manufacturers 
of typewriters, typewriter supplies and duplicators, 
and by the Business Show Company. Mr. Kimball 
was appointed manager of the contests which he 
supervised until their discontinuance years later. He 
continued to direct the contests until 1930, when he 
retired to the enjoyment of his favorite hobby— 
“panm”.” 

“Pop’s” widely diversified business experience, his 
hobby, and his varied interests never ceased to be a 
fruitful source of material for his colorful, philo- 
sophical and humorous essays which characterized the 
practice material and contest copy matter. Widely 
known for talent at cartooning, he established the 
practice years ago of sending out humorous cards, 
designed and drawn by himself, to his many friends 
preceding his own birthday. 

To say that “Pop” will be missed by his host of 
friends is an understatement—for no one can fill the 
place of the man who made the largest individual 
contribution to the goal of speed with accuracy in 
typing. Memory of him will remain so long as the 
typewriter holds its premier place in the business 
office. +  -b 

W. H. HAZELHURST 

William Henry Hazelhurst, owner of the Mattatuck 
Stationery and Furniture Company, Waterbury, Conn., 
died suddenly at his home in that city on June 23. He 
was 63 years old. 

Mr. Hazelhurst was born in Norwich, Conn., August 
8, 1879. He was early associated with the firm of 
Noyes and Davis of Norwich, where he started his 
work in the stationery business. He moved to Water- 


bury in 1908 to take up his work with the Mattatuck 
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Their Job Has 
Been MAGNIFIED Too! 


IN PEACE TIME, paper clips, pins 
and staples did well the job for which 
they were designed. Perhaps we 
have been prone to accept their func- 


tion too casually. 


MODERN WAR, accompanied by 
vast amounts of paper work, imposes 
still greater responsibilities on paper 
fastening devices—in the armed serv- 
ices, government bureaus and war 
industries. With current govern- 
ment restrictions reducing permitted 
consumption of steel, our diminished 
output must be devoted solely to 
these vital war needs. Under these 
circumstances, consideration can 
only be given to orders supported by 


the highest priority ratings. 


VATIL 
MANUFACTURING 


COMPANY 


900 E. 95th St. 





Chicago, IIl. 
















































Browne-Morse 
Wood Files 


Desk-Hi 


No. 296. 2dr. Letter 

No. 297. 2dr. Cap 
Furnished With and 

Without Automatic 
Lock 

Olive green and 

Grained Walnut, Ma- 

hogany and Oak Fin- 

ishes. 





Standard-Hi 


No. 196. 4 dr. Letter 
No. 197. 4 dr. Cap 


Furnished With and 


Without Automatic 
Lock 
Olive green and 
Grained Walnut, Ma- 
hogany and Oak Fin- 
ishes. 








The drawers operate on the “Old Reliable” 
Hard Fibre, Loose Roller, Wood Extension 
Slides, the same type used for so many 
years in our wood filing equipment (1907- 
1922). These Extension slides have proven 
their merit over a long period of years of 
satisfactory service. 


Write for Catalog and Prices Today. 





Browne-Morse Company 


Filing Equipment and Supplies for over 36 years 


Muskegon 61 Michigan 
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Press, serving as treasurer of the organization until 
its dissolution. Later he organized the Mattatuck 
Stationery and Furniture Company, of which he was 
president. He was also well known as one of the city’s 
most ardent sportsmen. 


He is survived by his widow, Mrs. Emma E. (Welch) 
Hazelhurst, and a stepdaughter, Mrs. Raymond 
Grillery. 

+t | 


STANDISH BACKUS, SR. 


Standish Backus, Sr., who retired in February as 
president of the Burroughs Adding Machine Company, 
Detroit, Mich., died July 13 at the York Beach Club, a 
branch of New York Hospital’s Westchester division, 
Mamaroneck, N. Y. Death was caused by the heart 
ailment which had forced his retirement. He was 68 
years old. 

Born in Detroit in 1875, Standish Backus was edu- 
cated in the city public schools. He graduated from 
the University of Michigan in 1898 and the following 
two years were spent in the employ of the Northern 
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THE LATE STANDISH BACKUS 


Engineering Works of Detroit and with the Canadian 
Bridge Company of Walkerville, Ontario. He gradu- 
ated from Detroit College of Law in 1901, and after 
admission to the bar began practicing law in the 
offices of Earl D. Babst. Later he entered a partner- 


| ship with Otto Kirchner which continued until 1913, 


when he became a member of the firm of Stevenson, 
Carpenter, Butzel & Backus. 

Mr. Backus was made counsel for General Motors 
in 1909 and two years later was elected secretary of 
the organization. Six years later he was made general 
counsel, a position he held until his resignation in 
1920 when he assumed the presidency of Burroughs 
Adding Machine Company. 

He has also served on the directorates of Detroit 
Edison Company, Frederick Stearns & Company, 
Standard Accident Insurance Company, First Na- 
tional Company, and Security Trust Company. Backus 
was an active trustee of various hospitals and 
philanthropic organizations and was a member of 
Detroit’s Board of Estimates for many years. 

Mr. Backus is survived by his widow, Lotta Boyer 
Backus and by five children: Lt. Standish Backus, Jr., 
U. S. Navy; Lt. Charles Kellogg Backus II, U. S. Army; 
Mrs. Edmund P. Lunken and Mrs. Alfred L. Marks of 
Grosse Point Shores, N. Y., and Mrs. E. H. Jewett, 


Lapeer, Mich. 
+; + + 


JAMES D. HOBAN 


James D. Hoban, prominent in the office appliance 
business in Buffalo for many years, died at his home 
there July 4 at the age of 61. He was first employed 
as an office equipment salesman and was later asso- 
ciated with several typewriter firms. His belief in 
“system” and methodical operation demonstrated itself 
early and he engaged for some time in installing mod- 
ern business systems in commercial offices. He served 
as treasurer of the city of Buffalo for four years and 
1943 
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Sikes Business Chairs . . . 
WOOD again has demons 
resourcefulness by 


Sikes wood swivel-action. | 
"Velveturn" All-Wood Chairs have 
a “Sikes Dealership Means Leader- 
ship.” 

A new folder illustrating the com- 
plete line of Sikes “Velveturn” All- 
Wood Business Chairs is now ready for 
distribution. Please ask for circular 
8-43. 


The SIKES COMPANY, Inc. 


32 Churchill Street 
Buffalo 7, N. Y. 

















BLUE LINE 


AIR MAIL ENVELOPES 
7" 
oe one 


Available in 2 sizes 
No. 6% and No. 10 


¥%& LIGHTWEIGHT... 


stock, Blue Line Air Mail Envelopes weigh less than 


made of lightweight bond 


7 ounces per 100—greater sales appeal. 


% OPAQUE... 


opacity and privacy for contents. 


exclusive lining imprint assures 
The Blue Line 
plane in the lining identifies the envelope and 


secures reorders from customers. 


%e ECONOMICAL... 


customers a quality air mail envelope at economy 


the Blue Line gives your 
prices. 


Use of air mail is increasing rapidly — the 
demand for air mail envelopes is greater than 
ever before. The new Blue Line is ready for 
immediate delivery . . . another Quality Park 


quality envelope! 


Write for samples and prices. 


Get your Blue Line order in 


without delay. 


QU TAU ay APIA RAK 


ENVELOPE COMPANY 


Chicago Office and 
Warehou 


564 W. Monroe Street 


Ger al Offic ind Factory 
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succeeded in helping the city meet its financial burdens 
by developing an original back-tax system. It provided 
that delinquents could pay in installments over a five- 
year period and modified the customary penalties for 
belated payments.—_GET 
+t f + 
LEWIS A. HAWKES 

Lewis Arthur Hawkes, called affectionately by many 
of his associates “Uncle Lew,” died suddenly on Mon- 
day, June 28, 1943, in his home, 220 East Maple Ave- 
nue, Merchantville, N. J. He was 86 years of age. 

Mr. Hawkes was secretary and member of the board 
of directors of the C. Howard Hunt Pen Company, 
Seventh and State Streets, Camden, N. J. He had 
been with the company since 1902, assuming manage- 
ment in 1903. 

He was born in Jersey City, N. J., and obtained his 
first job in New York as a folder for the American 
News Company. At the age of 14 he became an ap- 





LEWIS A. HAWKES 


prentice in the pen and pencil business, later working 
for Eberhard Faber Company in the gold pen and 
pencil department. He took a scientific course at 
Cooper Union, New York, graduating as a mechanical 
engineer. He invented an improvement on pens, and 
through this invention became connected with the 
Spencerian Pen Company, as a travelling salesman. 

Mr. Hawkes later organized the Hawkes Manufac- 
turing Company, which eventually became the 
Hawkes-Jackson Company. In 1903 he bought an in- 
terest in the C. Howard Hunt Pen Company. 

Mr. Hawkes put the featherweight eyeshade on the 
market and became the principal owner of the 
Featherweight Eyeshade Company, of New York. 

Although Mr. Hawkes retired as sales manager of 
the C. Howard Hunt Pen Company on January Ist, 
1935, he remained quite active and abreast of the 
times. If those who had known him years ago could 
have talked with him a week before his passing on, 
they would have found him as keenly alert as ever. 
Those presently with the C. Howard Hunt Pen Com- 
pany treasure his philosophic thoughts and advice 
given to them on his regular trips to the office during 
the years of his retirement. 

Mr. Hawkes is survived by his wife, Mrs. Ella Beach 
Hawkes, and by four daughters and a sister. 

+ i - 
HENRY O. PRAETORIUS 

Henry O. Praetorius, active in the stationery field in 
Louisville for more than a quarter-century, died sud- 
denly on June 30 after an illness of only five days. He 
was 45 years old. 

The son of a Lutheran minister, he was educated in 
the Lutheran parochial school in Louisville and at 
Concordia Military School, Fort Wayne, Ind. 

For nearly 25 years, Mr. Praetorius was associated 
with John P. Morton & Company, Louisville stationers, 


serving in various capacities, including those of 
cashier, merchandise manager and, in 1941, general 
manager. In February of this year he and his staff 
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Here is an amazing new type of drawing ink. It will 
neither cake in the bottle nor crust readily on pen or 
brush. Every color is waterproof and will not feather or 
bleed. Effectively resists erasure, too. Already thousands RUSSET 


of enthusiastic artists. draftsmen. students. and instructors 
have switched to Justrite. We're sure you will agree that 


‘*‘once you try, you'll specify Justrite.” 
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shaking, thus every impression is full strength. 
It is heavy bodied, will not run under the stencil, will not feather—impressions are 
sharper. 

It flows freely through fountain brushes and markers, and may be used equally well 
with regular stencil brushes. 

The ink is of fine texture, coloring matter smooth ground for brushing on easily, 
leaves a smooth impression. 

Justrite Stencil Ink is rub-fast and will withstand rough handling in shipping. 
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became associated with The Standard Printing Com- 
pany of Louisville, who acquired the entire stationery 
department of the Morton concern early in 1943. 

Mr. Praetorius was recognized as an outstanding 
stationer executive, and his affable and sincere per- 





THE LATE H. O. PRAETORIUS 


sonality endeared him to all who came in contact with 
him, either in a business way or otherwise. 

He is survived by his widow, Frances Van Natta 
Praetorius, and by a number of sisters and other rela- 
tives. There were no children. 

+ 
VICTOR D’AMICO 

Victor D’Amico, owner of D’Amico and Company, 
1112-14 McKinney Avenue, Houston, Tex., printing and 
stationery firm, died in Hermann Hospital, Houston, 
June 23, 1943. He was 57 years of age. 

Mr. D’Amico was born in Houston on June 15, 1886, 
and entered the printing industry at an early age. He 
established his own printing firm in 1919 and three 
years later added a stationery department. He re- 
mained active in the operation of his business until 
early in 1943 when he was confined to the hospital 
with a heart ailment. 

He was a veteran of World War I and a member of 
the American Legion. 

He is survived by his widow, Mrs. Nellie D’Amico. 

+ | 
CHARLES E. RITTER 

Charles E. Ritter, for a number of years prominent 
in the metal furniture industry, died July 1 at his 
home, 2451 East Seventy-eighth Street, Chicago, II, 
after an illness of several months. 

Mr. Ritter was associated with the Toledo Metal 
Furniture Company, Toledo, O., for a number of years 
and with the Tubular Specialty Manufacturing Com- 
pany, Detroit, Mich., as the Chicago district sales 
representative for the past seven years. During the 
past year he was connected with Collins and Alexan- 
der, photo-engravers, Chicago, II. 

He is survived by his widow, Mamie Ritter, and a 
daughter, Mildred. 

+t + + 


JOHN D. NEAL 

John D. Neal, owner of the United Office Machine 
Company, 1505 Washington Street, Oakland, Calif, 
died of heart failure June 26. He had been in ill health 
Since suffering a stroke two years ago. 

Mr. Neal was formerly a foreman in the Underwood 
Typewriter Company’s shop in Oakland, resigning sev- 
eral years ago to enter business for himself. At dif- 
ferent times during the conduct of his business he had 
had partners, but for the past three years had been 
sole owner of the business, one of the best-known and 
most successful in the Bay area. 

He is survived by his widow. 

+t - + 
CHARLES WORKMAN 

Charles Workman, founder of the Workman Manu- 
facturing Company, 1200 West Monroe Street, Chicago, 
Ill., manufacturers of loose-leaf supplies, died in Win- 
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and approved 
by Washington 
government 
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wood file cab- 
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3-ply stock. Sides: ! 
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stock framed in. d 
in. Drawer Fronts: %" 3-ply stock. 
Drawers: Dovetailed in grooved front 
and full dovetailed in back of 5/16” 
stock. Follower Block: Heavy Beech 
Wood on metal guide rod. Suspen- 
sion: Fall, with eight metal rollers. 
1 drawer letter size— 

5244" x 16%” x 28%”..... lists at $54 
drawer legal size— 

521%” x 19%” x 28%”..... lists at $60 
drawer letter size- 
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{vailable in walnut and green finish only. 


DEALERS—WRITE TODAY TO 


Biow Associates 


1217 H Street N.W. 
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MAKES PERFECT 


THE SUCCESSFUL salesman, like the 
skillful magician ... prepares for a dem- 
onstration before, not after, he faces an 
audience or a customer. Wabash helps 
train your old salesmen as well as new 
ones so they can help solve the filing prob- 
lems of your customers...and make sales. 


THE WABASH CABINET CO. 
ry WABASH, INDIANA 


Ask for free Sales Manual 


THE WABASH CABINET CO. 
{41 E. Water St., Wabash, Ind. 
Please send me your new “ABC 
of Filing" with more details on 
the Wabash Line . . . and sales 
franchise, if it's still open. 
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| netka July 9. The retired vice-president would have 


been 82 years old in August. 

Mr. Workman founded the printing company more 
than 50 years ago and was a member of the Old Time 
Printers’ Association. He is survived by three sons, 
Charles H., Fred L., and Harold A. 

+t - + 
CHARLES S. DEMAREE 


Charles S. Demaree, president of the Demaree Sta- 
tionery Company, died July 9 at his home, 6532 Linden 
Road, Kansas City, Mo. He was 72 years old, and had 
been a resident of Kansas City for more than 50 
years. 

He is survived by his wife, Mrs. Ophelia MacPherson 
Demaree; a daughter, Miss Jeanne; a son, George; two 
sisters, Mrs. Grace Rabenau and Mrs. Amy Demaree 
Smith, both of Kansas City; and a brother, William, 
of Grandview, Mo. 

+ - & 


MRS. HELEN BURKHOLDER 


Mrs. Helen Burkholder, a buyer in the gift and sta- 
tionery department of M. O’Neill Company, Akron, O., 
for 15 years, died July 3 at her home in that city. She 
was 64 years old. 

She had been a resident of Akron for the past 15 
years; previous to that time she had lived in Canton. 
She is survived by a son, George, a naval air cadet; and 
two sisters, Mrs. Harry Reed of Wooster and Mrs. 
Joseph Eberhardt of Cuyahoga Falls. 

ancsicacaialllltiaasdl 
OLD TOWN ANNOUNCES NEW APPOINTMENTS 
AND REMOVAL OF CHICAGO OFFICES 


The Old Town Ribbon & Carbon Company, Inc., 750 
Pacific Street, Brooklyn, N. Y., has announced the 
selection of H. A. Steger as agency manager in St. 
Louis and the appointment of the Rutherford Dupli- 
cator Company, 1215 Prairie Avenue, Houston, Tex., as 
an exclusive agency for the distribution of Old Town 
products in 16 Texas counties in the Houston area. 

The St. Louis agency is operated with the co-opera- 
tion of Buschart Brothers, 1602 Locust Street, where 
complete facilities are maintained for the manufacture 
of Dupliforms. A comprehensive stock of Old Town 
ribbons, carbons and duplicating supplies is carried. 
The new agency, which has been in operation for sev- 
eral months, has already gained wide distribution in 
the St. Louis market. The Rutherford agency, owned 
by Gus Rutherford, is backed by many years experi- 
ence in the duplicating machine and supply field and 
will carry a complete stock of Old Town ribbons, car- 
bons and duplicating supplies. Dupliforms, the com- 
pany’s unusual new product, are manufactured locally 
in Houston. 

The company also announces the removal of its 
Chicago offices to enlarged quarters at 225 North Wa- 
bash Avenue. New facilities for cutting, boxing and 
packaging enable Old Town to assure improved service 
for its rapidly growing list of customers. The new 
offices, under the management of S. R. Freed, have 
been attractively decorated and furnished. 

a ee ‘ 

CONTROLLERS INSTITUTE NAMES DIRECTORS 

The Controllers Institute of America, a technical 
and professional organization of controllers devoted 
to improvement of controllership procedure, recently 
elected the following regional officers: Harry F. Jopp, 
treasurer of the Dictaphone Corporation, director of 
the Bridgeport Control; George J. Grikshell, controller 
of the Addressograph-Multigraph Corporation, director 
of the Cleveland Control (re-elected); and Robert D. 
Campbell, controller of Horder’s, Inc., treasurer of the 
Chicago Control. 

Thomas P. Fleming, controller of the Davidson 
Manufacturing Corporation, Chicago, and Albert L. 
Williams, controller of the International Business 
Machines Corporation, New York, were elected to mem- 
bership in the Institute. 
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THE WHITE COLLAR WORKER 


RIBUTES to the war worker... the armed 


forces and individual heroes... but who rec- 
ognizes the white collar worker for his full value? 
He’s an unsung hero of this war...and where 
would we be without him? Grinding long hours 
overtime because no one else knows how to do 
his job... working and worrying his heart out 
to help build better weapons... keeping mate- 
rials coming in so production records can be 
broken ... trying to keep up his work and at the 
same time fill out endless reports! He has a son 
in the service, gives blood to the Red Cross, is 
an Air Raid Warden and a scrap collector... He 
buys War 


Bonds, pays a heavy income tax and is supposed 
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DO/MORE FOR VICTORY, BUY MORE WAR BONDS 


DO/MORE 


to take care of increased expenses with a smile! 

. Nerves may be crackirg, health breaking, 
hair greying, but he’s doing his job with every 
. For he’s 


interested in America above all and the freedom 


ounce of energy left in his system 


of life which is meant by the “American Way”. 
We salute the white collar worker for his devo- 
tion to his job—to his country—and for the im- 
portant part he is taking in earning the Victory! 
To make the white collar worker’s job a bit eas- 
ier, Domore has developed a Seating Service that 
stands in a class by itself. An interesting folder 
giving a complete description of this service 
will gladly be sent without obligation. DOMORE 
CHAIR COMPANY, INC., Dept. 801, ELKHART, IND. 
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PERSPECTIVE ON TYPEWRITER PRICE CONTROL 
(Continued from page 27) 
custom built store fixtures, or the rental of homes— 
put dollars-and-cents prices are preferred because 
they have these advantages: 

1. The customer knows the ceiling price. 

2. The seller can determine his ceiling price without 
reference to his records and without the neces- 
sity of using a formula for calculation. 

3. Dollars-and-cents prices are simple to under- 
stand and readily enforceable. 

4. They reduce the amount of necessary record- 
keeping on the part of the seller. 

Dollars-and-cents regulations now cover most used 

and new household appliances, tires and tubes, raw 
materials like copper, iron, and wood pulp, textiles, 
meats and dried or canned foods, and a long list of 
other commodities. 

The Base Period 


Whether or not ceiling prices are established in 
dollars and cents, they must be determined by ref- 
erence to some former level of prices, the level existing 
in what is called the base period. The Price Control 
Act established October 1-15, 1941, as the normal base 
period, and the Administrator must justify a choice 
of any other base period. Basic raw materials, indus- 
trial machinery, and items like typewriters, which 
early showed inflationary tendencies, are all based on 
October, 1941, prices. 

When it became evident that piecemeal price con- 
trol was not enough to stem the rising price tide, the 
General Maximum Price Regulation was issued in 
April, 1942, and prices of all commodities were rolled 
back to March, 1942. The General Maximum Price 
Regulation used March, 1942, as the base period, and 
the justification for that is evident if you consider the 
difficulties a merchant would have in determining 
for each item or service the price he had in effect six 
months before, and the strain that would have re- 
sulted on business had a wholly new (or rather old) 
price structure been suddenly clamped upon it. 

Other regulations use earlier base periods. The wood 
pulp schedule is based upon price levels prevailing in 
July of 1940. The rent regulation rolled back prices 
for the rental of homes to July, 1941; April, 1941 and 
even January 1941. Perhaps some of you have been as 
lucky as I in receiving a rent reduction on this ac- 
count. If so, you will understand my feeling that OPA 
is not just the outfit for which I work at bothering 
businessmen, but is also an aggressive friend in help- 
ing to make ends meet. 

The question often has been asked: “If prices to 
consumers, to government, and to industrial users are 
maintained, why control prices at the manufacturing 
or wholesale level? Will they not automatically be 
held down by the retail ceiling?” 

The answer is twofold: 

1. In many cases, retailers are not sufficiently or- 

ganized nor do they have sufficient bargaining 
power to prevent themselves from being squeezed 
between a fixed retail price and a rising cost 
price. 
Rising costs puncture or threaten to puncture 
retail ceilings by requiring retail price adjust- 
ments or by the development of black market 
operations. 

That is the general reasoning behind the establish- 
ment of the wholesale ceiling on typewriters. OPA 
is now operating on a vertical basis of price control, 
and ceilings are being placed on commodities at all 
stages of their distribution. Because the distribution 
of typewriters today is in some respects unique, I shall 
have another word to say on this subject in a moment. 


i) 


Reports and Notices 
The customary OPA posting and record provisions 
have rested lightly on you of the typewriter trade. 
Maximum Price Regulation No. 162 required only that 
you maintain accurate and complete records concern- 
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Records are 


Essential 


Steel-Age Dealers will render a valuable serv- 
ice to their customers if they advocate a careful 
analysis before making any drastic changes in 


their system of record keeping and filing. 


With staff shortages and limited office equip- 
ment there is a strong temptation to indis- 
criminately cut portions of this essential func- 


tion of business. 


It is weil to keep in mind how these records will 
influence post war plans—what bearing they 
will have on efforts to regain or broaden peace- 


time markets. 


Even if Steel-Age office equipment is not avail- 
able at this time, improvised transfer cabinets 
may be used as a substitute until our war job 
is done, and we can again supply our dealers 


and their customers—for records are essential! 








FOR VICTORY 
Buy United States 
BONDS AND STAMPS 
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TRADEMARK 


TRANSFILE 


FIBRE BOARD FILES 





In war or peace, TRANSFILE FIBRE BOARD FILES are the 
safe, orderly, low cost way of filing and keeping semi- 
active and inactive records. And what is more impor- 
tant, all records are kept at finger tips. The potential 
market has hardly been scratched yet. 


TRANSFILE FILES have several outstanding points of 
superiority. They are shipped flat and save valuable 
space in our carriers. They assemble quickly and easily 
without screws, bolts nor tools. They interlock into 


sturdy batteries. 


TRANSFILE FILES are still a fine profit item. Are you 
selling all you should in your city? 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET, NEW YORK 13, N. Y. 





FILING SUPPLIES 


Even in this restricted material period we are striving 
mightily to keep our dealer service as good if not 
better than ever. You dealers are our bread and butter 


for we do not sell direct. 


lf for any reason you are not quite satisfied with your 
present connection write for full information on the 


GUSSCO Complete Filing Supply line today. 





ing inventories and sales or rentals and that you post 
a copy of the appendix of the regulation, together with 
a statement that the customer may arrange for trans- 
portation of a rented typewriter and a statement of 
your charges if you arrange for the transportation. 
Perhaps we need not call your attention to the feeling 
in some quarters that OPA’s requirements for posting, 
tagging or record-keeping are burdensome. In this 
respect, the advantages of operating under an early 
OPA regulation will be evident if I read the tagging 
and sales-slip provisions of a newer regulation, that 
covering used household mechanical refrigerators: 
“Tagging. No person shall sell, offer to sell, or rent 
a used household mechanical refrigerator unless a tag 
is attached to the refrigerator which states whether 
the refrigerator is offered for sale ‘as is’ or ‘recondi- 
tioned,’ the length of the guarantee to be supplied, 
the make, model and year of the refrigerator, the 
maximum selling price, and, if the refrigerator is 
offered for rent, the tag also shall state the maximum 
monthly rental rate. A tag in the following form is 


satisfactory: 

Make 

Model 

Year 

Condition (Reconditioned) 
(‘as is’) 

Guaranteed for (90 days) 
(one year) 


Maximum selling price: $ 
(Maximum monthly rental rate: $ ) 

“This tag must not be removed except by the ulti- 
mate consumer. If the maximum price for the re- 
frigerator was determined under paragraph (f) or (g) 
of Sec. 3, the tag shall so state, and if the refrigerator 
has a replacement unit, shall carry the name of the 
supplier of the unit. 

“Sec. 7. Sales slips, receipts and invoices. Regard- 
less of his former practice, every person selling a used 
household mechanical refrigerator in the course of 
trade or business shall furnish the purchaser with a 
sales slip, receipt, invoice or other writing, stating 
that the refrigerator sold is either ‘as is’ or ‘recondi- 
tioned,’ the length of the guarantee supplied, the date 
of the sale, the make, model, number and year, the 
price charged, the nature and amount of any addi- 
tional charges, and the name and address of the pur- 
chaser. If the maximum price was determined under 
paragraphs (f) or (g) of Sec. 3, this shall also be stated. 
A copy of such sales slip, receipt, invoice, or other 
writing shall be retained by the seller for inspection 
by the Office of Price Administration.” 

Such provisions are not designed to stun the trade 
into compliance. They are designed to inform the 
purchaser of the price and specifications of the prod- 
uct he wishes to buy, and to encourage the dealer to 
meet price and grade requirements of the schedule. 
OPA here merely takes measures to insure that the 
pressures of scant supply and excessive purchasing 
power do not deter sellers from their normal pro- 
cedure of pricing products fairly and informing cus- 
tomers truthfully. 

I would like to say a word on the question of the 
complexity of the typewriter regulation. Is it hard to 
understand? Is it in too great detail? On this point, 
it is well to bear in mind that it is not difficult to 
prepare a simple regulation, simple both in terms of 
its style and in terms of its content. But the regula- 
tions of OPA have the force of law and must, there- 
fore, be capable of giving legal protection to the seller 
as well as to the buyer, and capable also of sustaining 
court attack. 

Regarding the provisions of a regulation, we would 
all agree that the simpler they are, the better—within 
limits. Those limits are established by the necessity 
for fairness. For instance, simplicity could easily be 
served by a single rental rate for all typewriters, re- 
gardless of age, use, or carriage width. Such an 
example will make it apparent to you that simplicity 
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\ Yes — another new SPEED... And a honey — even if it has 

a wooden- base and less of critical wartime materials .. . 

When it comes to a test of efficiency and durability, you 

won't have to apologize for SPEEDWAY PUNCH No. 72! 

Its cutting dies are hardened steel; metal springs, of 

course; it has the SPEEDWAY adjustable paper gauge 

and SPEEDWAY’S hand-safety feature too... also a 
receptacle for punchings. 


—[ Ee. 
FZZZZB THE ORDER OF THE DAY 
yy 


SPEED PRODUCTS COMPANY 


37-18 NORTHERN BOULEVARD, LONG ISLAND CITY I, N. Y. 
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may be carried too far. The policy has been to aver- 
age or lump prices wherever possible, but to maintain 
to the best of our ability the important price relation- 
ships of the past. In some regulations—for instance 
that which sets retail ceiling prices for beef, veal, 
lamb and mutton—the provisions and price tables 
run to 50 or more pages. The icebox regulation de- 
fines three classes of sellers, establishes for every make 
and model of icebox a dollars-and-cents ceiling price 
which varies with each of the 48 states and the 
District of Columbia. 

Price control is not a simple undertaking, and price 
relationships are subtle and complex. Despite the 
difficulty, however, you will find that an occasional 
careful reading of the regulation, together with the 
statement of considerations issued simultaneously and 
the press release summarizing its provisions, will re- 
pay you in educating you to help your customers, in 
informing you of your obligations, and in enabling 
you to take full advantage of your rights. 


The Basis for Change 


These then, are some of the aspects of price control 
which will give us better perspective on the typewriter 
price program. Many of you know that OPA has now 
under consideration some changes in the present 
order and I feel constrained to express to you my 
great disappointment that I cannot tell you that the 
revised regulation has finally been cleared and issued. 
I can, however, say that it is now in the last stages 
of clearance, and that we hope that it may appear 
within this month. Some consultation with other 
governmental agencies is required with respect to the 
record-Keeping provisions of the regulation, and there 
are some aspects of the President’s hold-the-line or- 
der, in relation to certain of the changes proposed, 
that still require clarification. My colleagues are at 
work on these features in my absence. 

In considering these changes we have had the bene- 
fit of helpful consultation with the Industry Advisory 
Committee appointed in this field, headed by Mr. 
James J. Sheehan. We have conducted, and your asso- 
ciation has conducted, dealer surveys to acquire perti- 
nent information. We have been kept informed of 
your activities and desires by the Government Coop- 
eration Committee, whose chairman, Mr. Clarence 
Bush, we almost deem to be one of our staff, so fre- 
quently have we imposed upon his time. He must feel 
that he is constantly giving us information, and re- 
ceiving very little in return. But I have never heard 
him complain except to say that the government still 
owes him his dollar a year. 

The maintenance of typewriter prices is a small 
though vital part of this nation’s over-all program of 
stabilization. It is a part which was drafted carefully 
and well, thanks in large part to the help given by 
industry and to the typewriter men connected with 
OPA in its earlier days. When the revision is issued, 
you will dislike some of the changes that are made, 
and some of you will approve. Perhaps it takes far- 
sighted businessmen to approve any ceiling schedule 
which requires them to sell at prices lower than the 
consumer wants to pay. But that, too, is the nature 
of price control. We will be grateful for your under- 
standing of its objectives, your co-operation in main- 
taining the over-all program, and your assistance in 
publicizing and abiding by the typewriter regulation. 

*—> 

JASPER REPRESENTATIVE CHANGES ADDRESS 

James S. Fowls, southern representative for the 
Jasper Chair Company, Jasper, Ind., has announced 
his removal from his old address at 3414 Euclid 
Heights Boulevard, Cleveland, O. He should now be 
addressed at Box 456, Painesville, O. 

*—- © 
WADDLE HONORED BY ROTARY INTERNATIONAL 

Grant A. Waddle, American Crayon Company, a past 
president of the Sandusky, O., Rotary club, has been 
named governor of the 157th district of Rotary Inter- 
national in Ohio. The district has 45 active clubs. 


OFFICE APPLIANCES, August, 1943 


NOW :: THE TIME 


TO PLACE YOUR ORDER 
FOR 








DESK PADS anu ACCESSORIES! 


There is always a profitable demand for these handsome AICO 
Desk Pads, Work Distributors and desk accessories,—but with 
material shortages and transportation restrictions becoming 
more and more acute, selections are becoming limited and 
deliveries more uncertain. 


Forehanded stationers are going through the AICO Desk Pad 
Catalog and placing their orders for their Fall requirements 
HOW. 


The AICO Desk Pad line includes a wide range of styles and 
sizes, with genuine leather paneled pads for the executive's 
desk and smaller styles for the general office and home. Select 
your stock now! 


Let’s All Dig Deeper —for War Bonds and Stamps 


Every dollar we dig up for war bonds and stamps, is another 
shovelful dug out of the Axis grave. Better than 10% of the 
AICO payroll goes into War Bonds every week. 


os 


YOUR AICO DESK PAD CATALOG — COMPLETE 
DESCRIPTION AND PRICES 


AICO-GRIP TABBING 
|) LOOSE LEAF INDEXES 

DESK PADS and 

ACCESSORIES 

SHOP TICKET HOLDERS 


Veyron Company 


CT, S. JEFFERSON ST., CHICAGO, ILL. 
MANUFACTURERS OF INDEXES AND INDEX TABBING 
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THE ONLY 


POSTURE CHAIR 
with 


AUTOMATIC 


SELF-TILTING 


BACK 


PRESSURE SUPPORT 


“Exclusive 
TYPOSTURE 
Construction 


PATENT PENDING 


NATIONALLY ENDORSED... 


The Typosture principle, entirely new to the chair 
industry, has won the most enthusiastic approval 
for its comfort-giving as well as its overall quality 
features. 

From all over the country, dealers accepted our 
introductory approval offer as announced in June 
and July issues of Office Appliances. 

The volume of orders already received prompts 
us to urge the immediate placing of your order 
for stock, to assure early delivery. 

Aim for your share of Typosture business — It's 
growing day by day. 


TYPOSTURE ¢o. inc. 


11 WEST 32nd ST., NEW YORK 1, N. Y. 
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Office Appliances 
INFORMATION SERVICE 





UNDER THE EMERGENCY 








(Continued from page 31) 


that the cost-of-living will not be increased thereby.” 

Adjustments also have been made in rental rates for 
electric and special-purpose machines, as well as for 
typewriters rented in the United States possessions and 
territories. 

Rentals Without Maintenance 

Because the nationwide scarcity of typewriters has 
encouraged private individuals to rent out their own 
used machines, and caused dealers to rent typewriters 
to places so distant from their stores that normal 
maintenance service could not be included, the new 
regulation establishes rates one-third lower than those 
for normal rental in cases where the dealer gives no 
free maintenance service at the place where the ma- 
chine is used. Rentals without maintenance may be 
offered at the option of the dealer or supplier. 

Investigation by OPA revealed that many dealers 
have been withdrawing their customary offer of a 
lesser rental rate for a three-month period, and requir- 
ing customers whenever possible to enter into month- 
to-month rental agreements at the higher single- 
month rate. The new regulation corrects this situation 
by requiring that the three-months charge pro-rated 
for the rental period shall apply whenever the cus- 
tomer offers to make a three-months contract with a 
dealer. 

The dealer may require rental payment in advance, 
together with a deposit for security from the renter. 
In case of either renting or selling a used typewriter, 
the dealer must give his customer a Sales slip or rental 
contract clearly stating the significant details of the 
transaction, and all rental contracts must include a 
statement, quoted from the regulation, that the rate 
charged is within the authorized ceiling price. 

All suppliers renting typewriters must post on their 
premises a clearly legible sign summarizing particu- 
lars of the ceiling rate. For the convenience of the 
trade, this sign has been incorporated in a retailers’ 
bulletin which will be distributed to dealers. Addi- 
tional copies will be obtainable at district and regional 
OPA offices. 

Transfers of Machines Between Dealers 

On sales of used typewriters to dealers, the previous 
regulation established a ceiling at two-thirds of the 
retail selling price. The revised regulation retains 
this percentage for sales to dealers by private indi- 
viduals, but permits machines to be transferred be- 
tween dealers at prices which are eighty per cent of 
the retail selling price. This change was effected to 
promote the flow of typewriters into areas of present 
scarcity. Such machines, under the rationing order, 
may only be rented, not sold, to the public, and con- 
sequently no squeeze on dealers’ margins will result 
from this change. 

With respect to dealers’ trade-in allowances and 
guarantees, the new regulation establishes uniform 
practices, whereas the former regulation “froze” 
each seller to his customary individual practices. 
Since variations in these practices had the effect of 
penalizing dealers who offered the most favorable 
terms to their customers, while rewarding those who 


OFFICE APPLIANCES, August, 1943 











. 
for 
for 


1as 
wn 
ers 
lal 


' te 





PIR IS 





20 SRR eng tt 


sormesprregee rm 








TOMORROW'S VICTORIES 
ARE ON SOME ONE'S DESK TODAY! 


A nation at war becomes DESK-CONSCIOUS. The decisions originating on America’s desks 
today are momentous . . . they involve not only the purchase of vast amounts of war materials 
but more important still—the utilization of precious lives. 


We cannot help but feel that well constructed, well designed JACKSON DESKS impart an element 
of greater efficiency to these thousands of desk workers who shape our war policy on the home 
front and military strategy on the battle front. 


Our dealers may well share our satisfaction in contemplating the great numbers of JACKSON 
DESKS now functioning in war service. 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 


S. R. Evans, 421 Hampton Court, Athens, Ga. 
Howard Maley, 118 Tarbell Ave., Bedford, Ohioe 

L. 4. McDanie!, 2718 Cockrel! Ave., Ft. Worth, Tex 
Charies L. Pettibone, Bedford, Ohio 


REPRESENTATIVES 
James H. Davison, Hotel Figueroa, Los Angeles, Cal. 
Marion V. Follin, 220 Fairbanks Road, Riverside, Ii! 
George B. Wray, 130 W. 42nd St., Room 819 New York 
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Shaw-Walker 


Now Avatlable in 
ALL HEIGHTS 


> Made in 2-, 3-, 4-, and 
5-Drawer Heights 


Two-Drawer 


Desk-High File 














> Letter and Legal Sizes 








Three-Drawer 


Counter File > Made of Plastic and Wood 





> Match Steel Files in Color 
and Appearance 











> All Drawers Operate on 


Four-Drawer | . ‘ 
Standard Height File Extension Slides 








P Drawers Equipped with 
Famous Slide-Easy Follower 














> Made by Shaw-Walker in 
our Muskegon Factory 











“Built Like a 
Skyscraper” 





Five-Drawer 
Rent-Saver File 











SHAW-WALKER 


FACTORY AND HOME OFFICE, MUSKEGON, MICHIGAN 














LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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offered less, the change is obviously fairer to all, OPA 
said. 

Under the new regulation, a guarantee of one year 
is required on the sale of a demonstrator; a guarantee 
of six months on a rebuilt typewriter, and three months 
on a reconditioned machine. 

While the new regulation establishes rental rates 
with far greater detail and accuracy, it puts less em- 
phasis on selling prices for the reason that nearly all 
typewriter sales at retail are prohibited by Ration 
Order No. 4A. 

a) 


OFFICE MACHINE PRODUCTION POLICY ALTERED 
BY AMENDMENT TO LIMITATION ORDER L-54-C 


A change in the production policy governing certain 
types of office machinery was announced July 14 by 
the War Production Board. Under the new plan, pro- 
duction will be on a continuing basis to meet WPB- 
approved orders and to provide for the maintenance 
of a maximum 90-day inventory. 

Previously, manufacturers were permitted to produce 
office machinery up to the limits of their quotas, stock- 
piling the equipment as a reserve against authorized 
orders. 

As a result of the new policy—established by amend- 
ment of Order L-54-c (office machinery) —manufac- 
turers will be able to schedule production of office 
machinery so as to reduce to a minimum interference 
with output of war equipment being made at the same 
plants. In the past this kind of production control 
was not always possible. 

Manufacturers are now limited in their output of 
permitted office machinery and parts to a quantity 
sufficient to meet orders on hand authorized on Forms 
WPB-1688 and WPB-2798. In any case, they are al- 


lowed to maintain invei.ories not to exceed the total | 
dollar value of sales of machinery to their customers | 


on approved orders plus exports of sets of parts during 
the preceding three calendar months. 

In addition, they are limited in their total produc- 
tion of permitted parts and machinery during the 
19-month period beginning June 1, 1942 and ending 
December 31, 1943. This limitation is based on the 
quota percentages listed beside each type of machinery 
on List I of the order as related to the total dollar 
value of such machinery sold during 1941. 

Other effects of the amendment are: 

1. Maximum production quotas are generally in- 
creased for all types of machinery permitted by the 
order. This is intended to meet growing requirements 
of war industries and the armed services for certain 
types of office equipment. Officials indicated that any 
further change in these quotas for the next quarter 
will be announced well in advance of the current 
period. 

2. Orderly control over deliveries is assured through 
a provision that manufacturers must schedule ship- 
ments in accordance with delivery dates specified on 
authorization certificates. However, if the certificate 
is received later than the specified date, shipment must 
be made on the basis of the receipt date of the au- 
thorization. 

3. Added to the list of banned machinery are: cur- 
rency counting machines, perforating machines 
(marking and canceling), post office canceling ma- 
chines, and shorthand writing machines. 


a) 
PREFERENCE RATING ORDER P-100 REVOKED 


Preference Rating Order P-100, dealing with main- 
tenance, repair and operating supplies, has been com- 
pletely revoked, the War Production Board announced 
on June 30. 

This order previously was revoked as of April 2, ex- 
cept as to producers in Canada, to whom a serially 
numbered copy had been issued. Canadian companies 
are now eligible to apply through the Department of 
Munitions and Supplies, Ottawa, Canada, to the War 
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BORING THROUGH ragged gray clouds a hundred miles from 
New York, the giant Boeing Stratoliner calls LaGuardia Field 
on the interphone, giving position . . . altitude, 
receiving in turn information on weather ahead and compiete 
landing instructions. Back and forth fly questions and answers 


speed ... 


. and every syllable is electrically recorded! 

The recording may be filed and played back any time. Should 
the flight ever figure in the investigation of an accident or some 
irregularity in the observance of flying regulations, a running 
account of all instructions and acknowledgments is available. 

Batteries of Dictaphone Electric Recorders are now in opera- 
tion at airway traffic control centers 24 hours a day, helping to 


do a vital war job well. 


STRATOLINER LANDING 
TWO PLACES AT ONCE 








innovations in the field of 


This is only one of the many 


electric recording, which has been created in the Dictaphone 


Research Laboratories at Bridgeport, Conn., by our sound 
engineers. 

Today, the vast background of skill and knowledge which 
Dictaphone has acquired during years of effort to make better 
dictating equipment is available to the armed services and war 
industries. Wherever the human voice must be recorded and 
reproduced, there Dictaphone can speed activity. 

During the war, the Dictaphone method of dictation serves 
more effectively than ever. saving precious time and effort for 
After the war, improvements in electric 


will be giving new 


harassed executives. 


recording hastened by today’s necessity 


satisfaction in Dictaphone-equipped offices. 


Dictaphone Corporation, 420 Lexington Avenue. New York 


iT, Nek 


DICTATING AND 
RECORDING EQUIPMENT 


\. , DICTAPHONE 


The word DICTAPHONE s the registered trade-mark of Dictaphone Corporation, makers 


machines and other sound recordir 
i trade-mark 


of dictating g and revroducing equipment bearing 
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FEATHER 


STENCILS 
Lead Again 


After many blind tests on stencils of 
every standard make, Red Feather 
stencils and duplicating inks were 
selected by the H. S. Crocker Com- 
pany of San Francisco, largest sta- 
tioners on the Pacific Coast, in busi- 
ness for over eighty years, as the 
only stencil and ink that could pass 
every test successfully. 


Red Feather stencils and inks can 
measure up to any requirement in 
duplicating work. Clean, clear and 
sharp, they can take the punishment 
of typewriters and mechanical 
STENCILS equipment which, due to the war, 
* 
DUPLICATOR 

NKS 
e 
DUPLICATOR 
SUPPLIES 
* 
ORRECTION 

FLUID Red Feather correction fluid, type 
cleaner, and Hecto Fluid, are nat- 
ural assets to your line. They assure 
the customer of perfect correction, 
a really clean type, and intense copy 
on the hectograph. 





may not be in the best condition. 

The dealer using Red Feather 
products is the one who can always 
expect to get repeat orders. Follow 
the trend to Red Feather and watch 
the increase in sales in your Dupli- 
cating Department. 






. 
TYPE CLEANER 
° 
HECTO FLUID 
e 







CARBON 


ome RED FEATHER 
om PRODUCTS, LTD. 


RIBBONS 
Manufacturers 
431 BUSH STREET 
SAN FRANCISCO, CALIFORNIA 
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Production Board for authorization to use the pro- 
cedures established under CMP Regulation No. 5 to 
obtain their necessary maintenance, repair and oper- 
ating supplies. 

As a result of this eligibility, WPB has revoked 
Preference Order P-100 completely. 

o 
MPR 429 COVERS USED OFFICE FIXTURES 

One of the fifteen kinds of used consumers’ durable 
goods brought under a new overall price regulation by 
OPA on July 15, 1943, is used office furniture and 
fixtures. Designated MPR 429, the regulation does not 
go into effect until September 1, 1943, to permit re- 
tailers time to acquaint themselves with the provi- 
sions of the order and to tag their merchandise. 

The regulation specifically covers the following 
lines: 

“All kinds of store or office fixtures including, but 
not limited to, filing cabinets, lockers, storage cabinets, 
wardrobes, movable safes, time clocks, and store meas- 
uring devices used in the sale of merchandise such 
as scales, liquid and bulk measures and linear meas- 
uring machines. Office business machines are not 
included.” 

The Pricing Formula 


The pricing formula of the new regulation is based 
on the principle of comparing the used article for 
re-sale with the cost of a new article of the same kind. 
If the used article is in “good condition,’ as spelled 
out in the regulation, it falls into Class I and the 
seller may set its price at 75 per cent of the selling 
price of the article when new. If the used article is 
in poor condition, it falls into Class II and the seller 
may take 33-1/3 per cent of the original new price for 
his ceiling. 

If, for purposes of comparison, the seller does not 
have new articles of the same kind in stock, he may 
price his used item upon the basis of the same per- 


| centages of the retail selling price of the most closely 


similar new item he has in stock, providing the used 
item, when new, sold for approximately the same price 
as that of the similar article. 

If the seller does not have in stock an article similar 
to the used one, he may determine his re-sale price by 
comparison with the retail price of the same or similar 
article as offered by other stores of the shopping area 


| in which he operates. 


If the same or similar article is not now being sold 
in his community, the seller still may determine his 


| re-sale ceiling by the retail selling price of the article 


at the time sale of it was discontinued. 
In case the seller cannot determine the retail selling 


| price of the article when new under any of the fore- 
| going rules, he may apply to the nearest field office of 
| OPA for instructions on what to do. Authority has 
| also been delegated by Washington to field offices to 
| fix dollars-and-cents ceilings for the sale of any 


articles covered by this regulation in any locality 
under its particular jurisdiction, where a run-away 
price situation has occurred. 


How Higher Prices May Be Charged 


For any rebuilt or reconditioned article, application 
also may be made to the proper OPA field office for 
permission to charge a higher price than the 75 per 
cent of new-selling price maximum stipulated by the 
regulation. Such permission may be granted if the 
applicant can show (a) that the article is of an essen- 
tial class in which there exists a serious shortage of 
new merchandise, (b) that, the resultant mark-up 
would cause a loss to him because in the course 
of rebuilding, reconditioning or renovating the used 
article, the applicant has been compelled to expend 
sO much money on labor and materials that he would 
be discouraged from performing such reconditioning 
under the price formula set by the regulation. 

Additional charges for credit, packing or delivery 
are allowable only if they were made during March, 
1942, the base pricing-period of the General Maximum 
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Office Furniture Warehouse 
Company HM. A. Clemetsen (Eastern) 
S73 Groadway, New York, N. Y 
William H. Brown (Chieage- 
Midwest) 6706 Glenwood Ave., 
Chicago, Iilinois 

&. F. Umphred (Western) 

305 Euclid Ave., Oakland, Calif 
R. W. Young & Son (Michigan) 
613 Free Press Bidg., etroit, 
Michigan 

EE. W. Thomas (Southwest) 

Box 3493 Peninsula Station 
Daytona Beach, Florida 
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Impressive 


. Performance 


When our Paratroopers go into action... when they 

exhibit breathtaking courage and consummate skill 
by dropping behind the enemy's lines and catching Axis 
forces unaware, we all feel like shouting, "Bravo." It's 
the kind of impressive performance that makes us proud 
we're Americans. 


Jasper Desk Co. also gives an impressive performance 
even though we realize it lacks the above dramatic qual- 
ity. Nevertheless, we are very conscious of the vital role 
desks are playing in the administrative conduct of this 
war. Never have desks assumed such importance be- 
cause they have become the ''silent partners'’ of the 
men and women who are shaping the plans for ultimate 
Victory. 


We're mighty proud of the job we're doing, and we're 
confident that our dealers share the satisfaction that 
comes from a job well done. 


Pedestal Typewriter Desk with 
Patented Wood Mechanism 





<S The Jasper || PPT eT ELY 


JAS PER 
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Price Regulation. Such extra charges may not exceed 
the highest charge made during March, 1942, and 
must be shown separately on a bill of sale. 

All used consumers’ durables governed by today’s 
Maximum Price Regulation No. 429 are divided into 
two classes. 

Class I includes articles if (a) no part is missing 
which is necessary to make the article fully useful; 
(b) the article is in good working condition, is clean, 
has good appearance, and can be used by the con- 
sumer for the purpose intended without further re- 
pair; and (c) in the case of floor coverings, uphol- 
stered furniture and bedding, the fabric is clean and 
substantially free from burns, cuts, stains, frayed 
eages, faded colors and worn spots. 

Class II articles include all those not meeting the 
standards of Class I. 


SIGN POSTING REQUIREMENTS 


The regulation requires retailers to post signs of a 
specified size at some conspicuous spot in their stores, 
enumerating the types of merchandise governed, de- 
scribing the two classes into which it is divided for 
quality pricing purposes, and announcing that ceiling 
prices for articles in Class I must not be higher than 
75 per cent of the present retail selling price of the 
same or a Similar article when new; and that used 
articles in Class II must not be priced higher than 
33-1/3 per cent of their selling price when new. 

Plans are under way to make this ceiling price 
notice sign available shortly to all retailers upon 
request to their nearest district or regional OPA office. 

Every used article covered by the regulation and 
selling for $2 or more must be marked by the retailer 
with a tag or label showing the quality Class (I or 
II) and the dollars-and-cents selling price of the used 
article. 

If the dealer customarily has given his customers 
sales slips, or similar evidences of purchase, he must 
continue to do so. Upon request, regardless of pre- 
vious custom, the retailer must give the customer a 
receipt showing the date, his name and address, a 
list of the articles bought and the prices paid, the 
kind and amount of any additional charges, and the 
name and address of the customer. 


o 
APPLICATION WPB-547 REPLACES FORM PD-1X 


Form PD-1X—used by distributors in obtaining pri- 
ority assistance for replacing inventories—has been 
superseded by a new, simplified application titled 
WPB-547, the Wholesale and Retail Trade Division of 
the War Production Board announced today. 

Intended primarily to reduce the amount of paper 
work involved in filling out the old form, the new ap- 
plication has been greatly simplified in design and 
appearance and is expected to expedite the filing and 
handling of requests for ratings to replenish distribu- 
tors’ stocks. Other improvements are designed to cut 
down substantially the clerical work in processing the 
applications. 

The new form, copies of which are now available 
in WPB field offices, can be used immediately if de- 
sired. PD-1X applications will be accepted for proc- 
essing until August 1; after that date, only the new 
WPB-547 will be valid. 

WPB officials urged distributors to take every pre- 
caution against omission of any of the information 
called for by the application. Forms which are im- 
properly filled out or which fail to include all the nec- 
essary facts will be returned. Officials declared that 
applications will be checked “with increasing exacti- 
tude until August 1, after which no omissions will be 
waived.” 

Major changes in the revised form are summarized 
below: 

1. Size of the application has been altered to permit 
its insertion into any standard typewriter carriage 
without folding and to permit answering all questions 
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GET THE MOST 
OUT OF YOUR DURATION 
TYPEWRITERS...USE 


“GRAND 
PRIZE’ 


TYPEWRITER RIBBONS 
and 
CARBON PAPER 


) 





“Grand Prize” products have the qual- 
ity to keep your typewriters producing 
more and better work! 


More than 50% of the “Grand Prize” 
output has gone to work for the govern- 
ment, armed forces and war industries. 
More than 50% of ‘Grand Prize” is 
helping to speed the paper-work of pro- 
duction and victory. 

Boost the speed and efficiency of 


your equipment, let ‘Grand Prize” work 
for you! 





BUY U. S. WAR BONDS 
and SAVINGS STAMPS 
EVERY PAYDAY! 


PACIFIC CARBON and 
RIBBON MFG. Company 


. FRANCIS O’CONNOR, Pres. 








Head Office and Factory: 


1451 Harrison Street, San Francisco 
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No. 3629 


$18.00 Li 


Price 






NEW UPHOLSTERED ARM-CHAIR 


Modern Design 


Here is a modern, streamlined arm- 
chair. Upholstered seat and back in 
high grade leatherette—choice of 6 
colors-—maroon, tan, green, red, brown, 
blue. Chair made of selected hard 
wood in walnut finish. Shipping weight 
22 Ibs. 





SELL WELLS 
SELL WISELY 


@ Yes... WELLS has demon- 
strated time and time again its 
right to be termed "leader of the 
office furniture industry. Wells 
claims are based on actual per- 
formance. We've clicked when 
the "chips were down." We've 
delivered the goods during a 
critical period in our country's 
history. We make no hollow 
promise when we offer merchan- 
dise for prompt delivery ... we 
make good on that assertion. 
That's only one of the many 
reasons dealers from coast to 


coast BUY WELLS and BUY 
WISELY. 


This way for TILT and SWIVEL CHAIRS 

















@® WELLS Tilt and Swivel Chairs 
have made a real contribution towards 
the maintenance of office efficiency 
and the preservation of good health 
in a period keyed to intense war ae- 
tivity. 
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W OoO0ndD Single drawer 350I—3 x 5—Sh. Wot. 32 Ibs. carton __List Price Ea. $ 4.75 

Cc A R D €. A B I N E T 7 Single drawer 460I—4 x 6—Sh. Wot. 40 Ibs. carton List Price Ea. 5.70 
Sturdily constructed e drawers equipped with Single drawer 580i—5 x 8—Sh. Wot. 44 Ibs. carton List Price Ea. 6.60 
follower block ¢ cabinets may be stacked on top Double drawer 3502—3 x 5—Sh. Wat. 26 Ibs. carton List Price Ea. 8.40 
of each other e all cabinets 1614” deep ¢ OLIVE Double drawer 4602—4 x 6—Sh. Wat. 32 Ibs. carton List Price Ea. 9.60 
GREEN FINISH e Packed 4 single to carton; Double drawer 5802—5 x 8—Sh. Wot. 40 Ibs. carton List Price Ea. 11.10 











2 doubles. 





Tilt and Swivel Chairs 






Adjustable in Tension of Back 


Tce 





Tension adjusted by wing nuts un- 
der seat. 

Adjustable in Height of Back 

Adjustable 134” in height. 

Adjustable in Height of Seat 

Four easy adjustments from 1614" 


«No. 3606 
$21.80 









to 1914", List 
Price 
° . Shipp. Wat. 
There are many types of Tilt and Swivel ¥ ae 
Chairs—all built for the times—all-wood Packed 2 to 


construction, no metal used. veer 
There's POSTURE . . . there's SWIVEL 
ARM ... SWIVEL-NO ARMS... also 
Upholstered POSTURE. And especially 
built for the key men in industry is the 
EXECUTIVE Upholstered Swivel Arm 
Chair. The Wells line also embraces side 
chairs and arm chairs . .. plain and up- 
holstered. 


FOR IMMEDIATE DELIVERY 


MANUFACTURERS «© CHAIRS @e DESKS e© FILES e© TABLES 


Wagtea 410-12 SOUTH 


3 


COMPANY CHICAGO 
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may not be Delayed... 








GUY War 
0-PRINT CORPORATION 
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without removing the form from the carriage. Also, 
the form folds into a standard 81x11 inch letter size, 
facilitating mailing or filing. 

2. More space is provided in the upper right-hand 
corner for the applicant’s name and address. When 
cut out, this block becomes a control card bearing the 
WPB case number, the date of filing of the application, 
and the name and address of the applicant. This im- 
provement alone is expected to eliminate the work of 
several typists and will speed up the flow of cases. 

3. Spaces to be filled out are numbered, with corre- 
sponding numbers listed on the instructions. 

4. After indicating the general type of supplies cov- 
ered by the application, the distributor is now required 
to report his current sales and inventory figure for his 
entire business. The option of showing figures only for 
a department or a class of materials has been removed 
in order that a picture of the entire operation of the 
applicant may be secured. 

5. Date and case numbers of the applicant’s most 
recent WPB-547 or PD-1X applications covering any 
of the items appearing on the new application must 
be included. Also, the form must show whether or not 
ratings were assigned or whether a re-application is 
being submitted. Purpose of this is to prevent any 
abuse of the application form and to provide a check 
against persistent resubmission of an _ application 
which has been once rejected. 

6. Previously, applicants were required to show their 
inventories as of December 31, 1941. They are now 
allowed to select any month in the period between 
D-cember 31, 1941 and the month six months previous 
to the date of the application. Also, book or physical 
inventory may now be used in computing this figure. 

7. Space is now included in the application for in- 
serting any added information other than that called 
for by the application, obviating the need of sending 
a separate letter. 

8. All references to Order L-63 are removed from the 
form. Instead, certification must be made to the effect 
that receipt of the material included in the application 
will not increase inventory beyond the limits of any 
WPB order or regulation or beyond a practicable work- 
ing level. 

a) 


MRO SUPPLY RECORD REQUIREMENTS CHANGED 


Records of maintenance, repair and operating sup- 
plies may be kept on the basis of supplies received, 
rather than the amounts of supplies ordered in any 
quarter, the War Production Board announced on 
June 30. 

Although quantity restrictions under CMP Regula- 
tion No. 5 are on an “order” basis, if a person prefers 
to compute his expenditures on a “receipt” basis, he 
may do so, according to Direction 8, issued June 30. 
However, the use of one method for part of the sup- 
plies. and another method for the rest is not per- 
missible 

& 


SHORTAGE OF FOUNTAiN PENS BLAMED ON 
WPB’S FAILURE TO AMEND L-227 

With current demands of civilians and members of 
the armed forces running well ahead of production 
levels, the fountain pen industry faces one of the 
gravest periods in its history in 1943. Current output 
is variously estimated at from 35 to 40 per cent of 1941 
production levels. 

A proposed amendment to L-227, which would have 
increased civilian production of pens to about 30 per 
cent and production for the armed forces to about 42 
per cent, was rejected by the War Production Board 
early in July. The shelving of the proposal was ac- 
companied by a statement that “the requirements 
committee is now making a redetermination of the 
requirements for writing devices included under this 
order (L-227) in order to re-establish for each claim- 
ant their essential requirements.” To the members of 
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Another Reason 
For Selling 


BARKLEY 24Z2¢ TAB INDEXES 





























_ dk 
Pay a 25 
be 
Ag ee. 
~ % 
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Positively, valuable inches are 
saved in any kind of filing drawer 
because BARKLEY Plastic TAB 
INDEXES have the entire body 
above the guide card. Thus a 20 
to 40% saving is assured. 





Remember this feature when talking TAB INDEXES, plus 
the additional features of Magnified Visibility, Smooth 
Non-Snag Surfaces, Full Range Visibility, etc. ... then sell 
your customers BARKLEY Plastic TAB INDEXES and you 
are sure of satisfying them every time. 


Write for samples and 
complete information now! 


C. L. BARKLEY & CO. 


Aq © 
Vianufacturer 


517 S. JEFFERSON STREET 
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NATIONAL 
DESKS 





Series No. 44 


Built for utility and designed for the 


general needs of modern corporations, 
NATIONAL Series No. 


terized by square pedestals without 


14 is charac- 
sharp corners or edges . plus 
NATIONAL’S famed flush 


tion and recessed center legs. 


construc- 


Quartered oak, combination walnut or 
mahogany finish. Five ply tops with 
edges and corners well rounded. Hard- 


wood interiors stained to match finish. 


44 like all NATIONAL 


Desks are authoritatively styled to con- 


Series No. 


form to needs and practices of modern 
business and professional efficiency. ... 
Built on Quality, Sold on Merit. 





NATIONAL DESK CO., Inc. 


HERKIMER NEW YORK 
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the trade this implies that no amendment will be 
forthcoming for several months, if at all. 

Major Harold R. Giblin, Q.M.C., at the Jersey City 
quartermaster depot, stated that, his office had been 
unable to obtain needed quantities of fountain pens, 
and that orders were now being placed for third and 
fourth quarter deliveries. It is through his office that 
much of the buying for the Army, Navy, Marine Corps, 
Coast Guard, Red Cross and post exchanges is handled. 

ee a eee 


CRAM’S NEW ACTION MAPS NOW AVAILABLE 

Two new maps—The World and U. S. Possessions— 
each 14 x 21 inches in size, prepared by The George 
F. Cram Company, Inc., promise to become one of the 
fastest-selling stationers’ items since the attack on 
Pearl Harbor. 

The map of the world is mounted on pin-board in 
the bottom of a sturdy box. Above, inside the lid of 
the box, is an authentic map of the possessions of 
United States. The labels are attractively finished in 
red, white and blue. Included are several sheets of 
miniature flag emblems of the warring nations, printed 
in colors, ready for mounting on ordinary pins to 
be stuck in the maps at strategic points to mark 
the movement and location of troops day by day. 

The “Follow the Flag to Victory” maps make it pos- 
sible for grown-ups and children to keep a visual 
record of the disposition of fighting forces all over the 
world, and is the answer to the arm-chair strategist’s 
prayer. 

Complete descriptive details, prices and discounts 
may be obtained from the manufacturer, The George 
F. Cram Company, Inc., 730 East Washington Street, 
Indianapolis, Ind. 

i et ne 
ECHOFF PROMOTES NOISE ABATEMENT 

Fred M. Echoff, manager of the typewriter division 
of Remington Rand, Inc., at Chicago, has been elected 
president of the Greater Chicago Noise Abatement 
Council. In recognition of his activities in that direc- 
tion Mayor Edward J. Kelly has appointed Mr. Echoff 
as a member of the Anti-Noise Commission of the city. 
Noise abatement has become a matter of serious con- 
sideration in many of the large centers and in smaller 
cities as well. In heading up one anti-noise group and 
serving on the other Mr. Echoff is making a valuable 


civic contribution. 
SS 
McCHESNEY TAKES OVER CAROLINAS FOR DIXON 

Gray McChesney, Asheville, N. C., is now represent- 
ing the Joseph Dixon Crucible Company in the sale of 
its pencil department products throughout North and 
South Carolina, it has been announced by H. B. 
VanDorn, manager of the pencil sales department. 

A business man of considerable experience, Mr. 
McChesney succeeds the late Jordan P. Chase, who 
covered this area for Dixon for a number of years. 

Following a short period spent at Dixon headquar- 
ters and factory, at Jersey City, N. J.. Mr. McChesney 
recently began making the rounds of the Carolina 
territory. 


> 


NEWMAN ADDRESSES INSURANCE BUYERS 

L. A. Newman of Remington Rand, Inc., spoke at a 
recent meeting and annual election of officers of In- 
surance Buyers, an association made up of life insur- 
ance companies and stock fire insurance companies 
throughout New England. His subject was ‘“Mainte- 

nance and Conservation of Business Machines.” 
oo 


BECKER HEADS NEW YORK ASSOCIATION 
Neal Dow Becker, president of the Intertype Cor- 
poration, New York, N. Y., was recently named pres- 
ident of the Commerce and Industry Association of 
New York. Old-timers in the office machine and 
typewriter field will remember Mr. Becker as president 
of the former Hammond Typewriter Company. 
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Continued Public Acceptance Insures Steady 















Back Adjustment ——___, 


Height and depth 
adjustment by 
means of sliding 
seat, which is read- 


Solid 


construction. 


ily locked into posi- 


tion. 


Tie rod. 
ae 





Front panel drops / 
Form-fitting saddle seat with 


locking device, offers the ut- 


down, out of way, 
to allow for change 
in seat heighf. most in comfort. 


Design Patent No. 127977 . . . Other Patents Pending. 








Metal brace. 














This improved upholstered victory 
model, free wheeling, adjustable posture 
chair is built for long and satisfactory 
service—to give extra benefits to em- 
ployees in materially reducing wear on 
shoes and hosiery. YOU DON'T SCUFF 
YOUR SHOES OR SNAG YOUR HOSE. 


Continued public acceptance of this 
V-45 Victory Posture Chair proves that it 
has every essential feature of the finest 
pre-war steel posture chair and, WITH- 
OUT THE SWIVEL, this chair continues 
to enjoy undiminished popularity. Shifts 
easily and freely. 

No squeaks—no greasing—no play 
can develop. 


SALES VOLUME 


The war has challenged the inge- 
nuity of posture chair makers to cre- 
ate a refined, comfortable, fully ad- 
justable and sturdy, all-wood chair. 

Here it is—The most comfortable 
form-fitting posture chair on the 
market. 

























Prompt delivery from Naperville, Illi- 
nois; Cleveland, Ohio; and Binghamton, 
New York. 


N. T. SHEPHERD 
CHAIR CO. 


33 EAST FIRST SOUTH STREET 
Salt Lake City, Utah 


209 Union Trust Bldg. 









Washington, D. C. 
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Picture of a piece of paper— 


anybody’s paper 


The greatest of artists—the master photographer of all time—couldn’t 
make a picture of a piece of paper that would prove it to be good, or hand- 
some, or strong, or an excellent value at its quoted price. 

To be sure of those things, you and your customer must either see and 
handle and expertly appraise the quality of the paper, or recognize the 
trademark as one in which you have implicit trust. 

That is why the stationery business is a business built upon faith and 
good will. 

For more than forty years, the papers and paper products bearing the 
R-B shield, or the name of Rockwell-Barnes, or any of the many famous 
Rockwell-Barnes watermarks, have been produced and priced, and pack- 
aged, and purveyed, with the good opinion of the American stationer and 
his customers foremost in mind. 

It is a policy that has paid—in business friendships and in tangible 


prosperity. We shall certainly stick to it. 


wiraye asi lo the Halioner 

















VES COMPANY 























110 


35 East Wacker Drive + Chicago 
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NEW “TEMPLAR” SALES AIDS OFFERED 
Stationers and office supply dealers are being offered 
an attractive and powerful selling medium in the new 
displays of the Reliance Pencil Corporation, Mount 
Vernon, N. Y. These displays head a series of pro- 
motional pieces featuring the TEMPLAR DURO Lead 
No. 777, “the pencil with the almost UNBREAKABLE 


VAN 


a 








»s*t UNBREAKABLE penci/ 


RELIANCE PENCIL CORP Aton d ors MM 





TEMPLAR SALES HELP 


point.” One, a 24x36-inch three-color window poster, 
has a great three-dimensional pencil mounted upon it. 
The second is a giant cut-out TEMPLAR DURO lead 
pencil that may be used as a hanger in the window or 
above a counter. 

These new displays emphasize the outstanding qual- 
ities of the TEMPLAR DURO lead Pencil; its ability 
to withstand pressures beyond ordinary pencils with- 
out cracking, splitting, or splintering and its smooth- 
writing qualities. Blotters and folders that stress the 
same selling features have been prepared and are 
available on request to all stationers and office supply 


dealers. 
ee 


SHEBOYGAN CHAIRS CHOSEN FOR 
“VICTORY HOME” 


The new “Victory Home of the Century” on the Steel 
Pier at Atlantic City, is one of the show places of that 
famous vacation spot. The Victory Home is not a 
sample house, but a national advertising medium to 
create a market for the products exhibited. This year 
Atlantic City is more than a vacation spot; it has the 
new huge eight million-dollar Navy air field, and 60,000 
air service men are stationed there. In addition, there 
are thousands of officers and their families, an army 
of defense workers, and friends and parents who visit 
the men in uniform whenever they can. More than 
500,000 persons are expected to pass through the “Vic- 
tory Home” this summer. 

Sheboygan Chair Company was asked to supply seven 
chairs to be exhibited throughout the Victory Home. 
The seven chairs provided were selected from regular 
stock models, but upholstered in fabric specially chosen 
to harmonize with the dining-room decorations. A 
special tag has been designed and will be displayed 
on corresponding models in dealers’ stores to help mer- 
chandise these particular chairs. 

The home and its appointments are described and 
listed in 250,000 booklets being distributed to visitors, 
and radio broadcasts are giving further publicity to 
the project. 

The Sheboygan Chair Company considers the oppor- 
tunity of exhibiting their chairs in the Victory Home 
one of the events of their 75th anniversary which they 
are celebrating this year. 


1943 
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WE ARE DROPPING 


STEEL FILES 


FOR THE DURATION 


WRITE FOR WOOD-FILE CATALOG. 


Pees 


STEEL EQUIPMENT CO 


UNRUH AND HASBROOK STS. 
| PHILADELPHIA, 
| 
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METALSTAND OFFERS 


2 FAST SELLERS 2 
New UTILITY Chair 


« ECONOMICAL 
¢ EFFICIENT 
¢ COMFORTABLE 










Made of selected 
hardwood. Arms 
and legs are bent- 
wood. 


Finished in office 
furniture dark 


olive green. 


Backs are adjust- 


able. 


Height 18 inches 
—seat 14x 14 
inches. 2 incheasy 





rolling casters. 


No. 1700 a 


JUST THE THING WHERE LOW $1Q°° LESS DEALERS 
PRICED SEATING IS NEEDED DISCOUNT. 





Ever Handy Tray 


A THREE TIER TRAY THAT 
EVERY OFFICE CAN USE 


Ideal for sorting 
and distributing. 


Sloping trays hold 
papers firmly. 


Cutouts create 
greater effi- 


ciency. 





No. 3T 


YOUR CUSTOMER WILL APPRECIATE THIS $4 QO LESS DEALERS 
ITEM TO REPLACE BUILT-UP TRAYS. DISCOUNT 


- » ORDER TODAY - - 
METALSTAND COMPANY 


1615-1625 MELON ST. PHILADELPHIA, PA. 
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REMINGTON RAND’S WAR EXHIBIT PAUSES IN 
CHICAGO ON TOUR OF EASTERN STATES 

“Wartime Production”—an exhibit of war goods and 
materials manufactured by Remington Rand Inc., and 
affiliated companies, and of peacetime products ap- 
plied to wartime needs—was held at the La Salle 
Hotel, Chicago, June 8 to 12. It was the second per- 
formance of Remington Rand’s new war show which 
opened in the company’s Washington office on April 
11 and was viewed there by many high government 
officials before being moved to Chicago. 

Not all, but many, of Remington Rand’s important 
war products were seen in the Chicago show, as well 
as those of its regular products being manufactured 
under limitation orders for government departments, 
the armed forces, and war plants. 

Under the heading of military and naval arms 
equipment, the exhibit ranged from fuses, shells, ma- 
chine gun and torpedo parts to the intricate Hamilton 


REMINGTON RAND WARTIME PRODUCTION EXHIBIT, LA 
SALLE HOTEL, CHICAGO, JUNE 8-12.—Above, war products 
and specialized instruments of war manufactured by Reming- 
ton Rand, Inc. Below, wartime applications of Remington 
Rand punched-card accounting and tabulating machines. 


Standard airplane propellor, the secret Norden bomb- 
sight (represented only by its carrying case), the Colt 
45 caliber automatic pistol, airplane parts for such 
ships as the Curtiss Commando C-46, the Republic 
Thunderbolt P-47, the Consolidated Catalina PBY-5A, 
and included pictures of a large explosives loading 
plant operated by Remington Rand for the Army 
Ordnance Department. 

How many of the company’s peacetime products 
have been drafted to meet the wartime needs of gov- 
ernment, the Army and Navy, and war industry was 
shown in demonstrations of Kardex systems for pro- 
curement, production, and machine load records; ac- 
counting and tabulating machine applications to 
payroll and material controls records: microfilming 
equipment for duplicating important records and 
documents; and in photographs of typewriters and 
other Remington Rand equipment in actual use on 
many far-flung fighting and production fronts. 

Other showings of “Wartime Production” are sched- 
uled for the summer and fall in Detroit, Cleveland, 
Buffalo, and Boston and other large centers in the 
northern and eastern industrial states. 
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{n the diary of a captured Jap, this entry was 
found: “Our combat planes cannot get close 
to the enemy Flying Fortress. It is very regret- 
table that the only alternative is for us to flee 
from being killed.” 


This particular warrior apparently wasn’t 
overanxious to die for his Emperor. But we 
can’t assume that he is typical of the enemy, for 
many an American fighter will tell you that the 
Jap is bold as well as brutal. 


Yet there’s truth in what the diary reveals. It 
reflects the superiority of Flying Fortresses and 
American fliers over Zeros and Japanese pilots. 
The “Forts,” in the long, bloody months since 
Pearl Harbor, have done much to smash the 


VICTOR ADDING MACHINE CO. 


Conserve your adding machines by having them 
repaired and cleaned at regular intervals 
by your local Victor dealer or factory branch. 
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pk FF“... the only alternative is for us to flee...” 


Jap to a standstill. And today they are playing 
a major role in the growing offensives that are 
slowly but surely wiping out his ships and 
planes and wearing him down for the kill. 


>» Among those who can take personal pride in 
the quality and quantity of American air power 
are the men and women at Victor. 


Their job—because of long experience in 
close precision work—is producing vital air- 
craft parts that help to give our planes their 
victory punch. Split-hair tolerances? Many 
must be perfect to one-half the thickness of a 
cigarette paper! That's why we can tell you 
—with pleasure—that they're doing a great 
war job! 
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NEW ENGLANDS 


LINE OF WOOD FURNITURE 





FILING CABINETS 


in letter and legal sizes—with or 
without lock—easy sliding full 
drawer suspension—plastic label 
holders and drawer pulls — in 
olive green or walnut finishes. 





CARD CABINETS 


Responding for the demand for steel 
saving furniture NEW ENGLAND 
has produced a line which embraces 
items many manufacturers have not 
even attempted to make in wood. 
Our organization of wood craftsmen 
have followed the same fine stand- 
ards of cabinet making which they 
have used for many years. Thus it 
is only natural that users reaction 
should be very favorable and the 
demand for these units tax our pro- 
duction facilities. 


All NEW ENGLAND furniture is 
made of hard woods—made right in 
our own shops under our own con- 
trol. You will find many evidences 
of “NEW ENGLAND'S” know how 
whenever you examine any unit 
closely. 


If you have experienced difficulty in 
obtaining these items in wood write 
today for complete information. 





The NEW ENGLAND LINE em- 
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MULTIPLE DRAWER CABINETS 

Full suspension drawer action as 

smooth and light as a feather. 

2 complete lines—28” deep and 

52” high and 18” deep and 
50” high 

7 Drawers—14 compartments 
for 8 x 5 cards 

8 Drawers—16 compartments 
for 6 x 4 cards 

10 Drawers—20 compartments 
for 5 x 3 cards 





Sturdily made of laminated 
birch, NEW ENGLANDS Card 
Cabinets in olive green finish 
have a stecl-like appearance. 
They come in 1-drawer, 2-draw- 
er, 4-drawer, 6-drawer, and 9- 
drawer units for both 5 x 3 and 
8 x 5 cards. There is also a 7- 
drawer cabinet with 14 compart- 
ments for 8 x 5 cards and a 10- 
drawer cabinet with 20 compart- 
ments for 5 x 3 cards. Select 
a sample order from our cata- 
log. One examination will con- 
vince you. 


braces many other office and 
factory units designed expres- 
sively to take the place of steel 
so vital to our war efforts— 
LOCKERS, STORAGE CABINETS, 
SECTIONAL BOOKCASES and 
CLOTHES RACKS. We are 
equipped to manufacture spe- 
cial equipment in all types of 
wood from architects drawings 
and specifications. Let’s get ac- 
quainted. 


BLUE PRINT CABINETS 
Made in sectional 5 drawer units for easy and 
positive stacking. Drawers 2” high glide on mapic 
slides. Each drawer is equipped with a holding 
strip in the rear and a hinged holder in front. 
In olive green and walnut finishes. 


No. 1030 No. 1040C 3,” flat cap 
5 drawer unit for sheets No. 1040B 4” Base 
. 24’ 


2. Tw = "i 
No. 1030C 34” flat cap ra. 
No. 1030B 4” Base 5 ee 
No. 1040 7 
5 drawer unit for sheets No. 1050C 3,” flat cap 
te 42° x 3G” No. 1050B 4” Base 


NEW ENGLAND WOODWORKING CO. «+ 512 E. 137th Street +¢ New York City 
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WESTERN LITHOGRAPH PASSES 50TH YEAR 

The fiftieth anniversary of the founding of the West- 
ern Lithograph Company, Wichita, Kan., was cele- 
brated July 1. During its entire half-century of serv- 
ice to Wichita and the Southwest, one man, President 
Walter A. Vincent, has personally directed and planned 
the policies of the organization. Co-incident with the 
celebration was the naming of Cecil C. Jones as vice- 
president in charge of sales and George Blume as vice- 
president in charge of production. The former has 
been with Western for 15 years, the latter for 20. 

At the time Vincent, then an ambitious 22-year-old 
business man, founded his firm, the lithographing in- 
dustry was literally in the “stone age.” “At that time,” 
Vincent recalled, “our reproductions were made from 
carvings on stone.” The organization which began 
business with a four-man payroll, now numbers over 
a hundred employees, many of whom have long service 


records with the firm 
OO  — 


HIGGINS DEALERS GET NEW WINDOW CARD 

Higgins Ink Company, Inc., has announced the re- 
lease of a new window and counter display card, third 
in the series issued to Higgins dealers this year. The 
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HICEINS on every bottle 


HIGGINS ANIMATED DISPLAY 
CARD, THIRD IN THE SERIES 


new display advertises Higgins American India Ink. 
The card is animated by Higgins Inkettes, which are 
tiny “ink men” made by attaching pipe cleaner arms 
and legs to Higgins’ 34 ounce drawing ink bottles. 
WOMEN AND MEN OF MARCHANT WIN SECOND 
ARMY-NAVY PRODUCTION AWARD 

For continued high achievement in the production 
of war matériel the women and men of Marchant 
Calculating Machine Company, Oakland, Calif., have 
won for the second time the Army-Navy Production 
Award for meritorious service on the production front. 

Edgar B. Jessup, president of the company, in mak- 
ing the announcement of the award recently received 
from Under Secretary of War Robert P. Patterson, 
said, “The white star which has been placed on our 
Army-Navy production award flag symbolizes the de- 
termined effort and patriotism of all Marchant work- 
ers. This additional honor which has been bestowed 
upon us is deeply appreciated by both the employees 
and management. It is not only an inspiration but a 
challenge to even greater war production effort than 
ever.” 
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“Bui I've got to call Oneida!* My wife’s expecting 

me for supper!” 


(NLOANE workmanship is really getting 
2 around these days...in glider wings and 
ship furnishings. These Army, Navy and 
Maritime Commission contracts have made 
it necessary for us to give up our whole- 
sale activities. It’s true we won't be in the 
field until after the war...but when we do 
come back, we'll come with even more skill 
and ability to work out difficult problems 


with you! 


Home of Sloane's factory. 





We] SLOANE 
Contract Division 


5 FIFTH AVENUE « NEW YORK 
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Bullets Outweigh Safes 
in. War Importance ! 


e Weighing the relative value of commodities 
is a mighty important task when our coun- 

try is at war. Let's look at STEEL for 
example .... it is the "priceless ingredient’ in 
the making of bullets, guns, tanks, ships, planes 
and a host of war materials. 


For many years, the name MEILINK has been 
synonymous with Safes—Steel Safes. We're 
proud of the role MEILINK has always played 
. . . protection to business against fire and theft. 
But wartime needs and standards are different 
. . . the steel that formerly went into fine safes 
now is transformed into bullets and other essen- 
tial war materials. 


Our fervent desire for a speedy victory makes us 
happy to relinquish our share of steel to more 
‘impelling uses. However, when peace comes, 
MEILINK pill once more turn its full attention 
to Safes. \t is with eager anticipation that we 
look forward to that day when MEILINK SAFES 


will again contribute towards our dealers’ success. 











MEILINK STEEL SAFE CO. 


CHICAGO phe) G 3 lemme) ile NEW YORK 
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AMES SUPPLY ISSUES NOTICE ON SALES TAX 


An important notice regarding the charging of Illi- 
nois Retailers’ Occupational Tax on purchases of 
material by repairmen was issued recently by the 
Ames Supply Company of Chicago as a reminder to 
dealers. 

Under Rule No. 10 of the Retailers’ Occupational 
Tax Act, amended December 15, 1942, and made effec- 
tive January 15, 1943, all dealers are required to state 
whether or not the material is being purchased for 
resale across the counter, or for use in their own 
equipment which they are preparing for resale. Fail- 
ure to designate such purchases as material for resale 
makes the purchaser liable for the tax. 

In view of this fact, therefore, the Ames Supply 
Company has given its dealers notice that tax will be 
charged on all orders, unless it is specifically stated 
that such material will be resold across the counter, 
and will not enter into the service business of the 


purchaser. 
mae _— 


H. W. SMITH PASSES 78TH MILESTONE 
President H. W. Smith of L. C. Smith & Corona 
Typewriters, Inc., celebrated his 78th birthday anni- 
versary June 24, 1943. He received many beautiful and 





H. W. SMITH CELEBRATES 78TH BIRTHDAY ANNIVERSARY 

The genial president of L. C. Smith & Corona Typewriters, 

Inc., surrounded by flowers from organizations and friends. 

Remarkably active for his nearly four-score years is the 
popular executive. 


attractive floral tributes from organizations and indi- 

viduals. One of the most appreciated messages was 

a cablegram from Sydney Price, managing director 

of L. C. Smith & Corona Typewriters Ltd., London. 
2 —__ 


BATES ANNOUNCES CHANGE IN TWO PRODUCTS 


The Bates Manufacturing Company has announced 
important changes in two of their products. Bates 
eyelets, formerly constructed of brass or brass plated 
metal, are now made entirely of steel and are finished 
in black enamel. Also announced was the new Victory 
Model one-inch file fastener with metal locks. The 
company is now in volume production and is prepared 
to make immediate delivery without priorities. 

Full information on the new products may be ob- 
tained from The Bates Manufacturing Company, 30 
Vesey Street, New York City, N. Y. 

—_-—= > o——_—__—_—_ 


ANGFERR OFFICE SUPPLY CHANGES LOCATIONS 


The Angferr Office Supply and Equipment Company 
has been removed from its previous home to more spa- 
cious headquarters at 148 North Main Avenue, Scran- 
ton 4, Pa., according to an announcement by owner 
Peo Martin Ferrario. With the offices and larger dis- 
play and stock rooms located at the new address, it is 
expected that even better service than in the past will 
be possible. 

~ 
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Light on one of your 
hnottiest PMs... 


MANPOWER 


When your office figure-work piles up ... when 


there “aren't enough hours in the day” to get the 
job done, you don’t need to be reminded you have 
a man-power problem! 

If shortage of help is your bottleneck, if youd 
like to make inexperienced help more productive, 
if your office staff suffers from “always behind” 
strain and mistakes, you may get relief by discuss- 
ing your problem with a Monroe representative. 


To simplify and speed up today’s increasingly 





MONROE 





Machines for Calculating, Adding, Accounting 





heavy and complicated load of figure work is a 
Monroe contribution to wartime efficiency. 

Monroe Calculating, Adding and Accounting 
machines, and the expert figure services that go 
with them, are now more essential than ever. Upon 
them thousands of offices are leaning heavily to 
produce the unprecedented volume of work neces- 
sitated by the present emergency. 

If additional Monroe equipment will enable you 
to do a better war job, our representative will ex- 
plain how we are prepared to cooperate with you. 
Without obligation he will analyze your figure 
routine and needs, and may be able to suggest 
short cuts that will result in higher production in 
fewer man-hours. 

Of particular interest right now will be his ex- 


planation of the new 


MONROE SIMPLIFIED PLAN 
FOR WITHHOLDING TAXES 


Further information concerning this plan will be 
sent if you will fill in and mail the coupon below. 
Keep your Monroe machines operating at peak 
efficiency through regular inspections by a trained 
Monroe specialist under our Guaranteed Mainte- 
nance Plan. 
The nearest Monroe branch awaits a letter or 


telephone call from you. 


Monroe Calculating Machine Co., Inc., Orange, N. J. 
Please send a free copy of “Monroe Simplified Plan 


Name 





Because of skill, precision and long experience in designing Company 


and manufacturing Monroe machines, our plant was selected 
for the development and production of intricate war equip- 
ment requiring unusual exactness and accuracy. 


i 

I 

l 

| for Withholding Taxes.” 
I 

l 

| 

Address 

| 
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More and Better 


Fighting Tools 


Helping American Industry to produce 
them is the important duty of Office 
Furniture and Equipment Manufacturers 


Now let us all be on the alert for opportunities to improve or increase 
our contribution to the war effort. The needs of war production con- 
tinue to extend and prolong their effect throughout the nation’s busi- 
ness structure, projecting intensively into those units supplying office 
necessities. The demand may vary from time to time but every reces- 
sion has been closely followed by a flowing tide of orders, filling and 
overflowing factory capacity. 


We find our best results are obtained by concentrating on the V num- 
ber, rigidly maintaining its quality and building up production. The 
V Number looks well in new or pre-war installations and is sturdy, 
dependable and comfortable. Offer these chairs to your trade. Prove 
their perfect ratio of value and cost—tueir deserving title, THE RIGHT 
CHAIR AT THE RIGHT PRICE. Be sure to indicate priority. 

















Extra Height Unit 


Now supplied with every pedestal 

chair attached to the spider plate 

If user prefers a higher than stand 

ard 18-inch seat height, he removes 
e set 


< 

lifts the chair off the base 

hen detaches the height unit and 

in the bottom of the hub 

ocket Next he replaces the chair 

base and secures it by putting 

t serew back in position If a 

ijustment is desired, the unit is 
asily ut down to correct height 


<pER_CHAIp 
SP 2) 















No. 100 quartered oak. No. 104 
birch, walnut or mahogany fin- 
ish. No. 104T with turned posts. 


No. 200 stenographer 
chair. Plain oak or birch 
in walnut or mahogany 
finish. Also in quartered 
oak. 
















No. 88 yr gee pos- 
ture chair. Solid walnut, 
quartered oak, birch in 
walnut or mahogany fin- 
ish. 


JASPER CHAIR CQ. 


JASPER IN DIANA 
REPRESENTATIVES: Geo. A. Litchfield, Sales Mgr. 
E. W. Thomas (Southwest) James S. Fowls, (Southern) W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) R. J. Freeman, (Eastern) 
Box 3493 Peninsula Station Box 456 6708 Glenwood Ave., Chicago 405 Orpheum Bldg. 383 Madison Ave. 
Daytona Beach, Florida Painesville, Ohio (Phone ROGers Park 3644) Seattle, Wash. New York, N. Y. 
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WYOMING SETS PACE IN PROCUREMENT DRIVE 


Wyoming typewriter dealers have established a rec- 
ord in the Typewriter Procurement Drive that will 
give other States in the Rocky Mountain area, as well 
as the country at large, a real mark to shoot at. 

As of June 8, Wyoming had supplied 69 per cent of 
its quota of typewriters for the Army, thus taking a 
commanding lead over its neighboring States, accord- 
ing to figures released by the War Production Board. 
Other States in the Rocky Mountain area had, by 
June 8, reached the following quota percentages: 
Utah, 44 per cent; Colorado, 33 per cent; New Mexico, 
33 per cent; and Montana, 30 per cent. 

By late June, the Wyoming percentage had been in- 
creased to more than 70, according to an authoritative 
report received by the National Office Machine Deal- 
ers Association. 

ae 


MELIND OFFERS NEW INK MERCHANDISING AID 


The Louis Melind Company, 362 West Chicago Ave- 
nue, Chicago 10, Ill., is offering free to those who re- 
quest it an attractive color chart that accurately repro- 
duces the exact shade of the various colors of Justrite 





try, you'll spewily Josette.” ‘ 


MELIND COLOR CHART 


Drawing Ink. There are 23 colors in the Justrite line, 
including white. The new chart is mounted on an easel 
for counter display purposes. The wide range of colors 
has been made available in order to eliminate the 
necessity of mixing to obtain desired shades. 


oo 


ILLINOIS STATIONERS VISIT WITH GREAT LAKES 
TRAVELERS 


Four Illinois stationers were present at the Great 
Lakes Travelers’ luncheon on July 23, all of them 
active in association affairs. One was Maynard West- 
ring of Mid-City Stationers, Rockford, Ill., president 
of the Illinois Booksellers & Stationers Association; 
A. J. Markelz of The Book Shop, Joliet, and Homer 
Jacquin of Jacquin & Company, Peoria, both of whom 
have served as president of the Booksellers and as gov- 
ernor of the Sixth District NSA; and Jess Beck of 
Springfield Stationery Company. Mr. Beck has just 
moved into new and much larger quarters. 

Another welcome visitor at that meeting was Charlie 
Underwood who has been spending his time in Louisi- 
ana, Georgia and Florida. Formerly he was an active 
member of the club, participating regularly in its 
meetings. 
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The Mak-ur-own Pocket Demonstrator samples all colors, 
widths and styles of tabs. It is assembled 
with Mak-ur-own Hinges. 





FREE MAK-UR-OWN 
POCKET DEMONSTRATORS 


for your salesmen 


Victor will equip your salesmen with these 
demonstrators when requested with an order for 
MAK-UR-OWN 
products. 


Counter displays 
and miniature cata- 
logsfor distribution 
to your customers 
areavailable. Send 
today for descrip- 
tive folder and 
convenient order 
blank giving full 
details of the free demonstrator offer. 


GENUINE-ORIGINAL MAK-UR-OWN 
The Nationally Advertised Index Tab 
with ALL the good points. 





Fits the pocket perfectly—show it 
on every call 






MAK-UR-OWN ~ 
INDEX TABS 
SHIELD TABS 
COLOR BARS 





Index sheets, hinges or any other items listed in the MAK-UR-OWN 
catalog folder may be combined to qualify for 
the demonstrators and substantial dollar volume 
discounts. 








THE VICTOR SAFE & EQUIPMENT CO., INC. 











NORTH TONAWANDA, N. Y. 


CONSUMER APPROVED PRODUCTS SOLD ONLY THROUGH DEALERS 


BUY BONDS - SPEED VICTORY 
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STEEL HAS GONE TO WAR! 


Automatic Pencil Sharpeners will be back. 
Right now, there’s another job. Their plant is very 
busy making precision Ammunition . . . lots of it! 
That Ammunition must be “just so” . . . every 
projectile perfectly formed to very accurate speci- 
fications. American lives can depend on one cer- 
tain piece of Ammunition flying straight and true 
to the mark! 

That’s why Automatic Pencil Sharpeners 
cannot be manufactured now . . . but they will be 
back. They will be the same fine Sharpeners as 
always . . . leaders in precision quality . . . in long- 
life service . . . in doing their own particular job 


efficiently! Buy Bonds for Victory! 


PENCIL SHARPENERS 
will be back 











a 


New Cutters for Auto- 
matic Pencil Sharp- 
eners can now be cb- 
tained from your 
dealers. 


AUTOMATIC PENCIL SHARPENER CO. 
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DAKOTA TYPEWRITER FIRM CHANGES HANDS 


The Dakota Typewriter Exchange, 717 St. Joe Street, 
Rapid City, S. D. has been purchased by R. E. Huffman 
and Chris Frieh. For the past 13 years the store has 
been operated by Cecil Urban, who will now devote full 


time to his Civilian Air Patrol activities. 


The new owners have been active in the typewriter 
field for a number of years, Mr. Huffman as owner of 
the R. E. Huffman Typewriter Company at Aberdeen, 
and Mr. Frieh as his representative in Mobridge. The 
former will continue to devote most of his time to the 
Aberdeen shop, with Frieh taking charge of the Rapid 


City plant. 


———— $$ 


VICTOR OFFERS STRIKING NEW SALES HELPS 


The Victor Safe & Equipment Company, Inc., has 
prepared a striking demonstration and advertising kit 
for aiding its dealers in the promotion of Victor Wood 


Sectional Visible Record Equipment. The display con- 


sists of a free demonstrator with three slides, one of 


which will be set up with cards and signals. Printed 
in bright yellow, red and black, it is die cut to fit 
around the section and is supported by an easel. 

A 3-section order brings the dealer one slide with 


VICTOR 


SECTIONAL VISIBLE 
RECORDS...inWOOD 


FAST ~ ACCURATE 


POSTING 
REFERENCE 
FOLLOW-UP 

EXECUTIVE CONTROL 


Wi 


THEY EXPAND WITH 
THE GROWTH OF 
THE RECORD 











VICTOR SECTIONAL VISIBLE DISPLAY 


display set-up cards and signals, a large 3-color display 
| card and 200 imprinted consumer envelope enclosures; 
| a 5-section order entitles the dealer to two slides with 
display set-up of cards and signals, two large 3-color 
display cards and 400 imprinted consumer envelope 
enclosures. 
Full information on the Victor dealer helps may be 
| obtained by writing the company at North Tonawanda, 
ae 


SS OEE 


HOLLAND PAPER CO. NEW BROWN DISTRIBUTOR 


Announcement has been made of the appointment 
of the Holland Paper Company, Buffalo, N. Y., as dis- 
tributor in that area of Forward Linen Ledger and 
Escort Ledger and Machine Posting, products of the 

| L. L. Brown Paper Company, Adams, Mass. The first 
named paper is made from 100 per cent new cotton 
cuttings and the latter from 50 per cent of this high- 
grade raw material. The Holland Paper Company is 
now distributing attractive folders relating to both 
papers. 
i ee — 


OKIN TAKES COAST FOR WALCOTT-TAYLOR 


Ben Okin, well known in the industry for his sales 
activities with the Victor Safe & Equipment Company 
in New York City and more recently in Washington, 
D. C., joined the staff of the Walcott-Taylor Company, 
Washington, in June. Last month he was appointed 
West Coast representative, his particular responsibility 
being government offices from Seattle to San Diego. 
His new address is 116 New Montgomery Street, San 


Div. of Spengler-Loomis Mfg. Co., CHICAGO, ILL. Francisco 5, Calif. 
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CARTER’S KITTENS CAPTURE AMERICA! 





MORE Carter’s Kitten 
Promotion in 
LIFE, COLLIER’S, LOOK, 

THE AMERICAN WEEKLY, 

SATURDAY EVENING POST ;,, 


Nothing succeeds like success! ‘yy 
Carter’s famous kittens have 
captured the fancy of people 
everywhere. Men and women, 
boys and girls love Carter’s 
full-color kitten advertise- 
ments which have so success- 
fully dramatized Carter’s 
range of deep-toned colors, 
and they’re buying. 
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That’s why Carter’s new fall 
advertising will again feature 
the popular Carter kittens. 
Over 40,000,000 readers— 
many of your customers—will 
see this new family portrait 
of Carter’s kittens. 


Here’s a campaign that’s a 
proven success. So don’t 





Paper. Dep 
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show you ( Pned — the k 
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miss tying in your store with 
this promotion. Send for a 
FREE full-color display 
card of Carter’s kittens 

to dress up your window, 
counter or showcase. Your 
name and address ona post- 
card will bring this dis- 
play to you right away. 
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Write: 
The Carter’s Ink Company 
Boston, Mass. 


Carter's 
Cabe Bottle. 
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FOR V...— MAIL 


You already have several 


feature Corter's 
Carter's Inks for V — Maifin stock! 
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IF YOURE MAKING MORE MONEY 


WV 7 E WANT TO WARN YOU, before you 
read this page, that you’ve got to 
use your head to understand it. 

We also want to warn you that—if you 
don’t bother to read it carefully enough 
to understand it—you may wake up after 
this war as poor as a church mouse. 


This year Americans are going to make 
—minus taxes—125 billion dollars. 





But this year, we civilians are not going 
to have 125 billion dollars’ worth of goods 
to spend this on. We’re only going to have 
80 billion dollars’ worth. The rest of our 
goods are being used to fight the war. 

That leaves 45 billion dollars’ worth of 
money burning in our jeans. 

Well, we can do 2 things with this 45 
billion dollars. One will make us all poor 
after the war. The other way will make us 
decently prosperous. 


This way the 45 billion dollars 
will make us poor 


If each of us should take his share of this 
45 billion dollars (which averages approx- 
imately $330 per person) and hustle out 
to buy all he could with it—what would 
happen is what happens at an auction 
where every farmer there wants a horse 
that’s up for sale. 

If we tried to buy all we wanted, we 
would bid the prices of things up and up 
and up. Instead of paying $10 for a dress 
we're going to pay $15. Instead of $5 for 
a pair of shoes we’re going to pay $8. 


122 





This bidding for scarce goods is going 
to raise prices faster than wages. Wages 
just won’t keep up. 

So what will people do? 

U. S. workers will ask for more money. 
Since labor is scarce, a lot of them will get 
it. Then farmers and business men who 





feel the pinch are going to ask more 
money for their goods. 


And prices will go still higher. And the 
majority of us will be in that same old 
spot again—only worse. 

This is what is known as Inflation. 


Our government is doing a lot of things 
to keep prices down... rationing the 
scarcest goods, putting ceiling prices on 
things, stabilizing wages, increasing taxes. 





But the government can’t do the whole 
gob. So let’s see what we can do about it. 


This way the 45 billion dollars 
will make us prosperous 


If, instead of running out with our extra 


KEEP PRICES 
DOWN! 
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dough, and trying to bid on everything in 
sight, we buy only what we absolutely 
need, we will come out all right. 


If, for instance, we put this money into 
(1) Taxes; (2) War Bonds; (3) Paying 
off old debts; (4) Life Insurance; and (5) 
The Bank, we don’t bid up the prices of 
goods at all. And if besides doing this we 
(6) refuse to pay more than the ceiling 
prices; and (7) ask no more for what we 
have to sell—no more in wages, no more 
for goods—prices stay where they are now. 

And we pile up a bank account. We 
have our family protected in case we die. 
We have War Bonds that'll make the 
down payment on a new house after the 
war, or help us retire some day. And we 
don’t have taxes after the war that prac- 
tically strangle us. 





Maybe, doing this sounds as if it isn’t 
fun. But being shot at up at the front 
isn’t fun, either. You have a duty to those 
soldiers as well as to yourself. You can’t 
let the money that’s burning a hole in 
your pocket start setting the country on 
fire. 

* * * 


This advertisement, prepared by the War 
Advertising Council, is contributed by 
this Magazine in co-operation with the 
Magazine Publishers of America. 





Use it up 

Wear it out 
Make it do 

Or do without 











August, 1943 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


Business Good, Number in Service Increases.—lIt is 


beginning to sound like a chant to say so, but business | 
is very good in every line of office equipment. One | 
large typewriter company branch has had such an in- | 
crease in equipment other than typewriters that the | 
monthly average is standing up very well. The amount | 


of upkeep and repair work is getting larger every week. 
The number of stars on service flags is increasing 
steadily and the boys are acquitting themselves well. 
The fact that such a large percentage of men from 
one major company’s branch are now officers speaks 
well for the general level of ability among typewriter 
men. The fact that every man in the armed service 
from the systems department of this branch is now an 
officer speaks well also for the educational value of the 
training received there. Evidently it is good prepara- 
tion for other lines of work. 
a * * 

Traveler Home from War Zone.—Phil Van Culin, 
the only member of The Golden State Travelers’ Club 
to get into active war service, spent a few days in Los 
Angeles recently meeting up with the other members 
of the good old club before leaving again for service 
with Uncle Sam, this time on a carrier. He would not, 
of course, tell where he had been during his 18 months 
of service, most of it spent on a submarine chaser. 
A number of the salesmen gathered in the association 
office to shake hands with Van Culin, a petty officer, 
2nd class. He mentioned that he had had the experi- 
ence of being bombed, but left the when and the where 
to the imagination of his hearers. Before going into 
the Navy Mr. Van Culin was a salesman for The Stand- 
ard Dairy Company. 

~ * ” 

Regular Club Supper.—The Golden State Travelers’ 
Club is scheduled to hold its monthly supper at the 
Los Angeles Athletic Club, Seventh and Olive Streets, 
Los Angeles, on Friday evening, July 30. These sup- 
pers, which were not held regularly for a time, are 
now being held on a monthly schedule and are remark- 
ably well attended. They are entirely social, a nice 
get-together and morale builder for the boys in war 
times. 

Son Now a Graduate.—Robert Rothman, son of 
Samuel Rothman, proprietor of the Commercial Type- 
writer Company at 111 West 9th Street, has recently 


graduated as a petty officer, 3rd class, and is now at | 









the U.S. Naval Receiving Station, Jacksonville, Florida. | 


His work will be that of a sound man on a submarine 
chaser. 


x * . 


Most of Them are Officers.—Sixty men have gone 


from Remington Rand, Inc., Los Angeles, into the serv- 


ice and of this number more than 90 per cent have | 


been commissioned. Every man from the systems divi- 
sion is an officer. 

Howard Byles is now a lieutenant-colonel on General 
John L. DeWitt’s staff and located in San Francisco. 
Hode Gibson is now a major and located at present at 
Fort McArthur. Ralph Winterrode has recently been 
promoted to a captaincy and has been sent to Mem- 
phis, Tenn., to take charge of the accounting work of 
that command. Gordon Walker, son of D. C. Walker, 
is now a second lieutenant at Camp Roberts. This 
young man graduated from the Harvard Military 
School, then served as R.O.T.C. instructor while at- 
tending Pomona College. 

Every man in the service from this branch will find 
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THE STA-TITE COMPRESSOR 
The Sta-Tite Compressor is positive in 
operation and will hold cards in file 
even if drawer is inverted. Is only 
in” thick and removable without the 
use of tools. 


The PERMA-BILT Line of files for record cards is one that you 
can sell with confidence. It is well built to give years of satis- 
factory service and has the Sta-tite Compressor which holds cards 
in place when the drawer is inverted. All PERMA-BILT record 
card units, including the Convertible Letter-Legal Filing Unit, are 
made the same standard size and can be combined with any 


desired combination. The PERMA-BILT is a GOOD LINE for 


you to carry. 
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No. 380 R. C. : No. 380 A. C. 


Two New Chairs 


By BRIGHT 


BRIGHT Craftsmen have produced these two numbers to comply 
with present war-time restrictions of the use of strategic metals. 
The new swivel used on the revolving chairs is smooth, easy and 
positive in action and adjustable for height. 


Customed in full accord with the BRIGHT tradition fur fine crafts- 
manship, which enhances the natural beauty of fine woods and 
beautiful, long-lasting leathers of your own choice. Made in 
mahogany, walnut or oak. 

These BRIGHT numbers are receiving ready acceptance every- 
where. Order samples for your floor today. 


BRIGHT CHAIR CO., INC. : 


127-133 BLEECKER ST. NEW YORK, N. Y. 








Shipments are made 
promptly on all orders 
og for Clear Print Wood 
Stamp Pads. Made in 
4 popular sizes. Prac- 
tically indestruc- 
tible, they last 
twice as long as 
average pad. 
Don’t warp or sag. 
Easy to re-ink. 
























Oh | SAMPLES SENT FREE 
TO DEALERS 





1I92 MILL STREET 
ROCHESTER, N.Y. 


LAPHILLIPS 


President 
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his job waiting for him when he comes back, according 
to the management. 
+ * * 

Peirce Goes East.—T. F. Peirce, proprietor of The 
Pacific Desk Company, 1031 South Street, was due in 
Los Angeles July 26 after completing a trip to Chicago, 
St. Louis and other points east. Mr. Peirce combined 
business with pleasure on this trip. 

* 7 ” 

Selling More Equipment.—Remington Rand, Inc., 
is selling more equipment, other than typewriters, than 
ever before in the history of the Los Angeles branch. 
The boys are putting in considerable time right now 
buying machines for the government and are doing 
their bit toward educating the company’s customers in 
the gentle art of taking care of their typewriters. 

* * * 


Refugee Typewriter—Can you imagine a French 
typewriter company repairing a German typewriter? 
That is exactly what happened in Los Angeles when 
Ted French of The French Typewriter Company, 1021 
South Main Street, Los Angeles, worked over the key- 
board of a machine that belonged to a refugee from 
Germany who got out of that country in 1938. Mr. 
French fitted the thing out with an English keyboard 
and now it is doing good work in the service of one 
of Germany’s main enemies. The machine was a 
German Continental. 

Mr. French says he is exceedingly busy these days 
at repair work, 90 per cent of which is “essential.” 

. » - 

Gets Out New Catalog.—A. L. Segal, owner and man- 
ager of the General Office Furniture Company, 1045-49 
South Los Angeles Street, reports that his company 
has published its new catalog. He states, incidentally, 
that he would appreciate it if all manufacturers would 
send their catalogues with all new items listed. 

More than 95 per cent of the business done by this 
company now is war business and is done with the 
Army, the Navy, the manufacturers of defense equip- 
ment, the Maritime Commission, and so on. 

Recent expansions give this firm more than 80,000 
square feet of floor space. 

“Be sure to tell the editor,” says Mr. Segel, “that I 
use OFFICE APPLIANCES to good advantage.” 


* * * 


Retiring from Business but Taking Job.—Albert 
Holtzman, who has been conducting his own office ap- 
pliance business very successfully for the last 18 months 
at 940 South Los Angeles Street, has decided to close 
out and take a position with the Gold Desk Company 
at 957 South Main Street. Mr. Holtzman has no kick 
coming but says the labor situation and the responsi- 
bility were such that he would rather work for some- 
one else. 

Mr. Holtzman is well known in Los Angeles as well 
as in other parts of the United States. From 1937 to 
1941 he was in the real estate business in Detroit, and 
prior to that he was for seven years a merchandise 
buyer in Los Angeles. 

Mr. Holtzman’s son, Saul, is now in the Air Corps 
and has been at Gardner Field near Taft, Calif., for 
some months. 

* * : 

Many Changes in Pasadena Set-up.—There have 
been many changes in the personnel set-up at the 
J. A. Freeman and Company office, 35 S. Los Robles 
Street, Pasadena. This company has the agency for 
Remington Rand, Inc., typewriters and adding ma- 
chines. 

G. S. Gray, who, after serving the company for 22 
years, moved in 1939 to his farm in Missouri where he 
lived partially retired, has returned to the employ of 
the company upon the urgent request of the manage- 
ment. He is an office equipment mechanic. 

Tony Braun, after 15 years with the company, has 
entered the Navy. An ex-Navy man when he joined 
the firm, he is serving on a destroyer. 

Robert Boardman, who, after five years with the 
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It took a War to prove that we type- 
writer gals can do a man-size job. 
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You'll find us after office hours 
pitching long and late with the Motor 
Corps, perched on top of an air ob- 
servation tower, driving ambulances, 


iho mh: be pew 








etc. 
This extra-curricular work has given 
us a new concept of office efficiency. : 
Now | really appreciate PEERLESS- : 
KEY-IMPERIAL Ribbons and Carbons r 
... appreciate their ability to turn out , 
clean, clear, beautiful letters and 
sharp, permanently legible carbon 
. n 
copies. 
F 
v 
The Boss appreciates their long-distance endur- t 
ance which means economy to his Scotch-ances- 
tered soull h 
t] 
d 
MR. DEALER!—with the growing scarcity of 
goods and profit limitations due to price ceilings 
—it is more than ever worth your while to push . 
PEERLESS KEY-IMPERIAL products. Priced to = 
yield a generous margin. Can we help you gain A 
access to a big new account? Just say the word! 
th 
Le 
gi 
PEERLESS KEY-IMPERIAL MFG. CO., INC ; 
o °, e 
General Office & Factory: 401-407 Mulberry St., Newark, N. J. me 
NEW YORK OFFICE, 321 Broadway ce 


Manufacturers with the dealers’ viewpoint 


DETROIT, 37 Linden St., River Rouge, Mich, @ CHICAGO, 179 W. Washington Street @ LOS ANGELES, 528 S. Spring Street 
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company, went into the army, is at present in Florida. «K 
His wife and son are still living in Pasadena, however. rN , 
* - 
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FULUERS 


Complete Stocks 
Prompt Delivery 


* * * * * 
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Better Care for Machines.—L. J. Beiswinger, owner 
and manager of The Pasadena Typewriter and Adding 
Machine Company, says the average man is now taking 
the kind of care of his office machinery that he always 
should have taken of it. He says advice given with the 
warning that no machines are being manufactured has 
had good effect. Mr. Beiswinger finds he has about all 
he can do to keep up with the repair work that comes 
in—repair work that is being done when it should be 
done. 

Leslie Dawson, who had been with this firm for two 
years, is now with the International Business Machines | 
Corporation. He is spending most of his time doing | 
repair work at defense plants. 

* * * 

Joins the WACS.—Miss Hazel Hagarty, who had 
been with Keenan and Dorn, 1194 East Colorado Street, 
Pasadena, for seven years as assistant to the manager, 
has joined the WACS and is now at Fort Oglethorpe, 
Georgia. She is in training and waiting for her assign- 
ment. Her successor is Mrs. Marian Asbury, also a 
Pasadena resident. * * * 

A. C. Vroman, Inc. is Now in Splendid New Home.— 
A. C. Vroman, Inc., extensive dealers in office appli- 
ances in Pasadena, have moved into a new place of 
business, with 15,000 feet of floor space, at 1271 East 
Colorado Street. The former location was 695 East | 
Colorado Street. The firm had occupied the old loca- 
tion for thirteen years. 









* Xk * 


Gives Advice on Wood.—Rod Nern, proprietor of the 
Nern Office Appliance Company, 911 South Hill Street, 
Los Angeles, says that wooden filing cabinets are meet- 
ing with increased favor. The advice that he gives 
his customers goes something like this, “If you have | 
steel cabinets use them for the hardest service and 
use the wooden ones for the lesser service. If you are 
going to use all wooden cabinets then buy the best 
ones you can get.” Proper use of wooden filing cabi- 


nets, he says, means long life for them. 
Mr. Nern says business is good—about 95 per cent There is SU Wik with the 


devoted to defense. 





et ae paramount needs of the nation, nor can we 
In Ferry Command.—L. J. Burt, who has been con- put “Good Will” aside for the duration. Busi- 
nected with the Friden Calculating Machine Company ? 
at 328 West 9th Street for some time, is now with the ness as usual is out, but we have the desire 
Ferry Command. The company reports that at this and will to overcome the obstacles in our way 
writing, with his training completed, he is awaiting . 
the call to active service. and be of service to our countless customers 
* % oo 


Thornton Takes Vacation.—When E. E. Thornton of | and friends. 


the California Typewriter Exchange takes a vacation 
he invariably goes to Wyoming where fishing occupies 
the major portion of his time. That was where he was supply all you need on a pre-war basis, but 
during a goodly portion of July. The firm he owns is ; : 
located at 517 South Spring Street. 
ne ils disposal by the WPB rulings be of material 

Number Attend Convention.—A good representation : 
went from southern California to the Eighteenth An- 
nual Convention of the National Typewriter and Office 
Machine Dealers Association in Kansas City. Among We are ready, and in a position to serve you. 
these might be mentioned Arthur Tiernan of Santa 
Ana and John Gruys of Ontario. 


* * ” 
Developments at Aldine’s.—Gilbert Feinstein of e 
the Aldine Printing Company, 232 South Spring Street, spman - ar. 


Los Angeles, now a member of the U. S. Army En- 


gineers, has recently been home on furlough. He likes 
the Army. His job with Aldine was that of salesman. 
James Yates of the delivery department joined the G- O. 


Navy early in July. 
Leslie Frampton, mechanic, now with the Army, re- 
cently arrived in North Africa. The Dealers’ Quality Supply House 


Harold Feinstein, the owner, spent a July vacation pa ts we ——s : tra 
ona yacht near New port Beach. 325 NORTH W ELLS ST.. CHICAGQ, ILL. 


Aldine’s have made complete plans to open the 


We may not be able to do all we want, or 
we certainly can with the means left at our 


help for the period of emergency. 
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greeting card store which the firm has operated during 
the holiday season in an adjacent building for several 
years. Plans are also well completed for a permanent 
after-the-war expansion program. 
a ae 
PENN-MAR-VA TRAVELERS NEWS 

It is good to know that Ben Wachtel of the Parker 
Pen Company is well on the road to recovery after 
having been in the Jefferson Hospital in Philadelphia, 
where he put in three weeks following an operation. 
The Penn-Mar-Va fellows cheered Ben with their 
many visits and he says they helped him to a speedier 
recovery. 


* * * 


George Harscheid of the National Blank Book Com- 
pany seems to feel the change from the selling end 
to the factory is fitting him for more practical selling 
when he again becomes a “Knight of the Grip.” 
George has learned to operate a drill press, to rivet 
and to run a milling machine and turret lathe. He’s in- 
clined to feel that after this he will be able to make 
the merchandise that he hopes to sell in the future. 

* * og 

Penn-Mar-Va is congratulating its member, Paul 
Buckwalter, of National Blank Book Company, on his 
promotion to general sales manager and wishes him 
every success. 


* * * 


John Kerns took his family to the shore for their 
summer vacation. He regretted it wasn’t possible to 
play golf on the sands for he felt the sea air would 
have improved his game. He says he has tried every- 
thing else without success. 

* * * 

Bill Vogel said his wife needed a change of scenery 
and environment so ne sent her to the seashore. Bill 
kept house while she was away, but doesn’t think he’ll 
be kept in the house very ‘ong when his wife returns. 

* * * 


Ray Williams of Acco Products, Inc., is on the road 
again after a long recess. He said his reception indi- 
cated the trade was just as pleased to renew acquaint- 
ance as he was to have an opportunity to talk “Acco.” 

* a * 


Kip Edwards is disappointed at being unable to at- 
tend the races at Garden State. Since transportation 
was the reason for his inability to get to Camden, Kip 
wrote the governors of the track asking if they could 
spare a horse which he would ride from Washington. 


They informed him he would require a priority. 
—-——_—- 


BRITTEN NAMED ON LOCAL PENSION BODY 

Clarence R. Britten, secretary of Monroe Calculating 
Machine Company of Orange, N. J., was chosen June 
30 as the citizen representative on the newly formed 
Essex County Employees’ Pension System Commission, 
which controls the pension funds of all employees of 
the county. 

A resident of Maplewood, N. J., Mr. Britten has long 
been active in civic affairs. He is chairman of the 


| War Price and Rationing Board of Orange and a mem- 


ber of the board of directors of Orange Y.M.C.A. 
and of the Savings Investment & Trust Co. of East 
Orange.—BJ 
ee 

A-S-E APPOINTS NEW ADVERTISING MANAGER 

Frank C. Mahnke, Jr., has been appointed advertis- 
ing manager for All-Steel-Equip Company, Inc., of 
Aurora, Ill., makers of A-S-E products. They are well 
known as manufacturers of steel lockers and office 
furniture, but now are devoting their facilities to the 
war effort. However, the War Production Board has 
again authorized the manufacture of steel Froz-n- 
Food lockers in the interest of food conservation. 

Mr. Mahnke has a background of 12 years adver- 
tising experience with Reincke-Ellis-Younggreen & 
Finn, Inc., and with Roche Williams & Cunnyngham, 
Inc., Chicago advertising agencies, and also spent con- 
siderable time with the Chicago Herald-Examiner as 
travel editor. 
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VERSATILITY 
BOYCO 


CARD INDEX FILES 


are meeting requirements 





BOYCO Files are manufactured to give years of service 
rather than to meet any specific competition. 


Drawer Follower 
Block: 
The follower block is made of 


selected hardwood, easily re- 
movable, positive, and is pa- 
tented. The same follower is 


used in all BOYCO Files. 





The File Case is manufactured of 34”—5 ply Plywood and 
has Lock Corner construction on all corners. The Drawers 
are of solid kiln dried hardwood and have dove tail con- 


struction. 


The illustration shows a stack of 16 Drawers built up of 4 
t drawer units on a 3” base. All two or four drawer Card 


Index Files can be stacked into a single unit. 


BOYCO Card Index Files are for standard 3x5, 4x6 or 5x8 
ecards. Files are made in One. Two and Four Drawer units. 


Two lengths 15” and 24”, 


Compared on a basis of filing inches, you will find the 
BOYCO file cheaper than other equipment being offered 


at lower price. 


DEALERS WILL FIND THAT THEY CAN RECOMMEND 
THIS FILE. FOR DETAIL INFORMATION DEALERS 
CAN WRITE OR WIRE 


The BOYCO Line also includes Tabulating Card as well 
as Single Drawer Legal and Letter Size Files. 


BOYNTON ann COMPANY 


1725-45 North Bosworth Street Chicago 22, Ill. 


MANUFACTURERS OF QUALITY PRODUCTS FOR OVER 60 YEARS 
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Dealers? 


The Defense Plants are not expecting the war to end 
very soon for they are continually buying Tool Trucks 
in greater quantities. 

The “TOLEDO” Tool Truck (see cut below) has 
recently been reconstructed as to size, style and weight 
to meet the requirements of the War Plants. This also 
modifies the price considerably. Ask us about them. 


THE 
TOLEDO 
METAL 
FURNITURE 
COMPANY 


No. 9460 with 3 trays 1772 Hastings St., 
No. 9460-D with drawer CE; 


NZ, TOLEDO, OHIO 
The “TOLEDO” Tool Truck 





No. 7160 with 3 trays. 
No. 7160-D with drawer 





The “HEAVY DUTY” Tool Truck 


As the name implies, the “Heavy 
Duty” Trucks are built for special, 
heavy work and rough usage. 

Office Furniture Dealers are doing 
a profitable business by selling both 
kinds of trucks. All are made with 
1, 2 or 3 shelves. 

So, get into the factories making 
War material. You will probably get 
an order and they will furnish you 
the necessary (AA-5 or better) prior- 
ity certificates. 
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SMPO orrers THE 
MOST COMPLETE LINE 
OF STENCILS 
eines acne on 


list prices $2.35 to $3.40 per quire 


WRITE FOR FREE CATALOG 


MILO HARDING CO. 


436 West Pico Boulevard, Los Angeles, Cal. 
617 Commonwealth Annex, Pittsburgh, Penn. 
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SAN ANTONIO NEWS NOTES 





By B. C. Reber, Correspondent 





San Antonio stationers and business equipment 
houses can look back on one of the best six-month 
periods in their history, but must plan on a letdown 
for the last half of the year. This may be attributed 
to the fact that Army circles in San Antonio have 
been busy on their preparedness program. Now that 
this has been completed, the demand for business 
equipment and stationery and office supplies has 
tapered off. 

Kelly Field, which has now absorbed Duncan Field, 
is the largest air depot in the world, employing some 
20,000 men and women. This has created a tremen- 
dous demand for typewriters, adding machines, tables, 
desks, and other business equipment, in addition to 
office supplies and stationery. With its preparedness 
program completed, the demand for such merchan- 
dise has settled down to one of replacements. Other 
Army posts in the vicinity have also practically com- 
pleted their preparedness program, with a subsequent 
curtailing of purchases. 

Managers of typewriter branches, business equip- 
ment and furniture stores, and office supply houses 
are unanimous in stating that the first six months 
of the current year have been the best in the history 
of the business, but likewise agree that sales will be 
less during the latter half. There are some predic- 
tions, however, that, now with military demands met, 
private business may buy more and thus hold up 
sales in fairly good shape. 

* * * 

Carl C. Holland, who 31 years ago was associated 
with the local branch of UEF and more recently has 
been at the El Paso branch of this firm, has returned 
to this city and is in charge of service operations. 
He is assisted by Miss Margaret Walch and Mrs. 
Estelle Watson. 

+ x x 

E. P. Haye, local branch manager for L. C. Smith & 
Corona Typewriters, Inc., is active in civic work when 
not busy with typewriters. In the annual baseball 
game between the Lions and Optimist clubs, receipts 
of which go to charity, Mr. Haye was second in ticket 
sales. At present he is engaged in writing one-minute 
talks to be broadcast over local radio stations during 
the new bond drive to take place in September... . 
Claude C. County has joined the service staff of this 
branch. 

7 * * 

Paul Anderson Company has experienced quite a 
little success’in building up sales in social stationery. 
Radio spot announcements are broadcast over one of 
the small local stations eight times daily, and over 
one of the large stations once in the evening. These 
spot announcements have been especially effective 
in sustaining sales, in bringing new people into the 
store, and in building up sales in other items as well. 
The announcements are changed every 15 days unless 
one proves unusually successful, in which case it is 
continued indefinitely. 

. * 7 

Mrs. Ruby Teller, manager of the social stationery 
department at Maverick-Clarke, has returned from 
a business trip to Dallas where she attended a gift 
show. She was accompanied by Mr. and Mrs. R. C. 
Hill. Mr. Hill is president of the company... . Miss 
Jean Jones has joined the sales staff of the social 
stationery department at Maverick-Clarke, replacing 
Mrs. Margaret Conger, who has resigned to join her 
husband stationed at one of the flying fields. 


* * « 


Miss Winnie Johnson of the local branch of Rem- 
ington-Rand, Inc., has returned to her duties following 
an absence of approximately a month due to an ap- 
pendectomy. J. W. Howe, associated with the 
service department of this branch, has resigned to 
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ISIBLE 


SAVES 
TIME / 


ALL RECORDS 
ARE /NSTANTLY 
AVANLABLE 


Delays are out—as the unheard of demand on American 
industry makes it necessary to speed up—NOW. Scores of 
businesses, manufacturers and Government departments are 
handling increased volume easier and quicker with Acme 
Visible Records— because they have available at all times 
up-to-the-minute accurate data that saves precious time and 
enables them to keep pace with skyrocketing requirements. 

Acme Visible Equipment is applicable to every kind of 

record and, when applied, multiplies the value of the record 

and, in addition, effects a substantial savings in clerical time, 


Ask for your FREE copy of illustrated folder, “VISION” 


ACME VISIBLE RECORDS. INC. 


MICHIGAN AVENUE, CHICAGO, ILLINOIS 
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FOLDING 
CHAIRS 
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ADIRONDACK 









All styles Folding 
Chairs. Tablet 
Armchairs—ideal 
for classrooms, 
cafeterias, etc. 


Factory Stools. 


PROMPT SHIPMENT | 


out of New York stock or direct from factory. 


_ Don’t turn down chair inquiries— 


Write us for prices and details 


ADIRONDACK CHAIR ae 


1140 BROADWAY, NEW YORK 1, 














Copy RIGHT CoPYHOLDER 


The TILTING, TWO LEVER 
Ball Bearing, Lifetime 
Copyholder with Unrivaled 
EQUI-PRESSURE Paper Grip 
* 

FOR MODERN, FRONT-VISION 

Line for Line Copying 
A Necessary Adjunct to 
Every Typewriter 
& 
SIX MODEL WIDTHS 
to Meet All Transcribing 
and Copying Needs 
* 
ASSURES MAXIMUM SPEED 
and Precision; Saves Eyes, 
Backache, Time MONEY! 


DEALERS— 


If you tell your customers you can 
get front-vision line by line copy- 
holders for them at once, you have 
our assurance that shipments will be 
made as fast as orders are received. 


CopyRIGHTs are not available to 
buyers who want them only for the 
convenience of employees; but they 
are available promptly to active 
groups doing war work where time 
is important. 


Current model illustrated above 


COPY RIGHT MFG. CORPORATION 
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go to his ranch in western Texas. ... Fred DeWitt, 
formerly manager of the Corpus Christi office for this 
firm and who resigned to enter the air service, has 
been honorably discharged and is now back at his 
old stand. 


* * * 


G. L. Davis, local branch manager for Royal Type- 
writer Company, has returned from an extensive trip 
through western Texas and New Mexico, calling on 
Royal dealers and co-operating with them in working 
out their current merchandising and operation prob- 
lems. .. . Mrs. Lois Rives, secretary to Mr. Davis, has 
returned from a vacation spent on the Texas coast, 
and Tom Ewing, service manager here, has returned 


| from a vacation spent on a fishing trip. He reports 








| pany, St. Cloud, Minn., 
| Minneapolis, Minn., 


great success. 


* * * 


P. F. Southern, of Southern Sales and Service, is 
back at his desk following a short vacation spent in 
the mountains of western Texas. 


* * * 


A. C. Daunis, local branch manager for Burroughs 
Adding Machine Company, spoke before a class at 
St. Mary’s University here recently, selecting as his 
subject, “Office Appliance Machines and Their Uses.” 
Carefully planned and well delivered, the talk was well 
received. ...I. N. Coleman, service manager of this 
branch, has returned from a vacation, and W. H. 
Abshire is a new student employe in the service 


department. 


* * * 


O. E. Horton, local manager for United Autographic 
Register Company, is the proud father of an eight- 
pound son born recently. He has been named Michael 
Andrew. as & “* 

Word has been received at the local branch of the 
Monroe Calculating Machine Company, that Capt. 
Henry White, formerly a salesman out of the Jackson, 
Miss., office of this firm and who was taken a prisoner 
of war by the Japs at Manila, has died while being 
held in a concentration camp in Japan. 

* * * 

Robert Heye, salesman for The Clegg Company, has 

returned to his duties following an illness that kept 


him out for a month. 
So 


NORTHWEST TRAVELERS CLUB NOTES 





By H. J. Stephens, Correspondent 





Bob Hunn, of the H. H. West Company, Milwaukee, 
Wisc., left on the 10th of June for Camp Grant, 
Ill. He’s in the Army now! More complete address and 
information will be given about these men in the 
Service, when it is available. ... Ed Stivers, formerly 
with Eau Claire Book & Stationery Company, Eau 
Claire, Wis., and last with the Sanford Ink Company, 
is now attending Officers Training School in Maryland. 

. Jack Guntrum of Carter Ink Company, left on July 
9th for training in the U. S. Maritime Service. Ken 
Henderson will now travel the territory vacated by 
Jack. .. . Art Fark, formerly with Fritz-Cross Com- 
and the Miller-Davis Company, 
is now Sergeant Fark in a ground 
crew of the Air Forces. .. . Arnold E. Berglund of the 
Joseph Dixon Crucible Company, has five brothers in 
the Army, holding ranks from private to captain! The 


| captain is in England, one of the brothers is in Hawaii, 
|} and the whereabouts of the other three is not certain 


| at this time.... 


Ben Turkle of Niedecken & Company, 


| Milwaukee, Wis., is back on the job again after a six 


| weeks’ sick spell. . . 
| Party has been set for Friday, August 27. The place: 


. The date for the Twin City Golf 


Southview Country Club, South St. Paul, Minn. Ar- 
rangements are being completed, and further an- 
nouncements will be made by Chas. Regan, genial 
golfer and immediate ex-Governor of the 7th NSA 
District. Let’s arrange our routings and travel so that 
as Many as possible may be in attendance, for an un- 
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FO R YOU M r. DEALER: Steady advertising such as this helps YOU sell 


more Higgins products. It is one of our 1943 series running in: SCHOLASTIC + INDUSTRIAL ARTS 
SCHOOL ARTS ° AMERICAN ARTIST . SCHOOL SHOP . THE DRAFTSMAN 
CATHOLIC SCHOOL JOURNAL . THE OFFICE . PENCIL POINTS ° THE ARTIST 
PRODUCT ENGINEERING + MECHANICAL ENGINEERING and 50 engineering college publications. 













<>, SCHOLASTIC 
—— its share of AWARDS 


—and now CARTOONING 

















For fifteen consecutive years, we have been 


sponsoring Scholastic Awards in free-hand 


and mechanical drawing. Now, in this anni- 
versary year, we announce the addition of a 


cartoon division in three sections. 


Teachers . . . Students . . . send today for the 


pamphlet describing how students of junior 


HIGGINS 
Nh COLENG. 


271 NINTH STREET, 
BROOKLYN 15, NN. ¥ 


high and high schools may compete for 
thirty cash prizes, thirty gifts, and many 
scholarships ... in the three fields of free- 
hand drawing, mechanical drawing, and 


cartooning. 





















A Wiasbixe Duty ee 


To your Country and to yourself is to furnish the trade with the BEST: 


“M&V" Typewriter Ribbons and Carbon Papers 
“THAT STUBBORNLY REFUSE TO WEAR OUT” 


Utilizing both tracks of a single-color Ribbon, reversing Carbon 
Paper topside down when worn, “conserve without curtailing busi- 
ness procedure”. 


Ask “M&V" about other “conserve without curtailment” methods. 












. all 
7 BP as deviate et Bi caer i‘ Celery and distribute”? | = 
Aes +l ene : - ra Seettig of Mra lortnte and 
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-onvenient branche serve you faster and bette: 
BOSTON ST. LOUIS KANSAS CITY SAN FRANCISCO LOS ANGELES 
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BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is specially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 


The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, 
Cameo, American, Reliance, Storms Pen and Pencil 
Carbons, in all weights and finishes. CARBON ROLLS: 
Tailor’s Marking. Photo Offset, Billing Rolls for Elliott 
Fisher Machines, Billing Rolls for Burroughs Posting 
Machines, Register Rolls, Tally Rolls, Teletype Car- 





























NEW MERCHANDISING 
AID — FREE 


Here is a timely merchandising aid that 
will increase your sales and profits. It is 
a unique folder with your imprint, for 
distribution to your customers, that of- 
fers a monthly prize to stenographers. 
Every typewriter needs Clarotype. Every 
aging typewriter needs Cant-Slip. This 
folder tells them how to use these prod- 
ucts for efficiency; and through your 
imprint it tells them where to buy and 
how to win a prize. Please write for 
details to The Clarotype Company, Inc., 
16-J Hudson St., New York 13, N. Y. 


CANT- SLIP 
Renews Rubber Rollers 
CLAR - 0 - TYPE 
Cleans Type Instantly 
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bonized Rolls, Rolls for Elliott-Addressing Machines, 
Special Rolls. INKED RIBBONS: Stormtex, Cameo, 
American Reliance, Ribbons for Addressograph Multi- 
graph, Speedaumat, etc. 


561 GRAND AVENUE 








M. STORMS CO. 


BROOKLYN, N. Y. 












PREST-O-PRINT 


Victory Model Duplicator 


A “natural” for offices, churches, organiza- 
tions, restaurants, etc. 


ema scengn e m, 


Inexperienced 
operator 


can use 





Simply 
**Press-to- 


print” 


Kit includes 
duplicator, 
stencils and 

supplies 


* 





Uses standard stencils —reproduces typewritten or 
handwritten copy. 
No Moving Parts to Get Out of Order—No Mechanism 


$24.75 


Bainbridge, Kimpton & Haupt, Inc. 


218 Greenwich St. New York 8, N. Y. 
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usually fine time is always had at this annual gath- 
ering! ... And, let’s now begin to make our plans to 
be sure to attend the National Stationer’s Association 
1943 Wartime Conference, which will be held at the 
Palmer House on October 4th, 5th and 6th in Chicago. 
This year it will be important, even more so than 
it was last year for the dealers to attend this confer- 
ence to learn of the new and alternate and substitute 
items being manufactured and offered by the manu- 
facturers. 


LIST OF NEW NOMDA MEMBERS ANNOUNCED 

Released after the close of the NOMDA War Con- 
ference, the following list includes members who joined 
the Association at Kansas City and since the 1942 


meeting: 
The Typewriter Exchange, Inc., 45 North Erie Street, Massil- 
717 Seventeenth Street, Denver, lon, O. 
Colo. : ; : Wood Typewriter Exchange, Box 
The Cross_Printerie, 12 First Ave- 222, Clearwater, Fla. 
nue, N.E., Oelwein, Ia. Franklin Typewriter Service, 187 
Holly-Beverly Typewriter Com- a 101st Street, New York, 
pany, 1649 North Wilcox, Holly- Y. 
wood, Calif. : ‘ L. NR Fox Company, 14 North 
Typewriter Shop, 317 University Main Street, Council Bluffs, Ia. 
Avenue, Palo Alto, Calif. A. J. Schmidt, 4422 Holly Avenue, 
A. T. Webb & Son, 201 East Choc- St. Louis, Mo. 
taw, McAlester, Okla. Von Soosten & Company, 804 Pine 
Typewriter Guy, Fifteenth & Street, St. Louis, Mo. 
Franklin Streets, Oakland, Calif. Amann Typewriter Company, 437 
Oakland Adding Machine & Type- Baronne Street, New Orleans, 
writer Company, Twelfth & La. 
Franklin Streets, Oakland, Calif. Bratton Corporation, 247 East 
Wm. H. Duning Sons, Inc., 1025 Broad Street, Columbus, O. 
Main Street, Richmond, Ind. Smith’s Office Machine Company. 
White Bear Typewriter Exchange, 693 Franklin Avenue, Council 
1081 Main Street, Dubuque, Ia. Bluffs, Ia. 
A. L. Riley Typewriter & Adding Sedalia Typewriter Company, 506 
egy Exchange, New Hamp- South Ohio, Sedalia, Mo. 
ton, Ia. 2 A tqui Com- 
Southern Office Equipment Com- oe Pe Waa moray ens 
pany, 302 South Kentucky, Lake- kana, Tex. 
land, Fla. Harry Turner, 700 North Quincy, 


Reliable oT Equipment a Topeka, Kan. 
pany, ycamore treet, A. L. Brown. 17 South Sixth 
z. 


Fvansville, Ind. ; 

Withington Typewriter & Supply Street, Ft. Smith, Ar 2 
Company. Inc., 203 North Tenth Ozark Typewriter Company, 40 
at Pine, St. Louis. Mo South Jefferson, Springfield, Mo. 

Dunlap Typewriter Company, 649 The Joe Harding Company, 830 
Hampshire Street, Quincy, III. Joplin Street, Joplin, Mo 

Denver Typewriter Company, 1750 Shedd Typewriter Agency, 115 
Champa Street, Denver, Colo. East Mountain Avenue, Ft. Col- 

Reliable Office Supply Company, lins, Colo. 

- — > — i 2 ——- 


G-F NEWS FOR JUNE OUTSTANDING 

The June issue of the G-F News, published by the 
General Fireproofing Company, Youngstown, Ohio, is 
one of the most outstanding house organs ever to come 
to the attention of Orrice APPLIANCES. More than half 
of the 16-page publication is devoted to patriotic 
presentations and commendations relative to the com- 
pany’s part in the war effort. 

Outstanding features of the June issue are a photo- 
graphic version of “The Flag Pledge,” William Tyler 
Page’s “The American Creed,” a double-spread of 
telegraphic commendations from such famous figures 
as Generals Somervell and Arnold, a center-spread in 
which is reproduced the entire Declaration of Inde- 
pendence, and two pages devoted to the activities of 
employees in Civilian Defense. The back cover con- 
tains a reproduction of the company service flag, 
accenting the fact that 688 G-F men and women are 
now serving in the Armed Forces. 

> — 

POPULAR CARTER PRODUCT DONS NEW GARB 

Carter’s Indelible Stencil Outfit now appears in a 
new dress. The cylindrical box has been discontinued 
in favor of one rectangular in shape. 

The change was one of necessity. Manufacturers of 
cylindrical boxes, being few in number, found it im- 
possible to meet the company’s heavy demand for 
this product. The oblong box can be made in larger 
volume and will enable Carter’s to take care of their 
needs. 

Carter’s Indelible Stencil Outfit has proved to be 
one of the company’s fastest growing items. It is 
particularly popular among sailors and coast guards- 
men for stenciling light and dark uniforms and 
equipment. 
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We Sure Can wn 
Deliver diss 


OFFICE TYPE 
STAPLERS AND 
STAPLES TOO on Preference 


Rated Orders 














NEW 
AUTOMATIC 
LOAD LEVER 






Especially 
“oo 
Staple-Master 


MARKWELL MFG. CO., Inc. 


200 Hudson St., New York 13, N. Y. 
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J 
REPORTS from our material sup- 


pliers indicate that we are using the best 





materials:available in the construction of 
our desks. 

In spite of the many curtailments, no 
noticeable change has been made in the ap- 
pearance or efliciency of OLSEN products. 
Our 
agencies and civilians, through dealers who 


desks are available to Government 


are as anxious as we are to defeat the Axis. 


cy eo ss. Olsen Company 


2527 MOFFAT STREET CHICAGO 47, ILLINOIS 

















A NEW QUALITY PRODUCT 


The Snail 
Wins to 
Bee FILE STENCILS 


2 SIZES mo 
for 50 and © 302 (te-htn 
100 STENCILS 


20” long, 10” wide; 
index page standard 
on both sizes; produc- 
tion record page for 
each stencil allows 
space for com- 
plete informa- 
tion. 


















Be sure to look in- 
to this 
and protective fil- 
ing method ; insures 


safety for 


systematic 


ulmost 


Covers are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en- 
ables book to lie 
flat at all times 


Send today for 
descriptive folder. 


Technygraph Co. My . 


TECHNY, ILLINOIS 
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PACIFIC NORTHWEST NOTES 





C. M. Littlejohn 





In one of the most important stationery mergers in 
Portland, Ore., in years, the Pacific Stationery and 
Printing Company recently announced the purchase of 
the stock and equipment of the P. D. Cunningham 
company, at 218 Southwest Washington Street. This 
purchase combines two of the oldest stationery firms 
among the pioneers of Portland. The Pacific Station- 
ery organization was established in 1889 by L. H. 
Hunter, the former president of the corporation, who 
passed away in 1931. The Cunningham Company was 
established by P. D. Cunningham in 1890, but the busi- 
ness has been conducted by Mrs. Lena Cunningham 
since the death of her husband in 1932. In addition to 
the large stationery trade, the Cunningham Company 
for the past 40 years has specialized in the manufac- 
ture of rubber stamps and seals. 

Mrs. Cunningham is now retiring on account of 
poor health. Always there has been the closest pos- 
sible friendship between the two stationery firms, for 
Mrs. L. H. Hunter, mother of Lester Lee Hunter, now 
president of the Pacific Stationery & Printing Com- 
pany, and Mrs. Lena Cunningham were school chums, 
and have remained friends since schoolgirl days. 

The staff of employes of the Cunningham company 
is being taken care of in the merger, inasmuch as 
they have gone over to work for the Pacific Stationery 
& Printing Company in its expanded operations. Their 
following will give wider scope to the activities and 
clientele of this pioneer Portland house. 

Plundered of a large number of checks was the 
University Book Store, school and stationery supply 
headquarters at 4326 University Way, Seattle, recently. 
Police are looking for a number of checks totaling 
more than one hundred dollars which were taken from 
a desk drawer in the large retail outlet of office and 


| school equipment. 


* * * 


William Holt, for the past ten years associated with 
the Student Bookstore of Pullman, Wash., and for the 
past six years manager of one of its departments, has 
recently resigned to go into another line of business. 
Edna Kampfer replaces him as manager of the de- 
partment he headed in this student store near Wash- 
ington State College. Mr. Holt, his wife and two 
children are leaving the collegiate city for Spokane, 
Wash. 


* * * 


News was recently received by A. L. Tredway, pur- 


chasing agent of Trick & Murray, Seattle, Wash., 


from his son James, who is now an army doctor in 
the South Pacific isles. 
* a » 
Doing its bit in a big way, the Oregon Typewriter 
Company of Portland, has sold its entire stock of 153 
machines—new and used typewriters manufactured 


| since the 1935 date-line—to the Federal government, 


A. B. Cole, proprietor, has announced. 
* +o * 

With leading typewriter dealers throughout Oregon 
licensed as agents in a big war emergency drive, this 
campaign for typewriters that go to war is going over 
the top in a big and vital way in the Pacific Northwest 
State. Roscoe W. Segar, head of the state campaign 
for Army and Navy procurement calling for 2444 late- 
model typewriters, announced: “The drive will go over 
the top when remaining commitments are received 
from schools and business houses throughout the 
State. * » » 


The war is creating new wartime hours for many 
stationery stores, because of war-workers’ shifts 
around the clock, manpower shortages, and the neces- 
sity of working Victory gardens. New store hours were 
placed in effect at Lowman & Hanford Company, 
Seattle, this summer. The store is open from 9 A.M. to 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 
‘Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 


Lead Seals 


Coin Wrappers 
Seal Presses 


Bill Straps 


Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 


Linen Shipping Tags Coin Storage Trays 


Downey Change Trays 


THE C. L. DOWNEY CO. 








HANNIBAL, MO. 















Wise personnel and office 
managers are looking into 
the “little things” that help 
keep workers on the job. 


Old Dutch Line products 
—typewriter ribbons and car- 
bon papers—offer top quality 


advantages appreciated by 


—as suggested 
in OLD DUTCH 


national ads. 


executives. 


and 
sharp 


secretaries 


Clean, impressions, 
easy to handle, smudge-free, 
longer-lived ribbons and car- 
bons . . . Qualities that have 
become second nature to us 
in more than 43 years of su- 


perior product development. 


—ASK THE OLD DUTCH SALESMAN! 


Bu fallal' C gton N 


WATERS & WATERS BRANCH 











June Savor 
FILE 


e Non- priority wood 
construction 


e Two Drawer — Top 
opens completely 

e "Two - Way" Com- 
pressor and Guide Rod 

e Letter and Legal Size; 
Olive Green Finish 

e Desk height 30!/,” 

e Shipment week or ten 
days. 


No. MF500G—Letter 
Re. $27.00 List 


No. MF600G—Legal 
een $29.00 List 


F.0O.B. Rockford, Ill. 


BUSINESS EFFICIENCY AIDS 


P. O. No. 258-J Skokie, Ill. 
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WARSHAW INDEX CARDS 


are helping many dealers to make 
and keep customers their ‘good 
friends. These dealers have learned 
it is important to furnish the right 
card for each purpose. So they 


™ take time to advise their cus- 
ROLL LABELS tomers. 
GUIDES 
INDEX CARDS WARSHAW Index Cards made 
REINFORCED on fully automatic machinery are 
FOLDERS 
always uniform. They are of good 
noon quality and rotary cut on all four 
MENDING sides. 
TAPE 
Write for samples and prices. 
GUMMED 
INDEX TABS The Warshaw Mfg. Co., Inc. 
e 1 Main Street @ Brooklyn 1, New York 
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CARD INDEX CABINETS 


1 & 2 Drawer—3 x 5—4 x 6—5 x 8—Green 
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In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak 
Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY NEW YORK, N. Y. 


GRAPHIC. 
GELATINE 
ROLL S| 


| 















Jor PERFECT 
RECORDING 


Rare technical skill co- 
ordinated with perfect 
grooving and bell-like 
clarity combine to make 


Standard tested cylinders essential for your 
needs at this critical time. 

Perfect NOW and AFTER the War. 

Write for “The Voice of the Dictating Ma- 


STANDARD 
RECORD COMPANY 


104-114 South Fourth Street, Brooklyn, N. Y. 





Cable Address: Stanrecord 








6 oz. tubes, 
Vy or | Ib. 


cans 


, * locopy 
CLEANSING 





j é of 
“LEansinc CRE 


——— 


SSS 
—— 

Removes Hectograph, Mimeo 
and other Duplicating Ink 
Stains, oil, grease, etc. 
THE CHOICE OF BUSINESS: Bethlehem Steel Co., Timken, 
R.C.A., Inland Steel, Crane Co., Ryerson, and many other well 
known firms use Autocopy cleansing cream. These large com- 
panies have means and facilities for testing all materials and 
supplies they buy. They put to use only those things which pass 

the test and prove satisfactory. 

AUTOCOPY cleansing cream acts effectively and instantly, 
is pleasantly scented—keeps the skin soft and smooth. ORDER 
12 TUBES TODAY: we'll enclose price list and quantity dis- 
counts, opening a channel of extra profitable business for you. 


AUTOCOPY Sncorporated 


466 West Superior St. CHICAGO 
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5:30 P.M., Monday to Friday, closing at 12:20 P.M. on 
Saturdays. At the group of Rhodes variety stores, 
large sellers of stationery, and retail outlets for type- 
writer supplies as well as other merchandise, there 
is a new rule of all-day Monday closing, in co-opera- 
tion with the War Manpower Commission. On this 
day employes are released for part-time work in vital 
industries or elsewhere, or for taking an extra holiday. 
The Rhodes store, at 6410 Roosevelt Way, adopts 
Saturday hours from noon to 9 P.M. The Rhodes 
establishment at 4509 University Way remains open 
Thursdays from noon to 9 P.M., and the one down- 
town at 1315 Second Avenue stays open Tuesdays for 
after-supper shopping—CML. 


—-- 


NEWS NOTES FROM DISTRICT No. 8 





Gene Mitchell 





Mr. and Mrs. R. H. (Bob) Lewis of Webster Groves, 
Mo., are receiving DOUBLE congratuations these days 
—first, because of the recent wedding of their son 
Ensign Robert, Jr., to Miss Harriet Lloyd, also of Web- 
ter Groves; the couple are making their home tempo- 
rarily in Florida, where Bob, Jr. is stationed. The addi- 
tional happiness is due to a “blessedevent’” in the 
family which occurred during Bob’s absence on a busi- 
ness trip and came as a surprise to him—namely, four 
beautiful pups born to their cocker spaniel. Anyone 
wishing to adopt (at a price) a fine pup, may contact 
Bob at his office in St. Louis, where he is district 
manager of Dennison Manufacturing Company. 

* 7 * 

First Lieut. “Dick” Stedding of the U. S. Q. M. C., 
located at Camp McCain, Miss., spent several days 
visiting his home in St. Louis during July. Dick was 
formerly the Wallace Pencil representative in Minne- 
sota and thereabouts. 

* * * 

Have any of the travelers heard anything or seen 
anything of a Little Rock stationer who is a former 
governor of the 8th Region? The writer will appreciate 
any clues as to his whereabouts. 


* 


The Smead Manufacturing Company, Hastings, 
Minn., announced the closing of their plant from July 
3rd to July 12th, when all employees were given their 
annual vacation at the same time. 

* 7 * 

Bill Bohart, E. Faber Pencil Company, reported ex- 
cellent business on his trip in June throughout his 
territory. Bill stated he met more travelers on that 
trip than on any previous trip for a long while. That 
sounds like the boys again have something to Sell. 

oe * + 

Announcement has been made by Latsch Brothers, 
Lincoln, Nebr., of their purchase of the business of 
George Brothers, of that city. Jake Bogenrieth of 
Latsch’s is manager of the George store, which will 
continue to operate under the old name at the present 
address. 

& * & 

Read a fine letter recently from Milt Shuster, who 
is now representing Smead Manufacturing Company 
in Indiana, Ohio, Michigan and Kentucky. He asked 
to be remembered to his many good friends of the 8th 
Region. Milt has been doing a fine job for his factory 
and makes his home in Delaware, Ohio. His son has 
been serving Uncle Sam for the past year. 

* * * 


Speaking of Victory Gardens—those of you who have 
not had an opportunity to sample the elegant vege- 
tables right from Dan Mac Dougall’s garden should 
envy the writer. Dan has a mighty fine crop (due, no 
doubt, to the expert attention of Enid, his charming 
wife). 

* » 

Just aS we go to press, word comes from our secret 
informer that the aforementioned former Governor of 
1943 
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YOU CAN lehaibip 
> LIGHTEN THE AIR-MAIL LOAD ‘ee 


by suggesting 





to your customers: 


? USE EATON’S LIGHTWEIGHT PAPERS _ 
BERKSHIRE 


TYPEWRITER PAPERS 


in air mail weights are durable travelers. 





There's a correct Berkshire T ypewriter Parer 


for every office need. 


gATON Sold through dealers excluswely. 
Srvrewnrrer’, , : 
ER EATON PAPER CORPORATION 

Rksu' PITTSFIELD MASSACHUSETTS 











POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 











The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 














MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 


MARKING DEVICE DEALER 
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No Job for a 


“Divining , Cy: 
pate + 





Like trying to find water 
with a Divining Rod, 
hunting facts in unclassi- 
fied files is a hopeless 
job. Where customers still 
do this, show them how to | NY 


Locate Fads Mstenthy wit 
COOK’S STEEL FILE SIGNALS 


Attached to file cards, ledger sheets, etc., 
these signals place any group of data at finger- 
tip—saving hours of valuable time. Easy to 
attach, relocate, remove. Made of thin spring 
steel, they add practically no bulk to records. 
Styles for all systems in 12 non-chip colors. 
In these trying times, you can do customers 
no greater service than to supply them with 
Cook’s Steel File Signals. 


The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 






















Seating 
America’s 
office workers 


CORRECTLY 


is a responsibility that 
JASPER SEATING CO. 


knoics how to accept. 





No. 44 


with wood swivel 


Jasper Seating Company 


JASPER, INDIANA 


REPRESENTATIVES 
CHICAGO: L. H. Farber, 30 E. Congress St. Phone WESster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 
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the 8th Region, that Guy of Little Rock, has been hob- 
nobbing with his State officials and attending Shrine 
ceremonials and Imperial Council sessions. No wonder 
we common travelers never can find him. We would 
rather visit and hear from Blanche Ross anyhow. 


* * * 


Comfort Printing & Stationery Company, St. Louis, 
held their annual employees’ picnic on July 8 at 
Spring Lake, St. Louis County. The store was closed 
at noon when all of the store, factory and office forces 
joined a caravan for an afternoon and evening of 
swimming, tennis, soft-ball and lots of food. The silver 
trophy was retained by the factory soft-ball team 
which, with the aid of Jim Collum, vice-president of 
the firm and third baseman of the office team fielding 
.000 and batting one point higher, won by a score of 
20 to 17. Remember—it was soft-ball, not football. 
Four Gruen pocket watches were presented to em- 
ployees in continuous service for 25 years. Those cele- 
brating that anniversary were: Gus Hausher, foreman 
of the pressroom; R. W. Hoogstraet, vice-president; 
Jerry Vanecek, vice-president and C. A. Wood, treas- 
urer. P.S.—The office boy who kept Jim Collum’s bat- 
ting and fielding record is looking for a job. 


* * * 


A recent letter from Larry Schubert, former Globe- 
Wernicke representative, to Bill Bohart states that 
Larry received his honorable discharge from the Army 
while in Egypt and will likely be back in these parts 
before this is being read. Welcome home, Larry. 


o—-- 


ARKANSAS NEWS NOTES 


Bob Fisher, for four years associated with Underwood 
Elliott Fisher Company’s Little Rock office, now is a 
cadet in the Army Air Forces. Having completed his 
pre-flight training at San Antonio Aviation Cadet 
Center, Cadet Fisher now is receiving basic flight 
training at a Kansas air field. 


* * x 


Part of the equipment of the Russellville Printing 
Company, Russellville, has been purchased by Wallace 
Hurley and moved to the plant of the Hurley Printing 
and Stationery Company, Camden. Three printers 
with the Russellville firm, including Jim Gray, shop 
foreman, and Gene Lewis, bindery foreman, also trans- 
ferred to Camden to become employees of Mr. Hurley. 
Tom A. Wilson, manager of the Russellville Printing 
Company for the past 14 years, will continue operation 
of that plant as a general commercial printing busi- 
ness. 

Claude Clemens Thompson, 72, vice president of the 
Democrat Printing & Lithographing Company, Little 
Rock, died June 13. He had been associated with the 
firm nearly all his life, having begun as an office boy 
while in his teens. 

Fifty-four printers submitted bids on contracts to 
supply printing needs of the State of Arkansas for the 
coming biennium. 

i 


NEW COLUMBIA REPRESENTATIVES TAKE OVER 
WEST VIRGINIA AND FLORIDA TERRITORIES 
Robert Haynes, formerly located at the Columbia 

Ribbon and Carbon Mfg. Company, Inc., main office 

and factory, Glen Cove, L. I., N. Y., has been trans- 

ferred to the Columbia West Virginia sales territory 
and has been working out of Charleston for the last 
two months. Brinton Edwards is now covering the 

Florida territory. While new to these territories, 

Haynes and Edwards have both received their training 

at the Columbia sales representatives’ school at the 

factory and have already demonstrated their ability 
to follow in the footsteps of their predecessors. 
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DUPLICATING INK 


Our 45 years’ experience in the 
Featosol tb {oCotittd- MMe) MMe ty o)bloledatete, 
inks enables us to offer you the 
finest products obtainable any- 
where. 


Our PREMIUM INK is a high 
grade black ink that has the 
properties of Quick Drying and 
Minimum Penetration into the 
paper. The finest ink made for 
first class stencil duplicating 
work. 


BULLETIN INK fills the need for 
a jet black ink where price is 
a factor. Excellent results at a 
poatbebboelbtecle) Moles-1o 


All inks manufactured under the personal 
supervision of Fred B. Canode. 


WRITE TODAY FOR SAMPLES AND PRICES!! 


INK SPECIALTIES CO., INC. 
531-S. LAFLIN STREET . . . . CHICAGO, ILL. 
‘SATISFACTION GUARANTEED OR YOUR MONEY BACK 














Psss! write for mail your in- 
Opportunity information quiry today so 
knocks, so... eS aeoege that we can... 


a 
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how you can 
make a pile 
of money! 


The "U. S." line of inked ribbons and carbon 
papers features everything . . . Quality, Price 
and Profits! \nvestigate! 


U. S. TYPEWRITER RIBBON MFG. CO. 


Filbert at Tenth Street, Philadelphia, Pa. 
Established 1895 


rush facts and 
figures on... 














INVESTIGATE 
THE MERITS OF 


ROBERTS 


| MODEL 95 


) The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 







% Capacity for ten wheels. 


% Priced competitive to ordinary ma- 
chines of four and less actions. 


%* UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


The 
ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue Brooklyn, New York 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 
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An Active Ally 


on the 
Production Front 


MUTSCHLER’S long experience in styling and building 
SAMSON directors room and office tables for discriminating 
business men has supplied the vital “KNOW HOW” that 
enables them to produce sturdy tables fast for Uncle Sam 

. . not only to serve the war winners of today. but as well. 
the peace makers of tomorrow. 


Write for complete descriptive Catalog. 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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21st and Rockwell Sts. 





Again we say: 
“Light is essential—vital to war 
industry.” 


———— 


Intense individual fluorescent 
light furnished by VAN DYKE 
increases the efficiency of every 
war job. 


All orders placed for VAN DYKE 
Fluorescent regardless of style 
must carry priority ratings. 


America’s Outstanding Manafacturer of Fluorescent Lights 


Wire or Write for Catalog. 


VAN DYKE INDUSTRIES 








Prem xe) Tin 


FOR THE WAR INDUSTRY! 


Newly developed items of particular appeal to 
war factories provide the dealer with a vast 
potential market. Here are a few of the timely 
records for which there is a definite, immediate 
demand: 

BOND DEDUCTION RECORDS—For con- 
cerns who have adopted the Treasury Plan of 
Pay Roll Deduction for purchase of War 
Bonds. 

PAY ROLL RECORDS—A complete range of 
up-to-the-minute forms, including those neces- 
sary for the new Withholding Tax. 
VISITOR AND TRUCK REGISTERS—Nec- 
essary under the government regulations for 
War Contracts. These forms meet the require- 
ments of Federal authorities. 

STOCK AND INVENTORY CONTROL— 
Now more than ever must a close check be 
kept on stock movements. A wide range of 
forms for price control, etc. 

SEND FOR COMPLETE CATALOG 
Acquaint yourself with the above and other 
fast selling items available in the CESCO line. 
Exclusive agencies to established dealers. 


THE C.E. SHEPPARD CO. 


4401-4429 TWENTY-FIRST STREET, 
LONG ISLAND CITY, N.Y. 
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Chicago, Illinois 











NU-VIZ SIGNALS 


t¢ 


BY KEEPING 
OFFICE RECORDS 


Rec ords 


WITH 





. more important than ever . . 


are kept more precisely and efficiently today with 
the aid of GRAFFCO Signals. 


Records for production are being broken daily 


in American plants. GRAFFCO products seem 
to be in ever-increasing demand in essential war 
and detense operations. 


Constantly we strive to keep pace with demand 
and fill our customers’ requirements. We shall 
continue, subject to priorities, to give the best 


? ? possible in service and merchandise. 


? GEORGE B. GRAFF COMPANY 


64 Washburn Ave., Cambridge, Mass. 


MAPTACKS 


Makers of Cellugraf Signals, Nu-Vise Signals, 


+ Nu-Viz Signals and Maptacks. 
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NEATYPE 


TYPEWRITER 
TYPE CLEANER 


The FINEST cleaner with 
the RIGHT cleaning brush 
attached. Easy sales—sure 
repeats — excellent profit. 
For full information and 
samples, write 


STARKEY PAPER 
& SUPPLY CO. 


720 Delaware St., Kansas City, Mo. 











Have You 


a Friend—<: business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 
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O’CONNOR AUTHOR OF LEATHER CAMPAIGN FOR 
ARMY OCCUPATIONAL THERAPY WORK 

One of the most worthwhile campaigns to come out 
of the war effort is that originated by H. G. O’Connor, 
president of the W. H. Gunlocke Chair Company of 
Wayland, N. Y. Mr. O’Connor, who was wounded in 
World War I and is a holder of the Distinguished 
Service Cross, started the work after a recent visit 
to Walter R. Reed Hospital in Washington, D. C., 
where he was impressed with the use of leather in 
occupational therapy for rehabilitating wounded serv- 
ice men. 

It was because of the personal experience of Mr. 
O’Connor that the campaign was conceived, a cause to 
which he is now devoting much of his personal time. 
The Gunlocke Chair Company has been sponsoring full 
page advertisements in behalf of the campaign, con- 
taining specific information as to the proper procedure 
for donating leather. The peak for the need of such 


leather will not be reached until after the war is over | 


and dealers holding such samples are asked to retain 
them so that they may be distributed where they are 
most needed. 

To date, dealers in eastern cities have supplied suf- 


ficient leather to equip ten hospitals where occupa- | 


tional therapy is functioning, and two schools where 


occupational therapy is taught. 
—— 


WELTY SHARES IN STABILIZATION PROGRAM 
According to Welty Pen & Repair Company, Chicago. 
a genuine opportunity exists today for stationers and 


office equipment dealers to assist in the Economic | 
Stabilization program in serving their trade, particu- | 


larly with regard to fountain pens. He estimates that 
production is now cut nearly 60 per cent and says 
there is enormous increase in demand for repair serv- 
ice, while the supply of repair parts is not always 


adequate and skilled labor supply is lacking. These | 


conditions have forced a change in time required for 
service from the former six to 48 hours to a consid- 
erably longer period. Notwithstanding this extended 
time requirement, Mr. Welty finds that orders for pen 
repairs are piling up, yet it is possible to handle them 
if present conditions and reasons are explained fully 
in advance to the customer. By developing this busi- 


ness, the dealer adds to the fountain pens in use | 


among his trade, increases his sale of writing supplies, 


and keeps his fountain pen department active for | 
the duration. Mr. Welty has had long experience as | 


a fountain pen manufacturer and in the repair of 


pens of all makes. He endorses the anti-inflation | 
slogans—“Use it up, wear it out; make it do, or do 


without.” pilin cdaes 


CROWLEY-REUTER STATIONERY TO CONTINUE 

The Crowley-Reuter Stationery Company, 932 Wyan- 
dotte Street, Kansas City 6, Mo., will continue to do 
business under the same name and at the same ad- 
dress as in the past, Robert S. Crowley, surviving 
member of the partnership, has announced. Will 
Reuter, partner of Mr. Crowley since 1920, died in 
February of this year. The wife of the deceased has 
sold her interest in the organization to Crowley, who 
will continue with his brother, F. Richard Crowley, 
to operate under the present name of Crowley-Reuter 
Stationery Company. 

The company, originally founded by Mr. Crowley in 
1914, became a partnership in 1920. In 1941 the store 
was moved to the present roomy location at 932 Wyan- 
dotte Street. The company enjoys an enviable credit 
rating among jobbers and manufacturers and expects 
to continue operations on the same high standard as 
in the past. 


ors. 
STATIONERY CONCERNS ACQUIRE MORE SPACE 
Additional space has been leased by D. Johannes 
Van Riemsdyck, books and stationery, at 441 Lexing- 
ton Avenue, New York City, N. Y. 
About 7,500 square feet of space has also been ac- 
quired by the Stationers’ Specialty Company at 484-90 
Broome Street, New York City, N. Y. 
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St. Johns Tables 


% Tables for Army, Navy, Maritime and in- 
dustrial specifications. 


% Tables manufactured in a modern wood- 
working factory geared to meet delivery 
schedules under wartime conditions. 


% The ST. JOHNS catalog will give you com- 
plete information and details, send for 
it today. 


BUY WAR BONDS 


No. 24 Table Description: 


% Selected Northern Ocak in 
Office Golden or School Brown 
Finish. Top is 7%” thick, Legs 
244” square. 







Sizes: 
27 x 48 inches 
27 x 60 inches 
30 x 72 inches 


St. Johns Table Company 


CADILLAC, MICHIGAN 
Chicago Office: 666 Lake Shore Drive, Chicago 
New York Office: 206 Lexington Ave., N. Y. C. 














. . . < : “Bh Pat SHE . 
Try a BUCKEYE Supreme 
TYPEWRITER RIBBON 
© For over fifty years we have built into this 
product everything that first quality materials and 
painstaking workmanship could produce. We 
offer it to you now with the assurance that you 


will find it to be equal to your most exacting 


requirements. 


The Buckeye Ribbon & CarbonCo., 
Cleveland, Ohio 
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e Wartime Restrictions Limit the Supply—but— 
NON-RUBBER | Jy. "50 “note “QUARANTY 


















: 4 
Typewriter a fine line of WELTY 4 FOR LIFE” 
Keys “TRI-FIL” SACLESS—ALSO SAC TYPES 
ENS #2: 
The SPRING’S | $10 List 
the THING! Seer Pats. 90 94.90, 2-25, 02.50, S0.R,_ Genes Geattes ene oe. 
& Twe Special.Sac Pens quick delivery: No. 6-W. $1.50 & No. 45-W. $4.00 
SEND YOUR ORDER NOW! ANTICIPATE XMAS NEEDS! 
MASTER ALL MAKES REPAIRED| | 
SPEED KEYS | fincteding Contin, Gert Fotntin cts *scantnra Prices 
’ U ’ Sen a makes 0 one piace— 
G teed f h Sheaffer, Wat _ 
a Moore, Parker, ete. WELTY PEN CO. 
World's Largest Selection Pen Manufacturers Since 1904 
} Speed Key Mfg. Co. s22.cowspesries.., GOLD POINTS 38 SO. STATE ST. CHICAGO 
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| KEEP ‘EM TYPING 


The War Production Board has greatly restricted the sale of typewriters 
and other indispensable office machines. Every means must be taken to 
keep existing machines, especially the type and platens, in the best possi- 
ble condition. 


WANTED 
DEALERS 


Genuine Engraved 
Wedding Invitations 
$7.95 
Calling Cards $1.65 
(lese discount) 


















i You can help your custom- 

; ers in protecting their 
machines by selling them 
the SPEED-MO TYPE 
CLEANER with the auto- 
matic finger tip control 
which saves fluid and pre- 
vents evaporation. There 
is no dirt; no daubing or 
spattering. Fluid is al- 
ways clean. 


WRITE TODAY FOR CATALOG 
NO. 141 AND FULL DETAILS: 


RIVET-O MFG. CO. 
96 Jason Street 
ORANGE, MASS. 





Social Engraving Sample Book mailed for deposit of $1.00 which is 
refunded after receiving $10.00 net of engraving or return of sample book. 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM, ALABAMA 























BANK PASSBOOKS = 3” 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 








Sales. Super Finish and An- A 
tique Moorish Passbooks. N.C.R. pi 
and Burroughs Window Ma- sk 
chine Passbooks and all other ty 
style Passbooks and Check M 
Cases. BIG OPPORTUNITY q 
for Bank Supply and Stationery le 
Salesmen. 

> é Write for samples and prices. 0; 

2 = ) . O) Full particulars on request. 
LONG. “n  FJina£ & uals 





MT Tite AMERICAN PASSBOOK Co. | : R 


AKERS BLDG. CLEVELAND, OHIO 


ol 
ak 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 
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HALL-WELTER CO., in 


* Precise PAPER TRIMMERS 





* 


LG 3 a 
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WORKING FOR 
MORE OUTPUT 
PER TYPIST 


Busy with War work, we still 
supply parts and service, to 
speed your typing. 


THE DAWN MFG. CORP. 


DIVISION OF THE 








) 


OUT TO TRIM THE ENEMY 


War production comes first. Our facilities are engaged 
100% in war work. We are doing our part to help win the 
war as speedily as possible. 

The situation is temporary. When the war is won we will 
again supply you with even finer PRECISE PAPER TRIMMERS 
than before, and be glad to care for your needs as we have 
in the past. Just now, it's Yours for Victory. 


Precise DEVELOPMENTS CO. 


ROCHESTER, N. Y. 





SUCCESSORS TO 
I N c. 


AMERICAN PHOTO LABORATORIES, 


28 N. Loomis St., Chicago, Ill. 











SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


FREIGHT 


INTEREST, DISCOUNT, LUMBER, COAL, 
AND MANY OTHER CALCULATIONS 


PAYROLL, 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details nowl 






Simply tip 
the card 
and copy 


3468 N. Clark St. 


Meilicke. Aystems, Inc. Chicago, Ill. 
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Direct Process 
Duplicator Problems 


A TOP GRADE SPIRIT TYPE CARBON with master 
paper and backing sheet in one unit. The backing 
sheet insures a perfect writing surface regardless of 
typewriter. 

Master copy attached saves time of assembly. A fine 
quality spirit carbon produces long runs of bright 
legibility on liquid style machines. 





Enclosed in one unit. 


Operator need never touch carbon or soil hands. 


4 patented duplicator unit. : 
= 


RECORD PRODUCTS co. 


180 West Adams Street Bi at 8 0 Ps: oR een Hl. 


AAAAARAAANARARANAPAPOAPO nar 
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Guia Global War Atlas 


Will Sell on Sight. A Leader in the Low-Price, 
Profit-Making Field. 


—_e—. 


12 x 15 Inch De Luxe Maps in color cover 
the World. Comprehensive Index embraces 
over 300 countries, islands, and many 
hitherto practically unknown places. Index 
also gives page reference for quick location 
of all battle fronts. Printed in fine super. 
Easy-to-read type. 32 pages. Board covers. 
Order direct from advertisement $790 





or send for catalog. 

LAE DEROD CIF acccecincscccecssnusicanneuiiath 

The George F. Cram Company, Inc. 
Maps, Atlases, and Globes Since 1867 

730 East Washington St., Indianapolis 7, Ind. 




















CRAIVIER 


The Complete Line of 
Posture seating. 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 











nh 


QUALITY PRODUCTS FOR 75 YEARS 
Filing Supplies « Loose Leaf Covers 
Paper Specialties © Office Equipment 
Originators of Modern Indexing 

AMBERG FILE & INDEX CO. 


1608 Duane Blvd Kankakee, Ill 





ae ee ee ee ee 
FILL IN... TEAR OUT... AND MAIL 


COUPON: 


ELLINGS WORTH MFG. CO. 
200 SOUTH PEORIA STREET» CHICAGO 


Send us a set of FREE SAMPLES of your line of 
Loose Leaf Covers, including the “‘Duo-Tang” with its 
built-in fasteners and eyelets. No obligation. 





Firm aes sailed 
By eae <a 
Address___ wie are SO are 
City State___ 
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MARKILO 
CELLULO/0 PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 


us for details, 
Markileo Company, Mfrs. 


3633 S. Racine Ave. Chicago. U.S. A 



















ROLLING STORE LADDERS | 


“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and utomatic Safety 


Defense plants use 
Rolling Ladders. 


Send for Folder and 
prices and go after 
some of this business 








Manufactured by 





4535 N. Ravenswood Ave. 





I. D. COTTERMA 


CHICAGO ! 











THE PERFECT FLUID AND PATENT APPLICATOR 





a 7. 





Try our Type Cleaner in Your Office 
and See How It Compares. 


Sample Sent Upon Request 


Martens Type Cleaner 
7 West 29th St. New York City 
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MAGIC FLOW 


An Excellent 
Duplicating Ink 
Duplicating Stencils 
Correction Fluid 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


569 W. Van Buren St., Chicago 














e 
DARNELL 
CASTERS 


Write for 
192 Page 
DARNELL 
MANUAL 








DARNELL CORP. LTD., conc seach, cacir. 


36 MW. CLINTON, CHICAGO © 60 WALKER ST., NEW YORK 








MAKERS OF THE GENUINE 


“EYE-EASE” 
PAPER 


Used increasingly in offices because it 
cuts glare, minimizes eye-strain, reduces 
errors, speeds work. 


IN BOOKS, PADS, SHEETS, FORMS 


if Parent 


*\. 


\ 


NATIONAL BLANK BOOK COMPANY 











Holyoke, Mass. New York Chicago Boston c 




















6 BIG PUSH CALLS FOR STEEL 
crap faster— 





With Axis morale sinking faster under every bombing 
. with the fortress of Europe cracking ahead of 

schedule . . . we're setting up the Axis for the final 

hay-maker! 

That means an advance behind a curtain of shrieking 

steel . . . continuous barrages blasting our enemies 

round-the-clock until they say Uncle! 


The Time Is Now 
So our war planners have flashed an urgent message to 
keep the steel coming. And remember. half of the huge 
production will be scrap. Will we make it? Of course 
we will! 


Be Wise—Organize! 

So organize your scrap drive ... make it a continuous 

operation ... in charge of a square-jawed executive with 

authority to keep it rolling! 

And segregate your steel types. wherever possible. ac- 

cording to alloys and grades. It will save time all along 

the line . . . get your steel into the fight faster! 

BUSINESS PRESS INDUSTRIAL SCRAP COMMITTEE 
Room 1310, 50 Rockfeller Plaza, N. Y. C. 

If vou have done a successful salvage job at your plant, 

send details and pictures to this journal. Send for 

Primer of Industrial Scrap to help you tackle the 

Salvage Problem. 
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EXPORTER [0 War Production Now 


@® Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 


SEND US THIS COUPON 









The Yellow Box Line has gone to war... 
itis helping speed important paper work in 
plants of the Arsenal of Democracy. 


COMPANY 


Division of Scoui!l Manufacturing Company 
WATERBURY, CONNECTICUT 











To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER. 

4, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name a / piccaiigas . 
(Please attach your business card or letter-head) 


Address _......... 


Date 








NEW YORK CHICAGO SAN FRANCISCO 
In Canada: BROWN BROS., LTD., TORONTO 2 





Posture Chairs 
Done In Wood 


The Harter posture chair shown here 

No. W-35—is self-adjustable. It has all 
the well-known Harter features. The 
seat is well cushioned and comfortable 
and the back insures positive support. 


Turning to war work—Harter is coop- 
erating to the fullest extent. Steel chairs 
are being produced for the Maritime 
Commission and for other combat ves- 
sels. 





HARTER CORPORATION 
STURGIS, MICHIGAN 
New York, 354 Fourth Ave. Chicago, 14 Jackson Blvd. 
— BUY UNITED STATES WAR BONDS — 


RANSON 
POSTAL SCALE 


Modern—Efficient 
> The fastest working mail scale. 
Accurate to the fraction of an ounce. 
> Shows exact postage instantly on 
computing dial—air mail—first class 
and merchandise—no figuring. 
> Automatic—no beams or weights ff, ‘i 
to adjust. Will pay for itself in a [fe 
short time with postage saved. ; 

See your jobber 
ASK FOR BULLETIN No. 5 


Hanson Scale Co. 
525 N. ADA ST., CHICAGO 


























We can make immediate 
shipment of 


NUTYPE 


TYPEWRITER 
TYPE CLEANSER 
“4 Always a large stock on 


v4 hand. ... No priority neces- 
sary. Order some today. 


Walter G. Gies Company 


Manufacturers 
Crownsville, Maryland 
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Knows that “10 War Bonds isn’t h these days” 
nows tha 6 for War Bonds isn’t enough these days 
Workers’ Living Costs going up... and A 10% Pay-Roll Allotment for War War Bond campaign is built around the 
Income and Victory Tax now deducted Bonds from the wages of the family family unit—and labor-management sales 
at source for thousands of workers... bread-winner is one thing—a 10% Pay- programs should be revised accordingly. 
“heck! You're perfectly right . . . but Roll Allotment from each of several workers ; ; . : 
Check! You're perfectly rig ay “ f “art f EP For details get in touch with your local 
all these burdens are more than balanced in the same family is quite another matter: War Saviase Gell which eill catnie ete 
by much higher FAMILY INCOMES for Why, in many such cases, it could well r al ro ‘al f “ep y ; 
- ‘ , : 2 (ya -cessary materiz ) 
most of your workers! be jacked up to 30%—50% or even more Se ey re ee ee 
RES, : € the family’s new money! presentation of the new plan. 
Millions of new workers have entered OT The Bamny 5 Mew money - 
the picture. Millions of women who That's why the Treasury Department Last year’s bonds got us started—+#his 
never worked before. Millions of others now urges you to revise your War Bond year's bonds are to win! So let's all raise 
who never began to earn what they are thinking—and your War Bond se//ing—on our sights, and get going. If we all pull r 
getting today! the basis of famz/y incomes. The current together, we'll put it over with a bang! 
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America’s all-out war effort by 
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ROCKET 
CARBON PAPER 


is best known for its 
long life, producing 
more permanent 
copies with utmost 
legibility. An excellent 
value for heavy duty 
work, 





“Allied” Jor Victory 


Allied Cus Papers TYPEWRITER 
RIBBONS 

Available in a wide variety of styles to meet e 

every conceivable requirement with maximum ag ieee 


economy, efficiency — ard with superior results. 





‘dun Maa , Aiied ? PIVITT I lL lee) CARBON & RIBBON MFG CORP CARBON ROLLS 
n ideal supplement to ie pewriter Rib- . 
nai YPS ih 165 DUANE STREET STENCILS 
bons, the line includes the new “Echo,” an - 
improved fabric with welded edges — an ex- Pe oe Nee GELATINE 
cellent substitute for silk. Write for details. SUPPLIES 








Symbols of Success 
A 4 the - for Alt Oa Victory / 


In the Office ¢ e In Combat ¢e e 


AN EFFICIENT DESK FLYING FORTRESS 





@ Modern warfare requires the ultimate in 
efficiency. America’s formidable bombers 
prove their merit on every bombing mission. 

Office desks—such as are made by Indiana 
Desk Co.—also make a real contribution to 
the war effort—here is where Uncle Sam 
“draws” the plans for Victory. 





{4 desk for every 
office need 





Catalog will be mailed on request. 


INDIANA DESK COMPANY 





JASPER INDIANA 
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The vacant chair is reserved 


on 











You may never occupy this chair at the Royal Metal conference table. 
But it’s yours just the same! 

For here, you—the Royal dealer of tomorrow—occupy the place 
of honor. The needs—the desires of you and your customers are upper- 
most in the minds of Royal engineers. They, without in any way 
interfering with Royal’s extensive war work, are planning postwar 
metal office furniture and equipment that will mean more profits for you. 

When the “tomorrow” for which we are all fighting and working 
comes—Royal will submit for your inspection and approval the sales- 
creating furniture and equipment which YOU have helped to mold. 
The Royal Metal Mfg. Co., 175 No. Michigan Ave., Chicago, Illinois, 

Metal Furniture since 97 


CZ 
LINE OF TOMORROW 


Makers of Royalchrome Furniture « Royal Steel Folding Chairs « Royal Housewares 
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Printing on paper by means of engraved block letters was practiced by the Chinese as early 
as 50 B. C. Gutenberg in 1450, printed from type moulded from metal, for the first time. 


Yet, to get an idea in the morning and have it in the mails by evening, without type or 
presses, was the feat accomplished by modern science in the development of HEYER Qual- 


ity HECTOGRAPHS. 


HEYER Quality HECTOGRAPHS are today serv- 
ing thousands of firms, producing 50 to 100 copies 
from one original . . . quickly and economically. 
And after many operations, the pan can be re- 
newed easily with HEYER Quality REFILL at a 
saving. 

HEYER Products are top quality, backed by 40 
years of experience in the manufacture of Dupli- 
cators and Duplicator Supplies. Stock them and 
sell them for 100% customer satisfaction. 


q 
, 


ALWAYS ©3_JML39 SATISFIES 
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New accounting machines can be purchased in some cases under War Produc- 
tion Board Regulations. Also, in many organizations, we have been able to 
help solve their accounting problems without the purchase of new equipment. 
Increased capacity frequently results from mere revision of the system. 





ie alt 





Every new man taken on means more work for the Payroll Department. 


eens 


Every 


instance of overtime means more entries on the payroll records. And every 


rise in the rate of labor turnover makes the going tougher. 





Just when demands upon the Department are heaviest, competent workers leave 
and are hard to replace. New workers are more easily trained where mechanical 
equipment has been in use for some time. Which also means that the experi- 


enced worker sacrifices less productive time acting as instructor. 


RES 


ye anh we in Care BS 


1943 is the Payroll Department's toughest year. On top of all its other burdens 


there’s the added work involved in Victory Tax deductions. 











A VICTORY 


on the Production Front 
that was won 


BEFORE THE WAR! 


For its tremendous wartime expansion, Ameri- 
can industry has had to fight... and fight hard. 
And in no sector of the home front has the pres- 
sure been greater than in the Payroll Depart- 
ment. 

It has had many more workers to pay, more 
deductions to make from every payment, and 
one problem after another in maintaining an 
efficient staff. 

But wherever there had been peace-time installa- 
tions of mechanical methods, the Department 
was able to triumph over these wartime con- 
ditions. 

In thousands of war plants Underwood Eiliott 
Fisher Sundstrand Payroll Machines have en- 
abled accounting procedure to keep pace with 
mounting production. 

Many a company has taken advantage of our 
knowledge and experience by having us revise 
its system so as to handle the increased volume. 
And large numbers have seen the value of sign- 
ing up on a yearly basis for the expert care pro- 
vided by Underwood Maintenance Service. Ow 
Maintenance Service from coast to coast is being 
kept in complete and efficient operation. 

Spare parts, too—we are providing for all your 
Underwood, Sundstrand and Elliott Fisher ma- 
chines—as well as a complete line of carbon 
paper and ribbons, unsurpassed in quality, for 
every make of office machine. Underwood Elliott 
Fisher Company, One Park Avenue, New York. 
New York, 


Underwood Elliott Fisher 


Sundstrand 
PAYROLL MACHINES 


* We are now in war production on—U. S. Carbines 
Caliber 30M1 Airplane Instruments — Gun Parts 
{mmunition Components—Fuses—-Primers and Miscel 


laneous Items. 





